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A Stock 


of Gillette Safety Razors and Blades— 


this window display—a sale as described on page 99 of the 
April 2nd issue of Hardware Age—will prove to you the 
splendid possibilities of increased sales in your Cutlery Dept. 


Send for Display No. 3H. Ask us for a copy of the Hardware 
Dealer’s experience which appeared in the Apr. 2nd Hardware Age 


Address Advertising Department, Gillette Safety Razor Co., Boston, U. S. A. 
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HARDWARE AGE 


Mrs. Webster sets the stage 


RS. WEBSTER spent many 

days expressing color 
schemes with draperies and 
rugs. A well-set stage, this new 
home, for living on a grander 
scale. Until this afternoon she 
believed everything ready for 
their ‘house warming’’ tomor- 
row. Then, while arranging 
the menu and deciding upon the 
service, she made a discovery. 
More people were coming than 
the Websters had ever enter- 
tained at one time. She hadn't 
enough silverware to serve 
them—no, not nearly enough! 


SALBSROOMS 
NEW YORK 
CHICAGO 
SAN FRANCISCO 


Mrs. Webster is your own customer. 





HAVE YOU SLIGHTED SILVERWARE IN FURNISHING YOUR HOME? 


In devoting yourself to the more obvious things in furnishing and decorating 
your home, have you neglected silverware—the very thing that makes enter- 
taining easicr? If you have, you, of all people, should realize how 
reasonably you can acquire a complete 1847 Rogers Bros. silver service! 

You will find in “'1847 Rogers Bros.’’ every piece to encourage correct and 
ample table setting. Notice, particularly, the salad forks, the bouillon 
spoons, the iced tea spoons, and the important serving pieces like the cold 
meat fork and the sugar shell. 

The fine designing of your 1847 Rogers Bros. Silverplate will always pay 
tribute to your good taste. Its durability will continue to justify your 
purchase. And when you need more picces it will still be easy to provide 
them, for leading dealers carry the newer 1847 Rogers Bros. patterns. 

Send for booklet 4.4. Etiquette, Entertaining and Good Sense. You will find 
it full of suggestions for successful entertaining. It’s free. Write for your 
copy today. INTERNATIONAL SiLver Co., Dept. E, Meriden, Conn. 





1847 ROGERS BROS. 


SILVERPLATE 


QUALITY ** ARTISTRY ~@, 
oy 


me INTERNATIONAL SILVER CO. $3 
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Ambassador Ic’ Tea Spoon 
(Reduced Size) 





Ambassador Ice Pitcher and . 
Hors d’Qeuvre Tray 


Rich and smart is the table setting 

which makes use of these durable’ 

pieces. They match the knives, : 

forks and spoons of 1847 Rogers 
Bros. patterns. 


CaNADA? 
INTERNATIONAL SILVER COMPANY 
oF Canapa, Limitep 


HAMILTON, ONTARIO 


You may not know her by that name but she—and thousands of other Mrs. 


Websters—will be aroused by the above advertisement in the Saturday Evening Post of June 27 to add to their silverware 
equipment. 


Similar advertisements are appearing in other leading publications. 
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< There ts a difference in tools. And there’s a sub- | 
: stantial market for these two V & B thoroughbreds! £ E 
¢ V & B Vanadium Hammers are made from special ak ea 
a A es eae | 
: formula Vanadium steel and are of the finest work- bo 4 
Are ge RS 
manship. V & B Unbreakable Planes are drop es tot 
| forged—not cast—and stand the falls that would [5 agreed 
ae 4 break an ordinary plane. Two tools that will stir gee 
up new business—at a nice profit! | 5) 





| VAI JG HAIN & oA 
MANUFACTURING COMPAN a 
: Makers of Fine ‘Toots B 


es | 2114 Carroll Ave.~ ~ Chicago, Ill. U.S.A. ee 
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OWER inventories— 
well balanced stocks. 
Two of the many de- 

sirable conditions brought 
about by the “Duluth” 
system of storage and dis- 
play. These, together with 
the efiective display of 
samples, are very neces- 
sary to the successful con- 
duct of a retail hardware 
business. Increased prof- 
its are a natural result. 
Let us send you full de- 
tails without obligation. 
Mail the coupon. 


LO 





LUTH 


STORE EQUIPMENT 
DULUTH SHOW CASE CO, DULUTH, MINN 





. — 





DULUTH SHOW CASE CoO., 
P. O. Box No. 778-A6. 
DULUTH, MINN. 
Gentlemen: 

Without obligation, please send me in- 
formation and literature on how the 
“Duluth” Hardware Store System increases 
sales and profits through better storage and 
display. Explain vour easy payment plan 
and free store engineering service. 


















Name 





Town State 





Individual 
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SILVER 
STEEL 


YOU WILL NEED THESE SAWS, SAW 
TOOLS AND HANDLES IN THE FALL. 


Anticipate your requirements and place your order 
for delivery before fall sawing begins. 


Cross Cut Saw buyers want the best—they 
want a saw that will cut the most timber 
in the shortest time and with the least 
effort. They also want saw tools and 
saw handles that are dependable; 
show them Atkins and profit by 

the service built into them. 


Make your store “Head- 
quarters” next fall and 

winter for this profit- ( 
able line. 










































“SEGMENT GRINDING” 


All Atkins Silver Steel Cross Cut Saws are Segment 

Ground. By this exclusive Atkins process, the saws 

are ground to an even gauge along the tooth edge, 

then they are ground on the segment of a circle from 
* tooth edge to back, and tapered from ends to the 

middle to give the saw ample clearance, therefore 
they will operate with less set and cut faster than 
any other Cross Cut Saw. 


















Ask for Cross Cut Saw book descriptive of the saws, saw tools 
and handles you should carry in stoc 


E. C. ATKINS & COMPANY 





































‘ Established 1857 The Silver Steel Saw People 
; Machine Knife Factory: Home Office and Factory: Canadian Factory: 
No. @ Saw Tool LANCASTER, N. Y. INDIANAPOLIS, IND. HAMILTON, ONT. 
Branch Houses: ; 
Atlanta Minneapolis Portland Chicago 


New Orleans San Francisco Memphis 
New York Seattle Paris, France Vancouver, B. C. 
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That’s it! 
“D. Maydole”’ 





is more than “‘Just a Hammer’”’ 





The Maydole Nail Hammer out- 
drives and outpulls the ordinary 
hammer. The face has just the 
right crown. The head is press- 
forged of finest steel, tempered 
separately at each end. The 
handle is of clear, second-growth 
hickory, perfectly air-dried—and 
put in to stay. 


There’s a host of men who divide hammers into two distinct 
classes, Maydoles and “just plain hammers.” It’s difficult 
if not impossible to get these men to use any hammer but a 
Maydole. 


They know from their own experience,’ or have learned from 
their fathers and grandfathers, that Maydole Hammers are 


as fine as human skill can fashion from steel and hickory; . 


that Maydoles have a “hang,” a toughness and durability 
that put them in a class by themselves. 


Clearly, then, there are two sound reasons for selling and 
recommending Maydole Hammers: 
1. Worth. Maydole Hammers give the customer certain 
satisfaction and a lasting impression of the quality of 
the tools you sell. 
2. Reputation. Maydole Hammers are easier to sell and 
the fact that you sell them is a definite asset to your 
store. 
Ask for a copy of pocket handbook and Catalog 23 “*C” 


The David Maydole Hammer Co. 


Norwich New York 
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& 
Maydole Machinists’ Ball 
Pein Hammer is distinguished by 
its remarkable “‘hang’’ and un- 
usual strength. The head is of 
selected, press-forged steel, tem- 
pered separately at each end. 
The handle is of sound, second- 
growth hickory, the finest avail- 
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This “Assortment Display”’ Sells Sand’s Levels 


The advertising has created the demand—Dealers are 
meeting the demand with Sand’s Levels and Sand’s Levels 
are meeting every requirement for every trade. Are you? 


Don’t fail to display the Assortment Display Box of 
Sand’s Nine Best Sellers in vour show window. The time to 


Supply the Demand Created by Sand’s Advertising 


SANDS LEVEL & TOOL CO. 


8629-37 Gratiot Ave. _| “SAND’S LEVELS TELL THE TRUTH” | Detroit, Michigan 


HARDWARE AGE 





is right xow while building operations are in full swing and 
Carpenters, Mechanics, Machinists, Masons, Plasterers and 
Millwrights are all busy. They must have Levels. They 
want Sand’s Levels because of their proven accuracy and 
dependability. 

Your Jobber will supply you with this Special Assort- 
ment Display, Free Advertising Helps, Window Trim 
Suggestions and Window Cards. The low price on the 
Assortment Display is worth taking immediate advantage of. 


Only two Assortments to a Dealer at this price. Order 
now. 
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Machine Screws. 
Stove Bolts 
Tire Bolts 
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American Screvw Co. 


PROVIDENCE , - R.1, 


WESTERN DEPOT 


225 WEST RANDOLPH ST., CHICAGO, ILL. 


owe ee eae eee 


Hil in eee 
eeeereeneaeveceaeeceneee © 
a, re re Oe”, 


if] NT Ae 
as eevateccncusveussaveversesecsrecssccssessscerseuesseccnseseccreccucsucccestessssesseesernss: 


ee ee Te TT TT 


AO, AS A a a as 
comme cermin. ia te a 


z, 
a4 


B( 


a 


1 


‘ 


N’ 


we 
ee ee emma oe . I entre ee ee ee he ee ser | 


ees 


eS — a2 a Ae as a ee ee, ee: 4: , 4 ae ; 4 
Fa FAY TNT NTN TN We em AN ea em aN Fm mF Tc ea Fm Fm Fen Fm Fe Fl Fea Vem Vs | 


1925 


— 
a. 


—— 


WO MC Me Vic Mil Vie De Ne ee 


LL ee ct ~t 


Se Fe *®eFeeseSGeeeOenSeseece Sesecoeseeee see aee ee eeeeeerve 


OEE TTT Cee eee ee 


—— —— a ee ee ee Oe, ee rr ee. 


ri 


UT 


es sa ener 


ee 


if 


Mr Me Vil Ss sk 


i CECT TTT 


a = ar, = 


- 


— == —— 


UULLTVAUAT AUTEN 


@Qa\'a@\ fan an Tan 


iene a —— = 


(aa\'an\ fant, 


SS ! 


Yam\Ta\ (alan an Yan ant 


Nee 


- 


anal an Tan 


PUMA TT 


a a 


SUE 
TY 
i Sad 


ee’, 


. 
; 
4 


. 
>. | 

















June 18, 1925 HARDWARE AGE 











(SERS SSSERSSSERRESCKRESSERERERERESREEERERESESSERERERSSRSSSAESS 
SSSR SSSSSSSSARRRSSRESSESSSESSESSSSSESSSSSSSSESSSSRSSSRSESaSS! 
SSSSRECRRETEERSRSRSRRSSESRSSESTREREREERERRESESSRRSSSSseeees 
PRR RRR SSRSSSSSASSSRETASSSRSSSSSSSSSCSSSSSSSESESSSSSESSSSSSs 











Back of every lasting success there is a 
logical reason. The reason for the success of 
Gray-Wick Screen Wire Cloth is found in the 
service it gives. 


Gray-Wick is produced from rust-resisting 
Open Hearth Steel made in our own furnaces. 
The wire is drawn in our own mills. Every 
operation from the raw material to the finished 
product is done under our own supervision. 


Gray-Wick carries an extra heavy electro 
zinc coating enameled with transparent var- 
nish. “Life Insurance” is built right into it. 


12 Mesh, No. 
14 Mesh, No. 
16 Mesh, No. 

No. 
18 Mesh, No. 


33 gauge 
33 gauge 
33 gauge 
34 gauge 
34 gauge 


each way 
each way 
filler 
warp 
each way 
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GRAY-WICK 


Gray-Wick has a pleasing Gray color. When un- 
rolled it lies smooth and flat and not wavy. This is a 
great advantage to customers in applying it to screen 
frames. 


Every WICKWIRE BROTHERS Product is backed 
by fifty years of experience. , 


Our Other Brands of Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Your jobber will supply you. 
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strength is nee¢ 


Stripped! 
Of course. It was to be ex- 


pected, for it’s always been that 


way with cut thread bolts. You 

can depend on a certain percent- 

age stripping as surely as you can 

depend on the coming of night. 
What Cutting Does to Steel. 

If steel were a basic metal like 
gold or silver, you could ‘cut in 
it without weakening it (exc 

by the amount of metal removed). 

But steel is a granular. compo” 

» sition, and when you dig mtoat - 
with a cutting die, as ing | 


a bolt thread, you break di eee : 
molecular structure formed ee: 


resistance to outside stresses. 
The thread of an Empire 


Process bolt is buslt up es ie 


blank, without cutting. The: steel 


molecules, instead of being cut and 


Branch Office: 
Straus Buniding 
Go 
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[skers 
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Capacity oa Over 500 
5,000,000 Feet _Z Plain and Ornamental 
Per Annum —— Designs 





You Can Enter a Profitable Business 
By Meeting a Popular Demand 


An Opportunity Exists in Thousands of Localities for 
Hardware Merchants to Introduce and Sell 


>] 
Stewart’s Iron Fence and Ornamental Iron Work 
Grilles, Balconies, Iron and Wire Window Guards; Wire Work of All Kinds 
Iron Fencing and Ornamental Iron Work is unequalled for adding a touch of 


beauty to the protection of private and public property. Its uses are un- 
limited and its installation is permanent. 


Few products offer greater sales opportunities for the A great many of your customers are builders or home 
progressive dealer than the Stewart line. There is no owners. Where are they going to buy their fencing and 
investment to make, no stock to carry and no samples miscellaneous iron work? It is reasonable to presume 


that a great number are not familiar with a source of 
supply other than a reliable hardware merchant and 
would prefer to favor the local dealer. It will pay you to 
important addition to your business—and made to pay let these customers know you can handle their orders 
liberal profits. to their complete satisfaction. 


are necessary to introduce them to your trade. A little 


effort, a little perseverance and fencing can be made an 


All material is shipped direct to your trade. You do not have to rehandle Stewart's Iron 
Fence or Iron Work. Everything is sold from our catalog. 


We will be glad to have you represent us in your territory. It will pay you to investigate 


our dealer proposition. Just write us for particulars. 


WE ALSO MANUFACTURE CHAINLINK WIRE FENCE FOR 
Factories, Schools, Hospitals, Golf Courses, Tennis Courts, Cem- 
eteries, Estates and All Properties requiring FENCE PROTEC- 
TION. 


“THE STANDARD OF THE WORLD” 


i, Reged -i-fe] -7-¥ a 88) 


- CINCINNATI, OHio. U.S.A. 
The World’s Greatest Iron Fence Builders 


Tae } TEWART Iron Works Gmvaee 
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They Never Rust Out or Wear Out 


Customers who purchase RINGCO Bathroom Fixtures can 

never complain that they-rusted out. 
They never will, because SOLID BRASS, the base or foundation 
of RINGCO Bathroom Fixtures, never 


corrodes and is practically everlasting. Be- 





, ‘ No. 03352 White Finish 
sides these desirable features 





Beautiful RINcco Bath Room Fixtures 


come in such a wide variety of patterns and in such distinctive and pleasing 
designs that selection is made easy for your customers. 


And remember that back of every bathroom fixture we make is a reputation 
of thirty years standing for Quality and Fair Dealing. 


Don’t fail to write for our latest Catalog. It shows over 300 different de- 
signs. Write our nearest office if your Jobber cannot supply you. 


AMERICAN RING COMPANY <a 
Waterbury Connecticut (Ore 


* 
Tumbler and Soap Holders \ is in 
Without Tray Branch Offices: ne) 


No. 03767, White Finish. a7; Boston—170 Summer St. New York—2 Hudson St. SRAM 
No. 3767, Nickel Finish. San Francisco—!1!16 New Montgomery St. 

Furnished with brass Chicago—29 E, Madison St. 

screws to match fixture. 





To Sell 
am To Install 
To Operate 


The ‘‘Blue Special’’ House Force Pump 


TTRACTIVELY painted in blue and gold, the 
“Blue Special” has an instant appeal to the eye. 
Its snappy appearance, however is but one point in 
its favor as a real sales producer. 


Other Selling Points 


Brass tube cylinder. Brass cased plunger rod. Brass stuffing box gland. 
Brass valve seat. Extra long lever mounted on swinging bearer makes 
pumping easy. Compression cock and back outlet tapped for one inch pipe. 
The “Blue Special” (Fig. 516) is one of a complete line of Deming Hand 
and Power Pumps for all uses. Send for complete catalog. There is no 
obligation. 


THE DEMING COMPANY Established 1880 Salem, Ohio 
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% Rear a 
HARDWARE COMPANY SORUE COMPANY | 


STEEL FLY AND 
FISHING CASTING 


RODS 




















No. F 
81, 9, 9%, 10 Ft. 








No. 150, Nickle Plated. No. 150%, Black. 
— - Capacity 80 Yds. 


Amacom gem 


No. TR 
8’ and 9% Ft. 














No. 250 
Quadruple Multiplying. Capacity 80 Yds. 








No. BBCGG 
4, 4, 5, 5\4, 6 Ft. 











alleen 
VIM . 
4, 5, 6, 7, 8, 9 Ft. Double Multiplying Capacity 60 Yds. 





HARDWARE COMPANY 





TORRINGTON, CONN,., U. S. A. 
NEW YORK OFFICE - 151 CHAMBERS STREET 





Established 1854 Incorporated 1864 


For 71 Years Manufacturers of Ice Skates 
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Every day you can sell 


June 18, 1925 
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| 
these “institutions” of the home 


Past generations have built today’s demand for 
tea kettles and wash boilers—homes are not 
complete without them. 


Spring, Summer, Fall and Winter these utensils 
are in use—the demand is constant. 


The sturdy Rome Copper Tea Kettles and Cop- 
per Wash Boilers give the user the kind of ser- 
vice and satisfaction that builds good will and 
sales for the dealer who carries them. 


Rome 
Copper Tea Kettles 


Solid copper, nickel plated or polished copper 
finishes, in weights and sizes to suit every desire 
from the dainty 21% quart kettlette to the large 
8 quart utility kettle. 


ROME MANUFACTURING CO. 

Rome, New York 

Branches: 

New York, 342 Madison Ave Boston, 60 India Street 
Chicago, 1431 Lytton Bldg. 


San Francisco, 610-614 Wells-Fargo Building 


qed 


(ROME | ; 


EVER-ENDUR 


Seattle, 302 Pioneer Bldg. 





Rome Copper 
Wash _ Boilers 


To really cleanse white clothes, 
women boil them. They use 
boilers for cooking in volume, 
canning, for dyeing fabrics—the 
boiler has great utility in the 
home. 


Rome Solid Copper Wash Boil- 
ers are made in small, medium, 
and large sizes, strong and sub- 
stantial, flat bottoms easy to 
clean—each is a good advertise- 
ment for copper ware for you 
and for us. 


Ever enduring copper utensils 
are the best buy. They are gen- 
uine when stamped with our 
name, ROME. 


Ask your jobber, write us, but 
best of all order now. 
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Introducing 


HARDWARE AGE 





A New Member of a Fine Old Tire Family 


W now present the Revere Heavy Service 
Cord—a tire built especially for heavy-duty 
work on busses, trucks and extra-large pas- 
senger Cars. 

The ready built market that exists for the 
Revere line will rapidly extend to the new 
Revere Heavy Service Cords — 


Revere Heavy Service Cords have been built 
to stand on their own merits. 

Revere knows that there is a big demand for 
a heavy service tire that will stand up. 


Revere Heavy Service Cords are built to stand 
up under heavy road service without a whimper. 


Revere Heavy Service Cords 


Because Revere construction combines maxi- 
mum toughness and maximum flexibility. The 
result is the greatest cushioning ever obtained in 
a heavy-duty tire operating under full pressure. 

And Revere prices are right. Right to you, 
allowing a good profit. Right to the car-owner. 


Perhaps the finest recommendation of the new 
Revere Heavy Service Cord is that it is a true 
Revere Tire down to the last cord. 

There is a Revere jobber near you. Write us 
for his name. 


REVERE RUBBER WORKS COMPANY 
1790 Broadway New York City 
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Nicholas Hardware Company,Oak 
Park, Illinois, is one of the best 
known and most popular hard- 
ware stores in the country. This is 
how they show Vollrath Ware in 
the limited space they have for doing 
a tremendous volume of hardware ~ 
business. 


HE Nicholas Hardware Company, Oak 
Park, IIl., has been doing business for over 
eighteen years ina very rapidly growing com- 
munity and their annual sales volume hasmore 
than kept pace with the growth of the village. 








The result is that floor space in the store is at 
a high premium and only lines that will sell 
with limited display find a place in the store. 
















Vollrath Enameled Ware has found a place in 
the Nicholas Hardware Company ever since 
the store opened. It was stocked from the 
start and still is one of their best selling lines. 


“We don’t do Vollrath Ware justice,” says 
Mr. L. R.Walker, Secretary of the Company. 
“It deserves a better display than we are able 
to give it at this time. Yet, in spite of that, we 
turn our stock over four times a year. Our 
investment runs around $400.00. 


‘“‘We hope to be able to put all our Vollrath 


The Vollrath salesman will 
tell you of the Vollrath re- 
sale plan or write us and 
we will explain it by mail. 





A big seller 


although space is scarce 










Ware down ona big table where our custom- 
ers can get at it. We find that if a woman 
has a chance actually to handle these utensils 
she invariably sells herself. 


‘Our present sales efforts include a display of 
the line on about 125 linear feet of shelves. 
About twelve times a year we show Vollrath 
Ware in our window displays. We have about 
ten ‘white windows’ a year, in which the 
Vollrath line is given prominence, and about 
twice a year our windows are devoted exclu- 
sively to Vollrath Ware. 


‘We are believers in newspaper advertising, 
and six or eight times a year our newspaper ads 
feature Vollrath Ware. About twice a year 
we make use of folders and envelope stuffers 
in connection with our regular mailings.” 


No matter how much space you have, whether 
small or large, Vollrath Ware will make money 
for you. 


VOueare 


WARE 








THE VOLLRATH COMPANY =: Established 1874 « SHEBOYGAN, WIS. 
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Let us show you how thousands of hardware dealers use 
this plan. Phone our local office or write for folder, ‘‘A 
Simplified Accounting Plan for Your Business.’’ | Please send me the folder, ‘‘A } 


BURROUGHS ADDING MACHINE COMPANY pe 
DETROIT, MICHIGAN 


ADDING 
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Simplified Accounting Plan 


saves time, prevents errors 
and increases profits for this 
successful hardware dealer. 


“Burroughs enables us to keep up our ‘work 
and records to date, proves our daily post- 
ings, and gives us the figures we wish to 
know at a glance. The Burroughs system ~ 
places our business on a profitable basis.”’ 


—C. H. Wurst Co. 
Quincy, Il. 








BURROUGHS ADDING MACHINE , 
co. 


6615 Second Blvd., Detroit, Mich. 


j Simplified Accounting Plan for 
Your Business.’’ 


*"“e@eneeeeweeeeeeeeeeeeeweeee ee eene 


“eee eevee ewneaev eve eewneeaeneeeeewneeer een eeneeeane 


- BOOKKEEPING - CALCULATING AND BILLING MACHINES _ 
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HE place is busy, the bad ac- 
counts few, the overhead 
moderate, the volume excellent. 


It should show a better profit. 


The trouble with this merchant is that he 
is probably carrying too much stock. To 
do his fine volume of business he has capi- 
tal tied up in a huge quantity of merchan- 
dise. This slows down his turnover and 
makes the showing poor. His only remedy 
is to standardize wherever possible. 


Take garden hose, for instance. Three 
sizes are not necessary, as 98" hose has been 
demonstrated beyond doubt to be the best 
size for use with standard 14" house fittings 











=m MECHANICAL RUBBER GOODS MERS. DIVISION 
i ™ THE RUBBER ASSOCIATION OF AMERICA, Inc. 


Acme Rubber Mfg. Company The B. F. Goodrich Rubber Co. New York = <eary * 4 pecans Co. 
Boston Woven Hose & Rubber Co, Gioodyear Tire & Rubber . ‘ompany Pioneer Rubber 





Cincinnati Rubber Mfg. Co. Hamilton Rubber Mfg. Co. Quaker City Gabber’ Company 
Combination Rubber Mfg. C« Hewitt Rubber Company hermoid Rubber Company 
Electric Hose & Rubber C 4g Home Rubber Company United States Rubber Company 
Empire Tire & Rubber Corp. Mercer Rubber Company Voorhees Rubber Mfg. Co. 


Murray Rubber Company 
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J. H. YEWDALE & SONS COMPANY 
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Mountains, one of the first permanent tirms 
to be established was ‘Tite TRivcit HArb- 
WARE COMPANY, of Denver. ‘They were the pioneer 
hardware jobbers of the Rocky Mountain West, as 
were we the pioneer hardware catalogue builders 
of the United States. It was therefore quite natural 
and appropriate that all of the TRivctir catalogues 
be built by us in their entirety. 
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There is No Substitute for the Best Catalogue 


ative western hardware jobbing house. Established in 

1859, when the West was young, it grew with the 
country, until today, under the leadership of Mr. Frank A. 
sare, this firm is one of the best known of its kind in the 
('nited States. 


“HE Tritch Hardware Company of Denver is a represent- 


As the business of ‘The Tritch Hardware Company ex- 
panded, more traveling men joined the house, and today the 
firm is represented in the Rocky Mountain West by twenty- 
four experienced men. With the expansion of their business, 
Messrs. Tritch were not content to serve the trade by merely 
personal representation; they decided to issue a catalogue 
which would faithfully represent their stock, and which would 
be an incentive to the trade to increase their business with 
the house of Tritch. After most careful consideration, it was 
decided to have the book built by J. H. Yewdale & Sons Com- 
pany of Milwaukee, because they were the pioneer hardware 
catalogue builders of the United States, and also, because of 
their proven ability in this field. The results fully justified 
having all succeeding editions of the catalogue built by the 
same organization. 


We are proud of the part we have had in the development 
of the hardware jobber’s catalogue, and of our service to the 
many representative hardware jobbers whose books have been 
built by us these many years. 


There is no substitute for the BEST catalogue. 


J. H. YEWDALE & SONS COMPANY 


Hiardware ( dtalogue Vakers Since I8&87 
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Wheeling Products are in the first rank of household 
essentials approved and used in every neighborhood 
of the nation. 


The variety of the Wheeling line offers an oppor- 
tunity to standardize your stock of metal ware under 
one good name that enjoys a country-wide repute 
for satisfactory service. 





To standardize on Wheeling Products not only simpli- 
fies the conduct of your business butincreases your own 
reputation for carrying merchandise that keeps faith 
with your customers and makes them your friends. 


Put your needs up to Wheeling. 


WHEELING CORRUGATING COMPANY 
WHEELING, W. VA. 


New York Chicago Philadelphia St. Louis 
Kansas City Chattanooga Richmond Minneapolis 











Drip Pans Ash Cans Coal Hods Frying Pans 
Rubbish Burners Garbage Cans Fire Shovels Roasters 
Oil Cans Rubs and Pails Stove Pipe Terne Plate 


Nails Barbed Wire Fence _Roofings 
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Out of the 
Ordinary Class 


To make a product that is better and to sell it at a price that 
makes it irresistible to the user, is the task A-P has set for 
itself. How well we have succeeded is best demonstrated by 
our constantly increasing ‘business and our rapidly increasing 
circle of boosters. 





We can’t fully describe the merits, design, workmanship and 
finish of A-P garage door hangers and hardware. On com- 
petitive jobs we frequently ask buyers to make comparisons 
with actual samples. ‘In most instances, they select A-P be- 
cause the high quality is apparent, the eficiency demonstrated 
and the price lower than they expect to pay. 





Here we show only two styles—there 
are many otkgers. Let us tell you all 
about them. Write for free catalog. 


Allith-Prouty Company 
Danville, Illinois 
Manufacturers of 


Door Hangers, Fire Deor Hardware, Rolling 
Ladders, Garage Deor Hardware, Overhead 
Carriers, Spring Hinges 


Representative Jobbers Distribute A-P Products 


THE RIGHT HANGER FOR EVERY DOOR 
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Why he sells best who sells McKinney products 


—igt+- 


McKinney Wrought Steet 
Shelf Brackets are made 
with a TUBULAR brace ~ 
the strongest posstble con: 
struction- all engineers say so. 
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SECTION : 





Made in the following sizes 
3x4} 
4x5 | 
5x6 } 
ta 14 doz. pair per box 


1 doz. pair per box 


6x8 
7x9 


8x10 } 

10x12 +} '4 doz. pair per box 

12x 14 } ' 

16x18 } '% doz. pair per box 
In addition to the Japanned, brackets 
are furnished in the other finishes, 
such as dull brass, antique copper, 

bronze plated and nickel. 


MCKINNEY MANUFACTURING CoO. 
PITTSBURGH 


a McKINNEY product 
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Back Up Your 
Delegates! 





=i IS time next week your annual retail congress 





¥, we . 
<a pS /| s ‘ ° 
Sif) officers and a summarization of the various 


will be nearly over. Resolutions, elections of 


discussions will complete the week in Philadelphia. 


Your delegates are representing you. They are giv- 
ing their time, earnest thought and effort to a serious con- 
sideration of common retail problems. Resolutions will 
be passed based on conclusions arrived at through dis- 
cussion. Remedies for various trade evils and difficulties 
will be suggested and accepted. 


_ It is up to every one of you to back up your delegates 
not merely with your approval at their report, but by 
deliberately and actively seeking to live up to the resolu- 
tions they passed for you and others. It is up to you to 
consider carefully the suggestions and trade evil remedies 
which will be brought out. 


Your trade papers will convey the general and com- 
plete report of the work done by your delegates. 


Back up your delegates. 
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Summer Heats and Wintry Eats 


Some Suggestions for Turning Dull Days Into Profits 


By Charles P. Catlin 








hand. Summer heats demand wintry 

eats. Crisp salads, cold meats and vege- 
tables, delicious cold desserts, ice cream, iced tea 
and other refreshing cold drinks will be the order 
of the day. 

We are now coming right into the hot summer 
months. June 21, the longest day of the year, 
will bring the steaming hot days in its train— 
and take us into summer, full steam ahead! It 


a Oe time is at 





will also bring greater opportunities for retail 
hardware merchants from the Statue of Liberty 
to the Golden Gate to increase their business on 
summer requirements. There are many up-to-the- 
minute lines which are now seasonable. Cash in 
on them! 

Timely, unified lines attractively displayed in 
your store windows are sure to bring into your 
store increased business—new customers and 
new business from old customers. Show people 
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what you have to sell and you show ’em when 
and where to buy it. 

You will profit by making a window display now 
of the following summer goods, speeding up the 
turnover on your investment and reducing your 
stock of these seasonable lines to a minimum: 
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Refrigerators 

Refrigerator Locks 
and Hinges 

Screws, Screw- 
Drivers 

Refrigerator Dishes 

Glass and Enamel- 
ware 

Refrigerator (Auto 
Lunch) Kits 

Refrigerator (Picnic 
Baskets) 

Vacuum (Gallon) 
Jugs 

Vacuum Bottles 

Ice Chests 

Ice Picks 

Ice Tongs 

Ice Chisels 

Ice Shavers 

Ice Cream Freezers 





Ice Cream Scoops 

Cream Pails 

Milk Kettles 

Milk Cans 

Covered Pails 

Egg Beaters 

Mixing (Mayon- 
naise) Bowls 

Iced TeaSets (Glass) 

Iced Tea (Cold 
Drink) Spoons 

Trays (Serving) 

Tea and Coffee Pots 


Nickel Plated and 
Aluminum Ware 
Water Sets 


Water Coolers 
Water Buckets 
Lemon Squeezers 
Corkscrews 


Ice Cream Dishes Cap-lifters 





If you do not have all of these goods in stock, 
display those of them you do stock and in addi- 
tion any items not listed above which you carry 
and which help people enjoy de-luscious, snap- 
petizing food in the hot weather. Probably there 
are some other articles in your stock particularly 
adapted to the trade in your locality. Find them 
out and play them up! 

Signs of the times are placards in the windows 
of up-to-date, money-making hardware merchants 
featuring seasonable lines. Here are two sug- 
gestions for such signs: 

Here’s a suggestion I believe is worth a trial: 
Spring a pleasant surprise on those who enter 
your store while you have the latter placard in 
your window. Serve them cold lemonade instead 
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of water. It will cost you very little indeed—and 
it will net you good will, which is the most val- 
uable business asset you can have. Everybody 
loves an agreeable surprise—and remembers it. 
Your customers will be grateful to you; and their 
gratitude will help build your business. In fact, 
this will be a practical investment—sure to bear 
gilt-edged dividends in the way of increased sales. 


pe ___£§_§________i_i______________—__, 


DON’T SIMMER THIS 
SUMMER! 


KEEP COOL 


With the Equipment We Carry for 
Enjoying Cold Foods and Iced Drinks 








BUT better not let folks know in advance—else 
every small boy in your neighborhood will come 
in just for a drink. When children make pur- 
chases from you, though, let them too have a 
drink. For the children= of whom you make 
friends today will be in a few years the custom- 
ers upon whom you most rely. 

The featuring of cold food and iced drink re- 






COME IN! 
Have a Cool, Refreshing Drink 







From Our (name here) Water Cooler! 


Here You Will Find Cool Atmosphere 


and a Warm Welcome! 


quirements during the golden days of summer 
offers you a solid gold epportunity to have greater 
turnover and fewer leftovers. Display timely, 
unified lines and your* window will “stop the 
traffic,” bring customers into your store and take 
the chill off your cash register. 
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Seeds of Sales Success 


R. CATLIN’S article, “Golden Grain and Golden Gain,” 
which will appear in next week’s Hardware Age, will con- 

tain some valuable suggestions on sowing seeds of sales-success. 
Mr. Catlin will discuss from an entirely practical standpoint 
advertising, displaying and selling timely, unified equipment for 


the harvesting season. 
Watch for it! 


You cannot afford to miss this article. 
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Why Hand-to-Mouth Buying 
Retards Retail Hardware Sales 


By Rudolph Tenk 


HILE sales reports of hardware retailers 

from most sections of the country show 

some increase over 1924, the percentage 
of increase is small as compared to the increase 
in total retail sales, which includes sales of mail 
order houses and chain stores. This brings up 
the question: ‘““Why have the sales of hardware 
retailers not increased in proportion to the total 
retail sales?” While there are several causes, 
it is the opinion of well informed observers that 
the principal one is that an unwise overdone 
policy of hand-to-mouth buying is still pursued 
by many hardware merchants. 

Some merchants started this policy during 
the war period when the prices of hardware 
were high; and they sold the merchandise from 
their shelves on the basis of the price they paid 
for it, instead of selling it on the basis of what 
was then the market price. When they came to 
replacing it, they found that they very often 
had to pay more for a new supply than the 
price at which they had sold it at retail, 
thus, they not only lost their profit, but they 
also had to add more capital to replace the 
merchandise they had sold. Merchants who 
made this mistake soon found that their capital 
was not sufficient to carry a stock such as they 
had been carrying; so they tried to remedy 
matters by buying from hand-to-mouth. 

But there are many other merchants who 
pursue this policy with the idea of getting a 


more rapid turnover, forgetting that rapid 
turnover will not produce profitable results un- 
less it is properly applied. Hand-to-mouth buy- 
ing, of the type pursued by some hardware re- 
tailers, not only has added tremendously to the 
wholesaler’s cost of doing business, which must 
be included in the wholesaler’s selling prices ; 

but it also causes the retailer to lose sales, since 
it is impossible for him to keep his stocks com- 
plete while he is buying in driblets. It also 
handicaps him in that the consumer is never 
favorably impressed when he comes into a store 
and finds that the merchant has only a slim or 
broken stock of staple items. 

This unwise policy prevails, not only in the 
retail hardware trade, but in other lines. That 
it is being recognized as a serious problem, is 
evidenced by the many articles on this subject 
which now appear in trade papers. It is for- 
tunate for all retailers that the trade papers 
are giving this subject attention, because it is 
only by pointing out the dangers of too great a 
reliance on hand-to-mouth buying that many 
retailers will be saved from financial ruin. 

This subject was very ably treated in an edi- 
torial which appeared in a recent issue of 
MoToR WORLD, under the heading “Turnover 
and Profit.” This editorial handles the subject 
in a very clear, concise, and direct manner. The 


editorial reads: 
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“Too much of anything is bad—even turn- 
over. 

“It IS a fact that turnover is one of the 
most important profit factors in the business 
of merchandising. 

“It IS a fact that turnover enables the mer- 
chant to do business on a smaller capital in- 
vestment in merchandise, and, therefore, make 
a larger net profit. 

“It IS a fact that uneeasing attention to in- 
ventory, careful buying and adequate and ac- 
curate interpretation of public demand must 
be exercised in order to produce profitable 
turnover. 

“But all of these things do not mean that 
one need order merchandise in such small 
amounts that he is merely acting as a pur- 
chasing agent for his customers. They do not 
mean that the merchant need not buy to stock 
against anticipated demand. They do not 
mean that business can be profitably run on 
a hand-to-mouth policy. 

“Buying to obtain profitable turnover means 
buying in sufficient quantities to enable one to 
maintain an adequate stock and take advan- 
tage of market and discount opportunities. It 
doesn’t mean buying in retail quantities. 

“One item is only one, even if it is ordered 
as a “twelfth of a dozen.” 


Some merchants have the idea that the way 
to apply turnover successfully is to buy in drib- 
lets and to carry in stock only those items which 
sell rapidly. They do not realize that it is every 
merchant’s duty to carry a fair and well as- 
sorted stock of items which properly belong in 
a store such as he is conducting. Possibly I 
can illustrate the point I wish to make better 
by giving an example which came to my atten- 
tion only recently. Early this spring one of 
our salesman tried to sell garden barrows to 
the hardware merchants in his territory. The 
first merchant on whom he called told him he 
did not want any. On being asked how many 
he had in stock, the dealer answered, ‘“‘None.”’ 
Our salesman was astonished and said to him, 
“If you have no garden barrows on hand, you 
certainly will want a few, as people will soon 
be making garden, and you know that farmers 
also use garden barrows.” ‘To this the mer- 
chant replied, “No, they do not move fast 
enough.” The merchant stuck to his decision 
and refused to buy even one garden barrow. 
The attitude of this merchant toward an item 
which everyone knows should be in every well 
regulated hardware store, so impressed our 
salesman that he made it a point to take it up 
with every hardware merchant he calls on. 
Much to his surprise he found that out of the 
thirty-six hardware merchants he calls on, only 
one had a garden barrow in stock, and most of 
the others refused to buy even one. Those who 
refused to buy gave as their reason, “I have no 
call for them” or, “They do not move fast 
enough.” While this may be an extreme case, 
I am sure that many hardware salesmen have 
had similar experiences. I wonder how many 
garden barrows are being shipped into the dis- 
trict referred to, from mail order houses. 

While hardware merchants located in small 


towns do not sell a large number of garden 
barrows, they would sell more if they carried a 
few in stock, so that the consumer could buy 
one when he wants it without having to wait 
for the merchant to order from his wholesaler. 
Consumers do not object to the merchant occa- 
sionally ordering for them such items as he may 
be temporarily out of, or which are odd or un- 
usual, but the consumer does object to the hard- 
ware merchant trying to make money by 
merely acting as a purchasing agent. Some 
hardware merchants are constantly complain- 
ing that some of those who should be his cus- 
tomers buy from the mail order houses. If a 
hardware merchant is not willing to carry in 
stock the items which properly belong in a 
hardware store, what right has he to find fault 
with those who buy from the mail order houses ? 
While no merchant should carry any more slow 
moving stock than is necessary, every success- 
ful merchant knows that he must carry some 
items of that nature to complete his line. 

Retail merchants could improve their turn- 
over so as to make it profitable, by concentrat- 
ing their purchases with one or two jobbers. 
This was brought out well in an article written 
by Edward M. Skinner, general manager 
of one of the big packing industries in Printers’ 
Ink Monthly. Among other things Mr. Skin- 
ner says: 

“The policy of concentrating purchases 
means few creditors instead of many. It 
means a small stock always worth its cost, 
and not a large stock of shop-worn goods that 
is always worth less than the inventory. 

“It means that every dollar is working and 
earning, instead of the fresh merchandise car- 
rying the burden of unsalable goods. 

“It means a few strong houses interested in 
the retailer’s success, instead of so many 
houses that they cannot help him in time of 
trouble, no matter how hard they may try. 

“It is an absolute fact that you cannot help 
a retailer in trouble who buys everywhere. 
The mere fact of his many creditors makes it 
next to impossible to help him. 

“T have stated, and firmly believe, that 
about 75 per cent of all failures after the 
World War could have been avoided if these 
retailers had concentrated their purchases 
with a few houses. Most of them had ample 
assets, but there was no market at that time. 

If left alone they would kave worked out the 
situation, but there were too many small cred- 
itors who wanted their money.” 


Jobbers have frequently tried to show why 
it is to the merchant’s advantage to concen- 
trate his purchases with fewer houses, but few 
are willing to believe what should be a self- 
evident fact. Those merchants who believe 
that, by dividing their purchases in small 
amounts between a number of houses, they are 
buying cheaper, are badly mistaken. True, 
they are maintaining competition, but they are 
actually paying more for their merchandise in 
the end, to say nothing of the time they are 
wasting in buying, which they could devote 

(Continued on page 72) 
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He Found Out What the Farmers Wanted 


Ohio, hardware dealer, has increased 

* trade more than 60% by letting the 

customers select his goods. 

Goddard serves a rural community 
where mail-order catalogs are much in 
vogue and, in competition with these, he 
put his stunt into use by selecting twenty- 
five of his best customers and mailing them 
each a card, worded thus: 

You Are Invited to Visit My Store 
Next Tuesday, and Let Me Know of 
Any Article You Need WHICH I DO 
NOT HAVE. 

Look Over the Stock and Tell Me 
Also WHAT I HAVE THAT YOU 
DON’T NEED. 

For this information, a little present 
awaits you at the Sample Counter. 

Stop and Get It. 

“Many orders are sent away because the 
local dealer does not have what the cus- 
tomer wants,’ Goddard explained to me. 
“And yet, he is often overstocked with 


Pc GODDARD, a Washington County, 


goods which the patron does not need. 

“Knowing this by experience, I set a day, 
called the folks in, and offered a few items 
as presents. These were rivet sets, brushes, 
pails and sundry articles which rural folks 
could use. 

“A memorandum page was prepared for 
each card sent out, and these were filed, 
according to number, with space for impor- 
tant data which the patron was expected to 
furnish. 

“On the day appointed, twenty-two cus- 
tomers responded in person and their com- 
ment upon my goods was taken down upon 
the blanks. From them I rearranged my 
schedule and prepared orders for future 
supplies. 

“Some lines were discontinued; others 
renewed; and _ several modern articles 
which my customers had seen advertised 
were introduced. 

“Folks got the habit of calling on the 
local dealer for what they wanted, and 
trade began to increase.” 
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New Fixtures Increase Sales 40 Per Cent 





AVE you ever met a hardware man who Cabin, who said she wasn’t born but just 
said, “I would like to fix up my store and “srowed.” 

display my goods better but the store is Contrary to the prevailing opinion held by 

too small and crowded—the only way I can some that it is impossible to do anything in a 

handle my stock is the way I have it”? You small store room but arrange the goods in 

may have said that very thing yourself. Per- “mass formation,’ Frank Novotny, out on 
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haps like a lot of other hardware retailers, you South Crawford Avenue, Chicago, who spent 
started in business several years ago and kept several years accumulating $10,000 worth of 
adding more merchandise to your stock until hardware in a room only twenty by sixty-five 
the place was full to overflowing with hard- feet, has demonstrated just what a little re- 
ware; piled clear to the ceiling, sometimes even arrangement can accomplish. 

hung from the ceiling, stacked on the counters Two years ago, Mr. Novotny, at the Illinois 
and showcases, and heaped in the aisles. A Retail Hardware Convention, saw a model store 


store of that kind is like Topsy in Uncle Tom’s fitted with modern fixtures made by the J. D. 
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Warren Manufacturing Company, as part of 
the display of one of the jobbing houses. The 
more he looked at it the more he realized the 
possibilities in his own store which he had con- 
sidered too small to be re-arranged to any ad- 
vantage and before the convention was over he 
bought the whole outfit, fixtures, samples and 
all. 

Perhaps he was fortunate in that his new 
purchase just fitted down one side of his store 
room leaving the other side as it had been 
originally, thus putting it up to him to re- 
arrange it to match up with the factory made 
wall cases. As a result of the general over- 


hauling the left hand side of the store blos- 
somed out as a complete and attractive paint 
department which last year did better than a 
$10,000 volume. 

Not only did the new fixtures provide ample 
space for the stock but about twenty per cent 
more stock has been added and still the store 
does not look as crowded or cluttered as it did 
before the change. The biggest proof of the 
advantages of modern store fixtures and the re- 
sulting merchandise display, however, is the 
fact that Mr. Novotny’s sales have increased 
approximately forty per cent in spite of two 
new stores having started within a half mile. 








What Col. Frank Guildener Said 


Back in 1904 
About 


Courteous 
Treatment of 
Salesmen 


OL. FRANK GUILDENER, Catonsville, 
Md., is a member of the Old Guard who 
has traveled for Sargent & Co. in the South 

for thirty-six years. 

Recently Frank read one of the letters repro- 
duced in the Readers’ Forum of HARDWARE AGE 
on the subject of giving courteous treatment to 
salesmen. It reminded him of the fact that way 
back in 1904 he had spoken on that very subject 





John W. Guildener and his father, Col. Frank Guildener 


at a Southern hardware convention held in At- 
lanta, Ga. So he dug up a clipping of The Iron 
Age of that date and sent it to us. 

We reproduce his letter and the clipping, to- 
gether with a picture of the Colonel as he appears 
today in company with his son, John W. Guil- 
dener, who was sporting around in knee pants at 
the time his father was making his plea for the 
salesman. 





'T.HE treatment of traveling salesmen is one of the top- 

ics which often comes up at trade conventions. 
Those who are in the habit of calling upon merchants as 
the representatives of manufacturers and jobbers expe- 
rience a wide diversity of treatment, ranging from an 
abrupt and perhaps discourteous reception to one that 
is considerate and cordial. At the recent Atlanta con- 
ventions one of the addresses was by Frank Guildener, 
who spoke on this subject from an extended experi- 
ence throughout the South as the representative of Sar- 
gent & Co. He presented in an informal and facetious 
manner some suggestions in regard to the treatment 
buyers should accord to traveling men and illustrated 
his remarks by some incidents from his own experience. 
He made the point that the traveling salesman should 
be treated kindly and courteously, and referred in gen- 
eral to the advantage there is to the merchant, as in 
such case the salesman will do anything in his power 
to favor him in the matter of prices and otherwise. 
From this address we make the following extracts, 
from which it will be seen that notwithstanding the 
light vein in which the matter is presented some prac- 


tical suggestions are made, the force of which will be 
appreciated by the Knights of the Grip, who fill ad- 
mirably the important and withal difficult place they 
occupy: 

Having traveled around this country for the past 30 
years and meeting all kinds of buyers, would say treat 
the traveling man kindly and always have a welcome 
hand for him. Many times, he being hundreds of miles 
from home, wife and children, providing the necessities 
of life, downhearted and low spirited, he walks into a 
large Hardware house to see the buyer. The buyer 
often treats him as if he was a stranger, too busy to 
talk to him. Now, suppose this salesman represented 
a large Axe manufacturer, who had plenty of Axes on 
hand and could deliver them at once without any delay, 
and his price was just $1 per dozen less than the big 
Axe trust, Parks Association. Why, you would treat 
him with all the courtesy you know how, some of you 
would offer him. a Robert Burns cigar, some of you 
would take him to lunch with you, and a few of you, 
only a few, would say, “Let’s walk down the street 
and take a smile together.” Therefore treat the trav- 
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eling man kindly and all alike; it does not matter whom agines, when he stands there reading this sign, that he 
he represents. is to see inside a large round table, with five chairs all 

Then, again, he walks into a very large Hardware around it and a box of cigars in the middle. When he 
house in the South. The first thing that meets his eyes enters he is disappointed. He sees another sign: “We 
object to the use of Tobacco in this office in any form.” 
Then he has to sit down in this reception room and wait 
for hours for the buyer, and has often fallen asleep. 
When he awakens he says, “Oh, my; won’t I make that 
buyer pay for this if he buys anything from me.” 

So I say get close to the traveling man, and if he has 
a 10 per cent. up one sleeve or a 5 per cent. up the 
other sleeve, or even a 2% up his bootleg, I am sure 
that he will be glad to give it to you. 

I can look around this room and see merchants—yes, 
Hardware merchants—who are rated up near the mil- 
lions—at least that is what the big books tells us, Brad- 
street and Dun. And I suppose you all pay Bradstreet 
and Dun to tell the truth. Who has assisted you in 
making this large amount of money and got you this 
rating? Your traveling men. This you all know, and 
have to admit you never made it retailing goods. 

It seems to me I neyer take a trip South but that 
some buyer will say, after calling on him in the morn- 
ing and going back in the afternoon, that he has not 
had time to look up the order, when are you going out 
of town, &c. Now, wake up, you old, slow buyers. 
Take my advice and hire yourselves to Bruce Keener, 
Oscar Barker or Frank Gray, and after you have been 
with them one week and see how they give the travel- 
ing men attention, you will return home and never 
again say “I am too busy to look up an order.” For 
people of this class do more work in one week than you 
slow buyers will do in a month. 
is a large card on the door. This card reads, “Traveling Again, do not write sarcastic letters to your travel- 
Men’s Reception Room.” Oh, how his heart flutters—I ing men. You lose more by doing this than you lose 
mean the new traveling man, not the old ones. He im-_ on your failures to write them encouraging letters. 


Using Women to Sell to Women 








Col. Frank Guildener in 1904 





Some time ago Theodore Romaine of Hack- 
ensack, N. J., placed a woman in charge of his 
housefurnishing department sales, with the 
result that business increased materially. 
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Two views in the splendid housefurnishing de- 
partment of Theodore Romaine, Hackensack, 
N. J., where a woman is employed to sell the 
women customers 
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Sell Summer Comfort and watch your profits grow. 


will find some practical suggestions for capitalizing the 
demand for merchandise that makes the warm weather 


more enjoyable. 








Selling Summer Comfort 


ARDWARE housefurnishings, both inside 
and out, constitute a most excellent line 
for boosting, during the summer months. 

What is the good housewife interested in, most 
of all, at this season of the year? 

Suppose we throw into reverse and start from 
the outside in, for a change. 

In other words, let’s begin where most house- 
holds spend much of the time, afternoons and 
evenings—during the present month. 

The porch—of course! 

Most houses have porches. 

But all porches are not alike. 

One may resemble another, very largely, as to 
location and size, but one is very livable and cosy, 
whereas its neighbor may appear quite uncom- 
fortable and forbidding. 

Hardware porch furnishings are our first 
theme. 

Some folks need no great stimulus to fix up 
their porch, so that it becomes, in reality, a 
charming outdoor living-room. 

Others require an “urge.” 


The dealer who can supply this stimulus and 
not only supply it but likewise apply it, is the 
dealer who is enthusiastic about this part of his 
summer business. 

One extremely good way to go about this thing, 
I have observed, is to arrange a store window 
with as many of the different fittings of a good, 
comfortable porch, as your stock allows. 

This is not very difficult, even without an ex- 
tremely artistic taste, for the matter of sugges- 
tion enters strongly just now, when your cus- 
tomers will naturally prefer the cool of the eve- 
ning, out of doors. 

Assuming that you carry the fundamentals of 
general porch furnishings, you can very nicely 
arrange an appealing window by “borrowing” the 
trimmings, temporarily, from your own home. 

For instance, we will say that you do stock 
porch swings, porch shades, made-up window 
screens, screen doors, screen wire, porch furni- 
ture enamel, green paint for flower boxes and the 
like, such “trimmings” as we would suggest for 
the balance of the window scheme would consist 
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of a grass rug, table, magazines, chairs, pillows, 
an electric table lamp, a work-basket and a vase 


with flowers. 
Display Suggestions 


And here is an effective idea for arrangement, 
which we have observed: 

For the foundation of the window, the rug is 
placed on the window floor. 

At one side and obliquely across one rear cor- 
ner, the porch swing is placed, anchored from 
the top with chain and hook or if such fastening 
is not available, the swing can be placed on two 
boxes of equal height, covered with green crépe 
paper, to harmonize with the rest of the display. 

A cosy effect is secured by slinging a couple of 
pillows into the swing in an offhand manner and 
leaving an open magazine on the cushion. 

Next, those borrowed chairs, or your store 
stock, if you chance to carry them, at natural and 
easy angles about the swing and on the opposite 
side from it, a porch table. 

For further livable effect (and this is the idea 
you wish to sell), this table might well contain an 
electric lamp, other magazines and books, a work- 
basket and a bouquet of fresh flowers. 

If this sounds too extreme or fussy for a hard- 
ware store, just stop for a minute and think of 
the most comfortable home porch you recall and 
I think you will agree that it is these very home- 
like touches that make the ensemble attractive. 

If you are to sell porch furnishings, you should 
embody them with the idea of the comfortable 


home porch. 
Porch Furnishings 


Your porch screen can be used effectively as a 
background and in the rear or at one side, the 
screen door, fittings, and screen wire and window 
screens will connect very nicely with the whole. 

And remember to add the suggestion that 
plenty of porch furniture and flower boxes will 
take on a new life if given a fresh coat of your 
enamel or paint. 

Here, in brief, you have brought about, locally, 
the idea of the comfortable porch and if you cou- 
ple this with suitable store advertising, possibly 
with parcel and letter enclosures of booklets on 
some of the items—folders that you can easily 
secure from your manufacturers and if you enter 
into this thing with a real enthusiasm. your store 
will be an unusual one, if good sales results do 
not follow. 

Quite different, indeed, you will remark, from 
the hardware dealer who merely stocks these 
items and then hides them away in his warehouse 
or neglects to furnish a stimulus at the proper 
time. 

Now that we have briefly considered some of 
the “summer comforts,” shall we not pass to 
another angle of summer hardware and give 
thought for a moment to some “items of work’? 

One of the first of these articles to come to my 
mind from retail experience is the oil cook stove. 

Unhappy and doubly unfortunate is the good 
housewife who, today, is compelled to linger over 
the heat of a coal or wood range in hot weather. 

The city dweller has her gas range but think 
of all the thousands of women who cannot know 
this comfort from sheer lack of city gas supply. 

These countless folks are your prospects. 
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There are a number of reliable and well known 
oil cook stoves on the market and the wise dealer 
is he who does NOT experiment with the un- 
known. 

This we have learned from experience, so we 
feel assured in making the assertion. 

The main idea to bear in mind is to select a 
well known make and then learn about it fully. 

To learn it, there is no better way than to place 
one in your own home, where it can be under 
observation day after day. 

By this method, you are in a position to speak 
with authority—no guess-work. At least, this has 
been our experience and we count our oil cook 
stove department as one of the best in the store. 


Advertising and Display 


Having selected your make of stove, advertise 
it extensively, display it, demonstrate it, and get 
folks talking about tt. 

Although we have sold the make which is our 
leader, for at least a dozen years, we do not feel 
that we can rest on our oars at any time. 

To keep the pot a’ boiling, so to speak, we re- 
cently staged an event whereby we gave away, 
without any strings to the offer except that the 
entrants should be present at the drawing of 
registered names—a three burner outfit, com- 
plete with mantle, retailing for somewhat over 
thirty dollars. 

This event was advertised for three weeks in 
local papers, hand bills were issued, we told about 
it to our customers and we featured the stove in 
the window for a week prior to the Saturday 
night when we gave it away. 

On this night, the store and sidewalk were lit- 
erally jammed with people who had registered 
their names and we figure that we got more pub- 
licity in this manner than by anything we had 
previously undertakén. 

Although only one person got the outfit, dozens 
talked about it and looked it over and we believe 
that many good prospects for later sales were 
thus created. 

Another good “item of work” in summer house- 
hold hardware is the electric washing machine. 

As to selection of the machine to sell, the same 
principles apply, as we have mentioned in regard 
to the oil cook stove. 

If you do select a good one, you will be reason- 
ably free from annoying repairs.- 

The make we sell is nationally advertised in the 
leading women’s magazines and thus most read- 
ing housewives know something about it before 
they come to the store. 

At this very moment of writing, last week we 
demonstrated and sold seven outfits, which we 
did not consider so bad for a small town of less 
than three thousand, in the face of competition 
from six other local sources. 

We believe demonstration to be all important. 

Sell the prospect the idea and you generally 
land a customer, providing you understand your 
product thoroughly and can then place the pros- 
pect on this same understanding basis, right in 
her own home. 

So, you see, there are many interesting and 
workable lines to follow up this month and since 
they bear a good store profit, as well as a lively 
sales interest, why let them escape? 
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Paris Nights 


By Saunders Norvell 


LONDON, June 1, 1925. 
T the Gaité-Lyrique Theater on May 20, 1925, 
A Mary Garden gave her premiére représentation 
and I was lucky enough to have a good seat 
where I could see one of the most distinguished audi- 
ences of the season. A large proportion of the promi- 
nent figures in Paris society was present, also a great 
number of musicians and actors with international 
reputations. 

The opera was “Amore Dei Tre Re” (The Love of 
Three Kings), by Montemezzi, and the singers were: 
Mme. Mary Garden, Fernand Ansseau, Georges Bak- 
lano and Lazzari, the conductor being Roberto 
Moranzoni. 

I last saw Mary Garden in “Thais” at the Metro- 
politan in New York and, even if you are not apprecia- 
tive of her singing, you can always count on something 
dramatic when she holds the boards. I was not disap- 
pointed. 

This opera was as tragic as “Hamlet” and in the 
concluding act the stage was strewn with the corpses 
of almost every singer in the opera. 

The old King carried off the body of Mary Garden 
over his shoulder and she swung around with her head 
and arms waving in the breeze in the deadest possible 
manner. The King must be an athlete because he stag- 
gered around the stage with Mary (no lightweight) 
while all the time—and a good, long time—he sang 
about his emotions, the audience holding its breath 
for fear he would drop his lovely burden. 

Between the acts, everyone walked in the foyer and 
I had many celebrities pointed out. 

First of all, there was the American Ambassador 
and with him were Colonel and Mrs. Bentley Matt and 
Captain Thomas Lee Johnson. In one of the loges was 
the Italian Ambassador and his daughter, the Barone 
Avezzana. A number of well known Americans from 
New York were present, but I missed my ship friends, 
Harold McCormick and William Wrigley, Jr. 

I was particularly interested in the artists present. 
There sat “Dolores,” the most beautiful woman in 
Paris. She was formerly in Ziegfeld’s Follies. She 
sat at a table with some friends. Her hair was 
smoothed back slick and shiny without any part. Such 
an arrangement could only be risked by a woman with 
a perfect forehead. She certainly was not the ugliest 
woman in the world. 

Bori, the Metropolitan singer of the raven black hair 
and eyes, was an enchanting creature. Nature was 
good in giving her such beauty and also a marvelous 
voice. 

Barrientos, the Spanish singer, was an animated 
member of a group of chatting artists. 

Sorel, the famous French actress, walked, waving 
one of the large feather fans now so fashionable in 
Paris. The last time I saw her was at The Ritz in 
New York at the time she pulled off a little advertis- 
ing stunt by kissing Clemenceau. 

Nazimova was in a box with the Baron and Baron- 
ess de Rothschild and I think she must have copied 





her headdress from one of the women of a Central 
African tribe recently illustrated in The National 
Geographic Magazine. She was surely realistic when 
I last saw her dancing with the head of John the 
Baptist in the movies—cinemas, as they are called 
over here. 

Rosa Raisa was also among the singers. I remem- 
ber her last in the Chicago Opera Company. She has 
a good voice. , 

Between the acts, amid the deafening applause, th 
composer of the opera, Montemezzi, came out and 
made his bow! 

Moranzoni, the conductor, also came in for his share 
of the applause, but of course Mary herself was the 
heroine of the evening. There were numerous cur- 


tain calls. 
To my mind, the best singing of the evening was 


done by the French tenor, Ansseau. I don’t think he 


has been to America, but no doubt eventually the 
Metropolitan will have him. 
* %* % * 


The proprietor of Carter’s Little Liver Pills gave a 
party one night and I happened to be present also. 
We dined at that very satisfactory restaurant, 
Foquet’s, where you seldom see Americans. A gentle- 
man in our party remarked that he was so accustomed 
to bootleg whiskey in New York that drinking cham- 
pagne was like drinking soda-pop—he got no “kick.” 
He called the head waiter and asked if he had anything 
that would “kick” like New York whiskey. “Oui, 
Monsieur,” said the waiter, and he whispered to the 
wine waiter. You know, in France, there is always a 
special wine waiter—and also a special tip. He brought 
a white liquor and when our friend took a long drink, 
he remarked it was the only thing that had given him 
a “sensation” in Paris. It turned out to be Russian 
Vodka! , 

We then went to the Follies Bergere. Well, I have 
seen plays, but this one beat anything I have ever 
seen anywhere. It couldn’t have been worse—I mean 
—more immoral; not only nudity to the nth degree, 
but in all its suggestions. I would not even attempt 
to hint at its audacities. Negro men and white girls 
were mixed in its dancing and, strange to say, most 
of the dancing girls were English. As bad as New 
York has been, it has never dared to match this 
performance. I doubt if anything like it has ever 
before been publicly produced in any part of the world 
in any age or time. If such shows are a mark of the 
fall and decline of civilization, then the age of deca- 
dence is upon us. The audience was largely made up of 
well-to-do and respectable-looking American men and 
women and even young girls. 

Between the acts in the foyer men who were without 
ladies were importuned by girls of all nationalities 
in every tongue to buy them cigarettes and candies. 

From the Follies we went to “Florida,” the most 
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The first award of $300 was won by the Dressler Hardware Co. of Los Angeles, Cal. 


Windows That Won 


Exceptional Ability Manifested by Contestants in Jersey Copper Screen 
Cloth Window Contest—Los Angeles Trim Wins Highest Award 


ARLY last Spring the New Jersey 

Wire Cloth Company, Trenton, N. J., 

announced a window display contest 
of Jersey copper screen cloth, to be held 
April 1 to 30, 1925. 

The contestants were requested to mail 
photographs of their displays to reach the 
company’s office at ‘Trenton on or before 
May 15. <A check for three dollars was 
mailed to each contestant as payment for 
the photograph. 

A series of major awards was provided 
as follows: 

First prize—$300.00. 
Second prize—%200.00. 
Third prize—$100.00. 

Two awards of $50.00 each; four of $25.00 
each; ten of $10.00 each; thirty-one of 
$5.00 each. 

These awards were for those displays, 
which in the opinion of the Judges, were 


best from the standpoints of originality, 
artistic arrangement, unity, simplicity, in- 
terest and sales appeal. 

A wide range of attractive advertising 
display material was furnished free to all 
merchants eligible to enter the contest. 

The judges were: 

Llew S. Soule, Editor, HARDWARE 
AGE. 

Raphael O. Weed, Window Display 
Kvpert. 

Clarkson A. Collins, Jr., Advertis- 
ing Hapert. 

The event created considerable interest 
among merchants, with the result that a 
great many displays were installed and a 
large number of excellent photographs were 
submitted. These were so uniformly good, 
and there was so much artistic ability dis- 
plaved by the contestants, that the selection 
of winners was difficult. 
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Copper Screen Cloth ~~ 
en ee eee 


The W. A. Ken- 
nedy Hardware 
Co. of Canton, 
Ohio, won the 
third award of 
$100 with this ef- 
fective trim. The 
costume of the 
figure, it will be 
noted, is made of 
screen cloth and 
the umbrella is of 
the same material. 


June 18, 1925 


The second award 
of $200 was cap- 
tured by Banister 
& Pollard Co., of 
Newark, N. J. 
The sanitary val- 
ue of. screen cloth 
as a protection 
against flies and 
other pests is ef- 
fectively suggest- 
ed in this display. 
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Winning Window Displays 
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Two awards of 
$50 each went to 
the two displays 
shown herewith. 
To the left is 
shown the trim of 
the Stambaugh- 
Thompson Co., of 
Youngstown, 
Ohio, and below 
the display of Al- 
labough & Son, of 
Ridgewood, N. J. 
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No names appeared on any of the photo- 
graphs, and the awards were made without 
any knowledge on the part of the judges. 
~ as to the identity or location of the individ- 
ual contestants. 

The major award of $300 went to the 
Dressler Hardware Company, 1130 Wash- 
ington Street, Los Angeles, Cal. 

Second place, and the award of $200, was 
given to Bannister & Pollard Co., 206 
Market St., Newark, N. J. 


Third place, and the $100 award, went 
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to The W. A. Kennedy Hardware Co., 
229 Tuscarawas St. E., Canton, Ohio. 

The two awards of $50 each were re- 
ceived by the Stambaugh-Thompson Co.., 
Youngstown, Ohio, and Allabough & Son, 
Ridgewood, N. J. 

The displays are of such educational 
value to retail hardware merchants, that 
we take pleasure in reproducing herewith 
five photographs of those which received 
the major awards. 

A full list of all awards follows: 


List of Award Winners 


First Award, $300—Dressler Hardware Co., 1130 West Washington Street, 


Los Angeles, Cal. 


Second Award, $200—Banister & Pollard Co., 206 Market Street, Newark, 


oe & 


Third Award, $100—The W. A. Kennedy Hardware Co., 229 Tuscarawas 


Street E., Canton, Ohio. 


Two Awards each $50—Stambaugh-Thompson Co., Youngstown, Ohio; 
Allabough & Son, Ridgewood, N. J. 


Four Awards each $25—San Diego Hardware Co., 840 Fifth Avenue, San 
Diego, Cal.; McKennery & Heard, Biddeford, Me.; S. A. Griswold Co., 
216 Main Street, Branford, Conn.; C. H. Miller Hardware Co., Hunt- 


ingdon, Pa. 


Ten Awards each $10—Breagy & Roach, Dover, Mass.; Chalmers Lum- 
ber Co., 191 Turner Street, Auburn, Me.; Burlew Hardware Com- 
pany, Charleston, W. Va.; R. C. Ullrich Hardware Company, 15 
North Gratiot Avenue, Mt. Clemens, Mich.; Weis, Sandrock & Co., 
19 West Front Street, Monroe, Mich.; Bunting Hardware & Machin- 
ery Co., 810 Walnut Street, Kansas City, Mo.; Hoenig, Swern & Co., 
Trenton, N. J.; Hart & Howland, Fall River, Mass.; The Strater 
Hardware Co., Mansfield, Ohio; Strong Hardware Co. New Bruns- 


wick, N. J. 


Thirty-one, each $5—S. W. Coggeshall, Newport, R. I.; J. J. Leonard, 
South River, N. J.; A. M. Lubash & Son, Richmond Hill, N. Y.; Mac- 
kay-Newcomb Co., Federal & High Streets, Boston, Mass.; Fifer & 
3eatty, Front and Lehigh, Philadelphia, Pa.; Lewis Lumber Co., As- 
bury Park, N. J.; C. E. Bragdon, Danvers, Mass.; John A. Herrick, 
Southampton, N. Y.; Harry Barret, Doylestown, Pa.; J. V. Vrooman’s 
Sons Co., 241 Erie Boulevard, Schenectady, N. Y.; Everett L. Spear 
& Co., Rockland, Me.; Weeks Hardware Co., Scranton, Pa.; M. Polis 
& Son, Stamford, Conn.; Curtis Hardware Store, Berlin, N. H.; Nel- 
son H. Griswold, Guilford, Conn.; American Hardware Stores, Inc., 
62 Market Street, Newark, N. J.; Clark Hardware Co., 13 East Third 
Street, Jamestown, N. Y.; Scarborough & Klauss Co., 810 Federal 
Street, N. S., Pittsburgh, Pa.; M. C. Greim, East Morton, Pa.; Perth 
Amboy Hardware Coompany, 313 Madison Avenue, Perth Amboy, 
N. J.: M. Frisch & Sons, New Brunswick, N. J.; A. J. Nulan, 26 North 
Washington Street, Ypsilanti, Mich.; H. M. Sanders Co., 27 Stuart 
Street, Boston, Mass.; A. S. Burchard Co., Oxford, N. Y.; Loper Bros. 
Lumber Co., 123 West Broadway, Port Jefferson, N. Y.; Hirsch & 
Witkin, 159 South Orange Avenue, Newark, N. J.; Standard Lumber 
Co., Inc., 247 Kimberly Avenue, New Haven, Conn.; Danforth Bros., 
17 North Main Street, Brewer, Me.; J. T. Burrowes Co., Red Bank, 
N. J.: C. H. Nichols & Bro., 1142 Columbus Avenue, Roxbury Cross- 
ings, Mass.; L. Birkel & Sons, 2200 West Market Street, Louisville, 


Ky. 


' —— - — 


JOOOOOUOOL 





June 18, 1925 











June 18, 1925 HARDWARE AGE OT 


Paying Your Salesmen && 
What They Are Worth 

















each of your salesmen were worth to 

you in your business? If so how 
can you tell? And do you pay them ac- 
cordingly? If they would make you more 
money would you be willing to pay them 
more and how much more/ If you are 
paying one of them one hundred dollars 
per month how much profit or margin does 
he make for you? How much should he 
make? Or let us put it this way—How 
much does he sell in a month? If his sales 
are three thousand dollars per month and 
your margin of profit is 25 per cent, that 
will give you a margin of $750. If your 
overhead is 20 per cent, that will leave you 
a profit of $150 which he has earned for 
you. Now don’t forget his salary was 
figured in that 20 per cent overhead. All 
right, so far so good. 

Now if this salesman would say to you 
that if you would pay him in the same 
proportion for all over three thousand 
dollars in monthly sales, he might increase 
your business, what would you say? Let’s 
put it this way. If you pay him one hundred 
dollars per month for selling three thousand 
dollars merchandise and other duties neces- 
sary to keep the stock in shape and the 
business going would you give him two 
hundred per month if he would increase 
his sales to six thousand dollars and still do 


AVE you ever tried to find out what 


his vart of keeping the store in shape? 

You might as well begin to think this 
matter over, it is coming. ~ But here is what 
makes me sore—I have had to dig hard for 
every thought I convey in this letter to you. 
It is no easy task for me. I am doing it 
to get you to think, and at the same time 
am cultivating my own brain so that I may 
think and think right. 

You sit down and read this article. Then 
what do youdo? Whatdo you say? What 
do you think about it or what are you going 
to do about it? Why don’t you say some- 
thing? 

Why don’t you speak? Why don’t you 
right now write a letter (not an article) 
to Llew Soule, Editor of this journal which 
you are reading and tell him what you 
think. He will take that letter just as he 
does mine, will correct all misspelled words, 
dot all the I’s, cross all the T’s, change the 
grammatical construction, add a few big 
high sounding words, leave off some, and 
add some, but meaning the same, and when 
he gets through with it as he will with this 
letter of mine, and then he publishes it; man, 
you will be proud of it. You will do as I 
do, write him to send you a dozen reprints 
and then mail them out to your friends as 
much as to say: “Would you have thought 
it was in me?” 








Let Us Hear From You 


In the above article Hamp Williams has touched on a vital subject and one well 
worth further discussion. Why not follow his suggestion and write to the Editor. 
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Our Readers Forum - 


Mr. Cramer on “Why Customers Are 


< HE article “Why Customers Are 
Lost.’ in the April 30th issue of 
HarpwarkE AGE, is interesting. I 
have discovered, however, that the one great 
big reason for lost sales which, of course, 
means lost customers, 1s one that is very 
seldom mentioned and in fact at the time of 
the question box in St. Paul during the Con- 
vention it was not even mentioned. ‘The 
reason is that the merchant is out of the 
goods called for. ‘That is caused by poor 
stock keeping and the serious part of it all 
is that the money that should be in use for 
such items is tied up in unsalable goods 
which remain on the shelves for vears and 
vears. The mystery part of the whole thing 
is how a merchant can take inventory and 
allow those things to remain idle so long. 

“Since last August we have rearranged 
and installed sample doors or new fixtures 
in 32 stores, 17 of them since the Convention 
in February. We work out a definite plan 
either for new fixtures or the remodeling of 
the old. Then after they are installed com- 
pletely I personally go to the store to spend 
a day or so with the men, showing them how 
to put on the samples. We have found that 
without exception, it is impossible to sample 
the doors from a dealer’s stock. For that 
reason we send a complete set of about 600 
samples of tools and builders’ hardware. Of 
course, to do that we have to allow them to 
return for credit any items that might not 
be salable. 

“Without exaggeration I can safely say 
that in every store I have worked in I have 
heard from five to a dozen times, the clerk 
or the merchant himself say to a customer, 
‘We are just out of that but expect some in 
soon.’ ‘There is no reason in the world why 
the customer shouldn't go to the competitor 
and for that reason we say that being out of 
goods means that the customer will eventu- 
ally be lost. 

“It is a very interesting subject, one that 
I had the privilege of discussing with your 
Mr. Andrews at Wheaton, Minn. about a 
week ago. ‘To me it is a crime to see the 
amount of dead merchandise with good mer- 


chandise piled in front of it on the snelves 
of hardware merchants who need the cash. 
I would like to talk to you some time along 
this subject if it is of interest to you because 
I really believe the work we are doing gives 
us the opportunity of knowing something 
about it. 

“IT will cite one instance in particular. 
One of our dealers had some old glass front 
box fixtures and was not satisfied with them. 
He had recently purchased the store and 
wanted to make quite a few changes so we 
worked out a plan with him of putting sam- 
ple doors in place of these boxes. He had 
good strong cabinets and there was no neces- 
sity of tearing them out so we remodeled. I 
wrote to him three different times suggest- 
ing that we send our samples to him and he 
wrote back and said he had plenty of stock 
on hand, was not interested in a new set of 
samples. It happens to be a full night's 
run from his town to Minneapolis and to go 
up there and stay one night makes an ex- 
pense of at least $25. I went up there and 
found that he didn’t even have a complete 
set of chisels. nor did he have one of each of 
any kind of screw drivers. His locks and 
all of his builders’ hardware was in a hope- 
less condition. His chisels were rusty. It 
didn’t take us long to show him that it would 
be hopeless to try to sample doors, so he 
finally agreed with us and we sent the sam- 
ples to him. He now has 12 complete doors 
sampled as they should be and all of the odd 
stock that was on his shelving is on display 
tables and as fast as he disposes of some 
one line of goods he replaces it with the kind 
he has sampled, so that his stock will be up- 
to-date very soon. With the new arrange- 
ment he will be able to keep his stock in 
much better shape. He will be able to satisfy 
his customers quicker, which will mean a 
saving of time. We have had so many of 
these instances that we feel we know what 
we are talking about. Our problem seems 
to be to keep on working with them one at a 
time because the old way of piling goods on 
shelves certainly is not satisfactory. 

‘I recently spent a couple of days in the 
store of a customer who had purchased what 
was considered a fair stock of hardware in a 
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good town. In going over different things 
with him the question of lost sales came up 
and he said that was the one thing that was 
worrying him more than anything else. I 
asked him if he thought there was any 
greater reason than being out of goods and 
he said no. I asked him what he considered 
his lost sales were at the present time and he 
answered at least 50 per cent of the goods 
asked for were not in stock. 

“This may be a little unusual because the 
man who formerly owned the store was 
elected county treasurer and he left the buy- 
ing and most of the detail to his head clerk 
but any way that carries out the argument 
I wrote to you about the other day. Even 
though there is only 10 per cent lost because 
of lack of stock that can easily be remedied.”’ 

(Signed) “F’. G. Cramer, Mgr. 
“Hall Hardware Co., 


“Minneapolis, Minn.” 





A Suggestion for Retaining Local Trade 


si HAVE read many articles in_ the 
columns of HarpWARE AGE on the 
activity of the ‘glorified peddler.’ 

“You suggest various methods for com- 
bating his intrusion, but why not have 
something on the competition of the catalog 
house which is the real and growing menace 
of all dealers in rural districts. ‘These silent 
salesmen come to town and slip into every 
home and are taken care of the entire year 
without tax or license. Every time they are 
opened they tell how they can save enough 
money to make the buyer rich in a short 
time by buying of them. And it is only too 
true they make prices on many articles 
cheap as the dealer can buy. 

“Would it not be fair if they were com- 
pelled to pay at least one dollar for every 
catalog that is shipped to the rural districts. 

“If there was some way to compel them 
to pay their share of our taxes, and use 
their own money in place of the dealers, 
about one-half of their annual profits would 
be wiped out. 

In many hundreds of our towns they ship 
in about one-quarter as many goods as a 
merchant with an overhead of $6000 carries. 

“The peddler is a nuisance but the cata- 
log house is a menace. What are we going 
to do about it?” 

(Signed) “Chas. O. Whitnell 
“Kingsley, Iowa”’ 


Christopher Columbus, an Able 


Salesman 


se Y old friend, Christopher Colum- 
M bus, able seaman, was also the boss 
able salesman of his time and gen- 
eration. When he had something to sell. 
he didn’t sit around complaining about how 
other fellows did the trick, but he hot-footed 
it out on the trail himself and brought home 
the bacon, peddled his wares, if you please, 
all over Europe, visiting every Royal 
Household until he found a customer ready 
to listen with buying attention to his tale 
of—go! For a very long time it was a tale 
of woe; but, being a hanger-on and a full- 
fledged member, in good standing, of the 
Porch Climbers, Mat Pounders, Bell Ring- 
ers, Hand Pumpers, Slick Talkers, Per- 
sonal Persuaders and many other up-and- 
doing Selling Societies, he finally induced 
the Queen of Spinach to let him pull up 
anchor and to set sail, with full cargo of 
hope, in search of the land of the free and 
the noble red man. And, in so far as I have 
been able to trace the records, this was the 
greatest sale ever made in history of either 
wet or dry merchandise. By selling an idea, 
a vision, a dream, or whatever else you may 
wish to call it, to a single individual, a 
female of the species, he sold America to 
the world, and—that’s that! Incidentally, 
I call Chris ‘my old friend’ because he was 
the first great historical personality of note 
that it was my good fortune and pleasure 
to meet up with during my early school 
days. I think it was on the dawn of October 
the twelfth, but the exact year I have mis- 
laid. However, he has always been a very 
close and real friend to me through many 
long hardware years and that is why I have 
taken the liberty of borrowing his name for 
the launching of these few lines. At any 
rate, at the present time, I know he won’t 
object. 

“To resume: There are four principal 
ways of attracting customers, of getting 
them into a buying frame of mind—window 
displays, advertising, by mail and—by per- 
sonal solicitation, and, of these four, I would 
place the last mentioned, the personal, talk- 
it-over, face to face method, at the head of 
the list. While the other three are all good, 
to an extent depending entirely on how 





(Continued on page 70) 
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Cool Profits 
in 
Hot Weather 
Hardware 


TT weath are wonderful days to sell hot 





weather hardware! By this we mean re- 

frigerators, ice cream freezers, ice picks, 
water coolers, ice cream dippers, ice cream 
spoons, and electric fans. Last year the Frue- 
hauf Hardware Co., Lakewood, Ohio, sold 12 
refrigerators netting a sales volume of approx- 
imately $500. This firm did not start early 
with the season but took on the ice boxes some- 
time in late July. 

Chas. Holmes, proprietor of the Arcade 
Hardware Co., Highland Park, Mich., has been 
selling refrigerators for several years. Hesays 
it is one of his best selling items in the late 
spring and throughout the summer. He is not 
content with single sales. He considers it the 
duty of his builder’s hardware salesmen to sell 
refrigerators when selling hardware for apart- 
ment houses. In the past two years Holmes 
has sold more than 500 refrigerators in lots of 
00 or more to single apartment houses. Such 


a 
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orders were shipped directly from the factory 
to the particular apartment building for which 
they were ordered. 

Mr. Holmes says it is easy for the local hard- 
ware merchant to line up big apartment house 
orders on ice boxes. He solicits all the houses 
built in his neighborhood. 

Down in Mansfield, Ohio, the Strater Hard- 
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ware Co. offers another mighty good hot weather 
hardware sales suggestion. This house features 
water coolers, ice boxes, ice picks, ice cream 
freezers, ice cream dippers and spoons in the 
same window. The refrigerators are sold 
mostly to private homes in this town. The 
sales staff at the Strater store suggest refrig- 
erators and talk the convenience and sanitary 
features to every prospect who shows interest. 
The ice cream spoons and dippers are sold to 
ice cream stores, drug stores, hotels, lunch 
rooms, churches, clubs and any other place 
where ice cream is served in quantity. 

The Strater Hardware Co. finds solicitation 
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to these places very helpful. The margin on 
these lines is satisfactory and the contact leads 
to other business in the hardware or paints de- 
partments. Water coolers are sold to stores, 
offices, homes, hotels, clubs and factories. Any- 
one using ice is a prospect for a new ice pick 
every season and sometimes twice a summer, so 
that Strater’s frequent display of this line helps 
sales. 

Tell your window display man to make up a 
trim of hot weather hardware and start the 
sales staff off by showing them how to sell 
refrigerators, ice cream freezers, ice picks, 
water coolers, ice cream ladles and dippers. 








Why Some Hardware Salesmen are 


Clerks Most of the Time 


By William Masefield 


HE average man standing behind the counter 

in a hardware store or any other store is a 

clerk most of the time because of two rea- 
sons. The first reason is because he has never 
taken or had any real opportunity to evolve from 
an ordinary clerk into a salesman; secondly, the 
average travelling man and proprietor of the store 
are too busy with other matters to thoroughly 
verse the clerk in the different lines that are han- 
dled in their respective businesses. The truly suc- 
cessful travelling man on the road today is the 
man who takes time to thoroughly go over his 
line with each of the men employed behind the 
counter, because nine times out of ten a buyer in 
any store, if he waits on the trade at all, caters 
to just a few of the largest and pet accounts. I 
have known a few travelling men, in my eighteen 
years of road experience and the largest part of 
my life in the hardware business, who at least 
once a year take their largest and best accounts 
and give them what some term a “smoker.” This 
smoker is not given in the main dining room of 
the hotel, but is staged in a large sample room with 
samples covered until the eatables are removed. 
Then the salesman goes into exhaustive explana- 
tion of his line, it being easier to thoroughly go 
into details when there is nothing to divert atten- 
tion from him and his merchandise. 

I used this idea first some sixteen vears ago and 
for a period of fourteen years averaged two of 
these smokers a month. The result of these ef- 
forts was that in no instance did I miss going 
back to any of these houses the next trip or the 
next dozen trips without getting orders that would 
make most salesmen look upon me with envy. 

Some salesmen may say their houses will not 
stand for this expense. If I were working for a 
house of that calibre and was not that calibre of 
man myself, I certainly should make a change. 
However I have yet to see the jobber or manufac- 
turer who ever criticized an expense account for 
anything constructive, when concurrent with jus- 
tifiable business results. 

In the HARDWARE AGE some weeks ago there 


was a letter in which a gentleman called attention 
to the number of salesmen at a certain hotel in 
Chicago and how much it added to the price of 
goods by having salesmen call on the trade. He 
was wondering if it paid. I agree with this gen- 
tleman to a certain point, but he has not gone far 
enough. The average salesman ofttimes undoes 
more than he accomplishes. However, when you 
go a little further you find the source of this evil. 

I was sitting in the office of one of the largest 
hardware stores in the U.S. not so very long ago 
talking to the buyer after I had finished selling 
him. The office of this buyer is in the rear of 
the store built up high enough so he can command 
a view of everything and everybody. A young 
man walked down the aisle and up into the office. 
Two or three other travelling men were waiting 
in the anteroom, he brushed past them, peremp- 
torily presented his card to the buyer with whom 
I was conversing and demanded attention. This 
young man represented one of the largest manu- 
facturers of a certain line in the U. S. He was 
asked if he did not see that I had the buyer’s time 
and attention. The boy’s face flushed and he pro- 
ceeded to explain he had left hig house with in- 
structions from his sales manager to leave certain 
towns on certain trains at a given date; and as 
this store’s name was on his workup with a goodly 
amount of business for the year preceding, and as 
his train was scheduled to leave in forty minutes 
he just wanted his order and that was all. 

The consequence was that the firm this youth 
represented received a letter from that buyer tell- 
ing them he did not blame the young man who 
called on him, but he certainly did not want to do 
business with a house which sent its salesmen out 
instructed in a such a manner; furthermore, they 
have never received any more business from that 
concern. 

I have been a sales manager myself and I know 
practically every sales manager in the jobbing 
houses and most of those in manufacturers’ of- 
fices, and I have my first one to see that can sit at 
his desk, take a man’s territory, map it out and 

(Continued on page 74) 
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Post Office Department Faces 
a New $80,000,000 Deficit 


Congress Voted Pay Increase of $68,000,000 But Boosted 
Postage Rates Show Revenue a Million a 
Month Under Former Collections 


HE astute politicians and so-called experts who figured out the. 


By W. L. Crounse 


WASHINGTON, June 15, 1925. 


boosted postal rates that went into force on April 15 have 


fallen down with a sickening thud. 


The gross revenues of the 


postal service which were designed to be increased nearly $6,000,000 
per month are actually declining a million a month, or at the rate of 


$12,000,000 per annum. 


The announcement made in this correspondence several weeks ago | 


that the new rates were proving less remunerative than the old ones 
was based upon Third Assistant Postmaster General Glover’s state- 


ment predicated upon the returns for the last half of April. 
then thought the downward tendency might be but momentary and | 


It was 


that the business of the department might speedily recover its mo- 


mentum. 
Losing $12,000,000 a Year 
The officials now have before them | 


the receipts of 50 selected post offices 
for the month of May which show a 
total of $28,454,861 as compared with 
$29,083,231 for April and $29,085,090 
for March. For many years these of- 
fices have turned in more than half the 
country’s total postal receipts and if 
they are now running behind March at 
the rate of $20,000 per business day, 
or more than $500,000 per month, the 
department cannot avoid the conclusion 
that the receipts of the entire postal 
service are shrinking at the rate of 
more than $12,000,000 a year. 
Instructions have been issued through- 
out the service to expedite the forward- 
ing to Washington of the reports of 
June business at all post offices. These 
figures are desired by the authorities 
as the basis of a summary of the effect 
of the new postal rates which is to be 
laid before the joint congressional pos- 
tal committee which will open a series 
of hearings in this city on July 20. 
These hearings will constitute the 
basis upon which the joint committee, 
which consists of three members each 
of the Senate and House Committees 
on Post Offices and Post Roads, will 
frame a permanent schedule of postal 
rates des'gned to take the place of the 
temporary legislation which became ef- 
fective on April 15. The joint commit- 
tee will travel extensively and will hold 
hearires in Philadelphia, Atlantic City, 
New York. Boston, Augusta, Me., Chi- 
cago, St. Louis, and Kansas City, and 
may possibly visit the Pacific Coast. 


More Revenue May Depend on 
Lower Rates 


The task before the committee is one 
of great difficulty in view of the down- 
ward trend of revenues since the higher 
rates of the temporary law became ef- 
fective. 


The increases were designed 


| 
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the additional disbursement by 





to provide additional revenue with 
which to pay the 68-million-dollar in- 


crease in postal salaries authorized by 
new | 


Congress, but inasmuch as_ the 
rates instead of producing more rev- 
enue promise to increase the 68-million- 
dollar deficit to $80,000,000, the joint 


committee will face positive proof that | 


the scientific revenue point has_ been 
exceeded in the schedule of the tempo- 
rary law and that if the Government is 
to pay the increased postal salaries out 
of postal receipts the rates must actu- 
ally be lowered rather than raised. 
The outcome to date of the ill-ad- 
vised legislation jammed through so 
hastily in the last Congress is a big 
victory for the publishers and pther 
bus'ness men who protested against 
the rates of the temporary law. They 
urged the congressional committees not 
to tamper with the rates in an experi- 
mental way and pointed to Postmaster 
General New’s prediction that the ex- 
isting schedules would show an annual 
increase during the next few years of 
more than $30,000,000, which in a short 
time would offset the deficit temporar- 
ily created by the boost in postal pay. | 





Congress May Blame White House 


Instead of going to the White House | 
and trying to sell this sensible idea to 
the President, who had declared he | 
would veto the postal salary increase | 
bill unless provision were made to meet | 
some | 
kind of a revenue measure, they ac- | 
cepted the President’s statement liter- | 
ally and prepared a measure which now | 
has all the exterior appearance of a | 
beautiful gold brick. Buck-passing is a | 
favorite indoor sport in Washington, 
and when Congress returns to Capitol | 
Hill in the fall it is more than likely | 
that the Senate and House leaders will | 
endeavor to fix the blame for this ab- | 


' surd denouement upon the Chief Exec- 


utive. 

However you may look at it the 
laugh is not on the business men of the 
country, who can regard with equanim- 
ity a situation which must preclude any 
further boosting of postal rates. The 
congressional leaders will do well not 
to indulge in any premature merriment 
at the expense of the President, who 
certainly would not have insisted on 
higher postal rates if the congressional 
leaders had made it clear to him that 
lower rates would mean more revenue. 


New Universal Postal Union Agree- 
ment 


President Coolidge and Postmaster 
General New have signed the conven- 
tion and protocols agreed upon at the 
Stockholm Congress of the Universal 
Postal Union. This convention becomes 
effective on Oct. 1 of this year. 

Under the provisions of this conven- 
tion the postage rates on international 
letters are changed from the previous 
maximum and minimum of 10 and 5 
cents for the first unit of weight to 8 
cents and 4 cents, but all the countries 
adhering to the convention are at lib- 
erty to establish lower rates with each 
other. The United States has already 
availed itself of this permission. 

We now have a 2-cent rate to practi- 
cally all South and Central American 
countries and to Canada. Regulations 
on the imposition of a charge for de- 
ficient postage have been changed from 
the present minimum charge of 6 cents 
to 2 cents and in any case not to ex- 
ceed double the amount of the de- 
ficiency. 

Letters and postcards unpaid or in- 
sufficiently paid will be forwarded to 
destinations. This provision will not 
apply, however, to merchandise, which 
will be returned to senders. 


Credit Men Plan War on Crooks 


With the promised cooperation of 
Assistant Attorney General Wil- 
liam J. (“Wild Bill’) Donovan and 
backed by a war chest of more than a 
million dollars, the National Associa- 
tion of Credit Men at their thirteenth 
annual convention held here during the 
past week, have launched a campaign 
to halt commercial crime in America. 
Credit crooks are to be pursued relent- 
lessly and the association has made 


| plans to open three central administra- 


tive offices in New York, Chicago and 
San Francisco, with branches in twen- 
ty-five other important cities of the 
country. 
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Business loses an average of more 
than $250,000,000 a year, because of bad 
credits, according to the report of 
Chairman William H. Pouch of the na- 
tional committee which raised the mil- 
lion dollar war fund. This loss affects 
everybody from producer to consumer. 
In this connection Mr. Pouch said: 

“First, the retailer suffers from un- 
fair competition from the distress mer- 
chandise which is thrown upon the mar- 
ket by the business burglar or his ac- 
complice. 

“Second, the manufacturer or whole- 
saler suffers by excessive credit losses. 

“Third, the consumer in the end bears 
the burden, because the manufacturer, 
wholesaler and retailer must charge 
higher prices to make up their losses.” 


Big Cities Put Up Real Money 


The $1,000,000 fund was subscribed 
by credit men in the various cities. New 
York subscribed $381,096, Philadelphia 
$70,985, Baltimore $26,030, Milwaukee 
$24,850, Indianapolis $21,005, Cleveland 
$54,257, Chicago $71,500, Buffalo $28,- 
360, Pittsburgh $41,014, St. Louis $45,- 
000, Kansas City $18,000, Detroit $55,- 
610, Minneapolis and St. Paul $59,805, 
Cincinnati $82,665, and Boston $92,770. 

The committee on investigation and 
prosecution reported that in the seven 
years it has been in operation it has 
had a total of 276 fraudulent debtors 
convicted. Altogether, it reported, 824 
cases were accepted, 601 indictments 
obtained and $528,269.60 in concealed 
assets returned to estates. 

Colonel Donovan told the credit men 
that United States district attorneys 
throughout the country “will welcome 
your assistance” in disclosing commer- 
cial fraud. 

In the prosecution of alleged crooks, 
Colonel Donovan commended the credit 
men for their record, and proceeded to 
explain on what principles the Depart- 
ment of Justice operated against this 
class of suspects. 


How Bureau of Investigation Works 


“The Bureau of Investigation,” said 
Colonel Donovan, “is not a _ detective 
bureau, but it is a bureau made up of 
educated, trained and skilled men, who, 
I think most of you agree, have been of 
the greatest assistance in bringing, 
during the last year or so, some of the 
big commercial crooks of the country 
to justice. The bureau is successful be- 
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cause in the preparation of a case they 
see the day of ultimate trial by a jury 


ry | 
} 
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contends that under the present law 


wealth does not pay its proportionate 


and they know that suspicion is not | 
enough, and that certain rules of proof | 
| ities. 


must be followed. 

“Commercial fraud is particularly | 
hard to trace. The prosecuting forces 
of the Government are not large 


enough or sufficiently equipped to prop- | 
erly deal with the detection and prose- | 
cution of frauds arising out of business | 


transactions. It must go for assistance 


to you men who have an intimate and | 
' and House no longer in control of the 


detailed knowledge of business.” 

The drive against credit crooks, 
onel Donovan said, 
aimed at catching the guilty and prose- 
cuting them, but at prevention. More 
stringent demand that all merchants 
keep accurate books of account and be 
prepared to submit financial statements 
was recommended by the speaker. 

“It is apparent,” 
cial statements have a direct bearing 
upon concealment of assets and other 
commercial fraud prosecution. Every 
Federal Reserve Bank requires from its 
member banks financial statements to 
cover commercial paper offered for re- 
discount.” 


Underwood Wants Non-Partisan Rev- 
enue Reduction Bill 


SENATOR OSCAR UNDERWOOD 
of Alabama, one of the most infiu- 
ential of the conservative Democratic 
leaders of the Senate, has lined up 
squarely with Secretary of the Treas- 
ury Mellon in demanding that Congress 
at the coming session shall make a 
deep cut in the maximum surtax rate. 
In an address delivered on the 12th in- 
stant he expressed full sympathy with 
the Mellon tax reduction program, and 
declared that he would advocate the 
preparation of a non-partisan tax bill. 
The present tax law, Senator Under- 
wood believes, is doing great injury to 
the American producer and that all in- 
terests — commercial, transportation. 
agricultural, labor and every form of 
business, big and little—are suffering 
through unscientific provisions. He is 
not so much interested in the reduction 
of the volume of the revenue yielded by 


Col- | 
should not only be| 


share, because rich men cannot afford 
to own anything but tax exempt secur- 


Heavy Surtax Cut a Boon to Business 


Sharp downward revision of the sur- 
taxes would bring many hundred mil- 
lion dollars into productive enterprise, 
to the advantage of the entire indus- 
trial community. 

With the bolshevists in the Senate 
situation—for the majority party will 
have a clear margin in both houses next 
winter—there is no reason why a sen- 
sible non-partisan tax reduction law 
should not be enacted. The business 
men of the country should see to it that 
any member of the new Congress who 





| plays politics on this issue is retired to 
he said, “that finan- | 


private life in 1926. 

In a semi-official statement emanat- 
ing from the Treasury during the past 
week Secretary Mellon is quoted as 
saying that a 15 per cent surtax rate 
is probably scientifically correct. It is 
also intimated, however ,that Mr. Mel- 
lon does not expect Congress to cut 
the rate below 25 per cent. 


Can’t Stand Half Billion Reduction 


Reports reaching the Treasury to the 
effect that a national tax organization 
is being formed throughout the country 
with the announced object of fighting 
for quick action in the coming Congress 
have occasioned some uneasiness. Ac- 
cording to these rumors the proposed 


| organ‘zation will have for its object a 





the income, tax as in the method of dis- | 
tributing the relief which the country | 


is now demanding. 

Senator Underwood takes the rad- 
ical position that the maximum surtax 
ought not to be above 15 per cent. He 


re 


$500,000,000 cut in taxes which Treas- 
ury Officials say will certainly be exces- 
sive, as they cannot figure a safe re- 
duction in excess of $300,000,000. 

Those interested in the formation of 
the proposed tax organization declare 
they will be guided by the Treasury as 
to the total amount of reduction to be 
urged upon Congress. They add that 
they are much more interested in se- 
curing a definite settlement of the tax 
reduction question than they are in any 
particular project for the apportion- 
ment of the cuts. 

They also declare that any politician 
who attempts to block the organiza- 
tion’s program will find himself direct- 
ly in the path of the biggest steam 
roller that ever made its way down 
Pennsylvania Avenue. 





Old Dutch Heating Principle 
Embodied in Oven 


Merchandising plans for marketing 
“Aunt Sarah’s Oven” are being pre- 
pared by the Jackes-Evans Mfg. Co., 
St. Louis, Mo. 











It is an oven of convenient size which 
is sald to adapt the old Dutch oven) 


| 


principle of hot air circulation in bak- | 





ing and broiling. 

steel and of round construction. 
Because of its size it can be used 

for baking and broiling over a single 


flame of any type stove, thus effecting | 


a fuel economy and enabling the bak- 


ing and broiling of foods without heat- 
ing the entire kitchen, which makes it 
attractive for summer cooking. 

The heat from the stove is said to 


| send hot air through the vents which 


eirculate around the oven. Between 


the two layers of the double bottom 


_ there is a layer of asbestos. 


The rack 


'on which the food is placed provides 
| for two elevations, one of which is used 


| for the cooking of roasts, 
 ete., 


| is 12 in. 


It is made of sheet | 
- Ohio, 


spaghetti, 
and the other for browning and 
slow cooking. 

It is also said to be an ideal camp- 
‘ng accoutrement and is intended to 
retail at a remarkably low figure. It 
in diameter and 8 in. high. 


The Bellaire Enamel Co., Bellaire, 
has recently issued catalog No. 
5 known as the Book of Beco Ware. 
It describes the company’s full line of 
enameled cooking utensils and kindred 
items of the same material. 
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Brooklyn Dealers Report Improvement in 
Business, at June Meeting 


The hardware business in Brooklyn has been improving steadily in the last two 
weeks, according to the unanimous opinion expressed at the regular meeting of 
the Brooklyn Hardware Dealers Association, held June 11 at the Johnston Build- 


ing, Brooklyn, N. Y. 


This information was learned during the question box dis- 


cussion, conducted under the chairmanship of A. J. Cornell. 


President A. H. Grafenstadt presided. 


Secretary Robert Pearsall read the 


minutes of the previous meeting, and read an invitation received from the North 
Jersey Hardware and Supply Association, which was addressed to all Brooklyn 
dealers who were invited to attend the latter association’s outing on June 17. 
R. J. Atkinson, director of the N. R. H. A., read a letter from Charles Downes, 
Pacific Coast Editor of HARDWARE AGE, in which Mr. Downes had sent sincere 


greetings to all the members of the Brooklyn organization. 


The letter was well 


received, and Mr. Atkinson was asked to express appreciation and good wishes to 


Mr. Downes. 


Mr. Atkinson urged Brooklyn members to attend the National 


Congress, to be held in Philadelphia, June 22 to June 26. 


Secretary Fearsall read in full the 
recent resolution of the Metropolitan 
Hardware Association concerning man- 
ufacturers’ price advances. This reso- 
lution was printed in full in HARDWARE 
AGE, issue of June 4. Mr. Atkinson 
was appointed a committee of one to 
express the Association’s good wishes 
to member Joe Lazoli who is taking a 


trip to Rome, Italy. 

Mr. Cornell, as chairman of the en- 
tertainment committee, invited sugges- 
tions and opinions to help him and his 
assistants in the selection of a place for 
the annual outing, which is planned for 
July 15. Further data will be avail- 
able when Mr. Cornell has had time to 
investigate suggested places. 





El Paso Nail Plant Ready 
for Increased Production 
S. R. Silva, president of the Mexico 


Hardware Co., El Paso, Tex., announces | 


that all machinery has been installed | 


L. A. Burton Joins G. F. 


in its new wire nail factory in Juarez, 
Mexico. Ten machines are installed 


with a combined capacity of 200 kegs | 


of nails per day, but so far the plant 


has been operating only at about half | 
capacity making the sized nails that | 


are in general demand in Mexico. 
cently two large-sized orders were re- 
ceived from Guaymas, on the Pacific 
Coast. These nails were shipped in 
bond through the United States. 

Plans are under way for establish- 


and pails. 
was recently raised to 30 centavos per 


Re- | 


under the Canadian Hazeltine patents 
in conjunction with F. A. D. Andrea, 
Inc., of New York City, to manufacture 
a complete line of Fada Neutrodyne 
receivers. 


Wright Steel & Wire Co. 


L. A. Burton, of Worcester, Mass., 
has been appointed Eastern sales rep- 
resentative for the G. F. Wright Steel 
& Wire Co. of that city. He will cover 


_the hardware trade of New England 


kilo, or about 7c. a. pound American | 


money. 


Oakland, Cal., Dealer Moves 


Walter Meese, Oakland, Cal., im- 
porter and dealer in hardware, cutlery, 


moved to 239-241 Twelfth Street, to 
more ample quarters. 





Fada Forms Canadian Corp. 


A Canadian Corporation has been 
formed under the name of Fada Radio, 
Ltd., at 821-827 Queen Street, E. To- 
ronto, Canada. The officers of this 


company are as follows: President and 
treasurer, Frank A. D. Andrea; vice- 
president, Concetta Andrea; secretary, 
R. M. Klein; manager, C. R. Fraser; 
suverintendent, T. M. Rozelle. 

This Canadian company is licensed 


ing a plant for making galvanized tubs | Steel 


The Mexican duty on these | 


selling woven wire products. Mr. Bur- 
ton was formerly engaged in the sales 
department of the Wickwire-Spencer 
Co. 


Barrett Hdwe. Co. Will Build 
New Warehouse 


The Barrett Hardware Co. of Joilet, 
Ill., is receiving bids for erection of a 


' modern warehouse of two stories and 
_basement with trackage facilities on 


the Rock Island railway. 


tools, paints, auto sundries, etc., has | for 


The contract 


the construction of the building 


_will be let immediately. 








Heavy Fire Loss Suffered 
by Payson Hdwe. Mfg. Co. 


Fire destroyed the main building of 
the plant of the Payson Hardware 
Mfg. Co., Chicago, Ill., manufacturer 
of castors and builders’ hardware, 
Sunday, June 7. A high loss has been 
estimated and includes the complete 
destruction of the main building and 
heavy water damage to the two other 
buildings. 
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Sales Conference Held 
by Signal Electric Mfg. Co. 


The annual sales conference of the 
Signal Electric Mfg. Co. of Menomi- 
nee, Mich., was held May 18-22. 
Twenty-one representatives from all 
over the United States and Canada 
were brought to the factory for five 
days of business and pleasure. Busi- 
ness in the morning; fishing, boating 
and dancing in the afternoon and eve- 
ning. 

Before the conference opened the 
representatives took a tour through the 
factory which covers 42,380 square 
feet of floor space and were shown how 
Signal Products were manufactured, 
and each one assembled a Signal Jr. 
Fan. 

The conference was called to order 
at 10.00 a. m. by Charles E. Hammond, 
general manager. He introduced 
William E. Hopper, the newly ap- 
pointed sales manager. 

The present items of the line were 
first discussed and then the new were 
introduced. 

The new items introduced were a 
new loop, variable condenser, a com- 
plete line of A. C. and D. C. bells, ex- 
haust fans, new bell ringing trans- 
former, factory siren signal and newly 
designed cabinets. 

William J. Tideman, factory mana- 
ger in charge of production, assured the 
representatives that with the increased 
floor space that he would be able to 
fill their orders promptly. 

Those attending were: W. W. Nevins 
and L. G. Darling, Atlanta, Ga.; Max 
Loewenthal, San _ Francisco, Cal.; 
“Tiny” Oborne, Toronto, Ont., Canada; 
Jas. A. Weiss, Montreal, Que., 
Canada; W. J. Bransford, Los Angeles, 
Cal.; A. Hedeman and R. D. Green- 
baum, Boston, Mass.; C. H. Wallis and 
George W. Underhill, St. Louis, Mo.; 
G. C. Kowfeldt, Minneapolis, Minn.; 
John Klinger, Jr., Philadelphia, Pa.; 
J. C. Fishlin, New York City; R. F. 
Clark, Pittsburgh, Pa.; Weckerle, Buf- 
falo, N. Y.; and H. F. Tideman, Bur- 
well Calahan, W. A. Bockius and H. H. 
Whetter of Chicago, III. 


Lippincott-Beal Will Repre- 
sent Sands Level on 
Pacific Coast 


The Sands Level & Tool Co., Detroit, 
Mich., manufacturer of levels, plumbs 
and tools, announce that Lippincott- 
Beal & Co. will hereafter handle Pa- 
cific Coast representation for the Sand’s 
line. Lippincott-Beal & Co. maintain 
three offices on the coast. These are 
located at Washington Building, Los 
Angeles, 813 Sheldon Building, San 
Francisco, and 318 L. C. Smith Build- 
ing, Seattle, Wash. 
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Laminating Plant Being Built 
by Plastergon Wall Board Co. 


The Plastergon Wall Board Co., 
Buffalo, N. Y., is completing a large 
laminating plant, which is to be used 
for the manufacture of wood fiber wall 
board. The new plant is an addition to 
the portion of the plant which was de- 
stroyed by fire last November. The ad- 
dition is about 500 ft. long and from 
100 to 125 ft. wide. Completion is 
expected about July 10. 





U.S. License Granted 
Neutrowound Radio 


The Advance Automobile Accessories 
‘Corp., manufacturer of the Neutro- 
wound receiving set, reports it has 
has just been granted a Reciprocal 
License by the United States Navy 
Department, authorizing them to man- 
ufacture radio receiving sets under the 
so-called “German” patents, which are 
owned by the United States Govern- 
ment. 


Connecticut Has 25 Cutlery 
Plants, Says Census Bureau 


The Bureau of Census recently an- 
nounced that Connecticut in 1923 had 
25 cutlery and edge tool manufacturing 
plants, not including silver and plated 
cutlery; average wage earners in that 
year of 3408, who received a total wage 
of $4,533,368. The value of the plants’ 
output was $14,148,264. These figures 
compare with those for 1921 as fol- 
lows: Number of plants 25; employees 
3221; wages paid $3,377,233; value of 
products $8,613,926. 





J. F. Rioux Is President 
of New Attleboro Firm 


The So-Lo Jack Co., Inc., Attleboro, 
Mass., with a capital of $50,000, has 
been incorporated under the laws of 
that state to do a hardware business. 
Joseph F. Rioux is president. Others 
interested in the company are Stephen 
J. Clulee, Edwin F. Leach, Stephen H. 
Garner, Harold E. Sweet and Walter 
A. Briggs, Attleboro, and Wesley 
Early, Providence, R. I. 





John Ward Elected Chairman 
Miller Bros. Cutlery Co. 


The Miller Brothers’ Cutlery Co., 
Meriden, Conn., has elected John Ward, 
Edgar T. Ward’s Sons Steel Co., 


Boston, chairman of the board of di- 
rectors. Charles F. Rockwell, whose 
receivership has terminated, has been 
made president and treasurer. The 
capitalization has been increased from 
$100,000 to $150,000, by an issue of 
4000. additional shares of common stock 
and 2000 shares of preferred. 








Winchester Agents Hold Convention in St. Louis 
on June 3 and 4 


A convention of Winchester agents served by the St. Louis, Mo., warehouse of 


the Winchester-Simmons Co. of, St. Louis, met in that city June 3 and 4. 


The 


meeting was primarily composed of members of the Missouri and Illinois clubs. 
Nearly 300 attended. J. Clarke Coit, president and general manager, and Frank 
G. Drew, president, Winchester Repeating Arms Co., made talks concerning the 
company’s present management, and outlined other points concerning the company 


and its relation to its agents. 


Merchandising talks by members 
were made by Josh Claridge, president, 
Winchester Association of Chicago; 
Ward Hammel, past president, Win- 
chester Club of Missouri; Tom John- 
son, president, Winchester Club of Ar- 
kansas; W. H. Bunk, president, Win- 
chester Club of Kentucky, and Frank 
X. Becherer, vice-president, Winchester 
Club of Missouri. Other pertinent talks 
were made by A. M. Hoffman, presi- 
dent, Winchester Club of Missouri; E. 
F. Pannwitt, president, Winchester Club 
of Illinois; A. Washausen, president, 
Winchester Association of St. Louis; 
F. J. Warnhoff, secretary-treasurer, 
Winchester Club of Missouri; H. R. 
Beatty, secretary-treasurer, Winchester 
Club of Illinois; S. H. Crawford, gen- 
eral agency manager, Winchester-Sim- 
mons Companies; Warren Taylor, pres- 
ident, National Association of Winches- 





ter Clubs; Charles T. Woodward, past 
president, National Association of Win- 
chester Clubs, and J. M. Campbell, past 
president, National Association of 
Winchester Clubs. 

A carnival on a Mississippi excursion 
boat was the big social attraction held 
on Wednesday night, June 3. 

A new combination Winchester 
Agents Club designated as the Win- 
chester Club of the St. Louis district 
was made out of the former Missouri 
and Illinois Clubs. The newly elected 
officers are: President, Ward A. Ham- 
mel, De Soto, Mo.; first vice-president, 
C. F. Tuxhorn, Edwardsville, IIl.; sec- 
ond vice-president, F. J. Warnhoff, 
Boonville, Mo., and secretary-treasurer, 
H. R. Beatty, Clinton, Ill. The execu- 
tive board consists of E. F. Pannwitt, 
A. M. Hoffman and F. X. Becherer. 





A. J. Lindblad Will Direct 
Otto Roth, Inc., Sales 


Alban J. Lindblad, who has been con- 
nected for 26 years with H. Boker & 
Co., Inc., New York City, and the Val- 
ley Forge Cutlery Co., Newark, N. J., 
plans to retire on July 1. 

Mr. Lindblad plans in the near 
future to take up the duties of di- 
~ecting the sales efforts of Otto Roth, 
Inc., 15 E. Bunyon Street, Newark, 
N. J., manufacturers of safety razor 
blades. 





Bengtson Suffers Fire Loss 
in Gardner, Mass., Store 


Peter A. Bengtson, 4 Lynde Street, 
Gardner, Mass., retail hardware, suf- 
fered a slight loss by fire last week. 
Were it not for the fact that three 
sprinkler heads blew off, extingushing 
the flames and covering the floor with 
about three inches of water, his losses 
unquestionably would have been much 
heavier. As it was the loss did not 
exceed $1,000. 





Simpson Opens New Store 


at Tucumcari, N. M. 


A. B. Simpson, a veteran hardware 
merchant in New Mexico, has opened a 
store at Tucumcari, N. M., in which 
will be stocked a full line of general 
hardware, and an agricultural imple- 
ment department will probably be 
added later. 

Mr. Simpson formerly operated a 

















hardware store in Tucumcari, but re- 
tired from business about eight years 
ago, deciding only recently to reopen 
in the town where he has lived so 
many years. He left the selection of 
his stock to his old friend, J. T. Keogh, 
Sr., of the Becker-Keogh Hardware 
Co., of El Paso, Tex. 


Conde Co. Now Distributor 
for Osborn Mfg. Co. 


W. W. Conde Co., Watertown, N. Y., 
has been appointed authorized distrib- 
utor for the Osborn Mfg. Co., Cleve- 
land, Ohio, manufacturers of the Os- 
born Blue Handle household and per- 
sonal use brushes, Which are sold only 
through retail stores. 


English Firm Desires Hard- 
ware Novelties and House- 


hold Utilities 


W. Popplewell, West Didsbury, Man- 
chester, England, announces that he has 
opened to purchase hardware novelties 
and household utilities by mail. 











Parker-Scheirey Co. Complet- 
ing Modern Toy Plant 


Parker-Scheirey Co., Inc., Nicholson, 
Pa., manufacturers of Farsco Durabilt 
Toys, are completing a new and mod- 
ern plant for the exclusive production 
of toys. The company has also issued 
a 1925 catalog covering its line which 
includes coaster wagons, juvenile wheel- 
barrows and furniture and_ kindred 
specialties. 
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A. J. Lindemann Fifty Years Production Facilities Being | 


in the Stove Business | 

As a tribute to A. J. Lindemann on | 
the occasion of his golden jubilee in the | 
stove business, the A. J. Lindemann & | 


Increased by Norwalk 


Auto Parts Co. 
The Norwalk Auto Parts Co., Nor- 


Cutlery Salesmen Killed 


in Western Auto Accident 
U. T. Schlueter, his wife and Carl 


Forde were killed recently in an auto- 


mobile accident near Eureka, Cal. Mr. 
_ Schlueter and Mr. Forde were salesmen 


| with Graef & Schmidt, Inc., cutlery dis- 


Hoverson Co., Milwaukee, Wis., has | walk, Ohio, has recently acquired prop- | 
prepared a souvenir booklet. Mr. | erty ‘adjoining its present plant in or- 
Lindemann is the president and der to double present facilities. The | 
founder of this company. He started | addition will enable the company to in- | 


in business as a hardware dealer and 
50 years ago laid the foundation of the 


) mobile heaters. 
company which he continues to head. | 





Devoe Chicago Meeting 
Attracts About 75 


About 75 hardware dealers in_ the 
Chicago area attended a recent dealers’ 


Trade Literature Received 


J. P. Eustis Mfg. Co., Cambridge 
“A,” Boston, Mass., has issued hand- 
book M, covering its complete line of 
The Brasscrafters silver soldered fix- 





crease its production on Linendoll auto- | 


tributors and manufacturers, located at 
107 Chambers Street, New York City. 

Mr. Schlueter had been with the com- 
pany six years. He covered the West 
and Middlewest sections and was for- 
merly connected with Kraut & Dohnal, 
Chicago, jobbers of cutlery and bar- 
bers’ supplies. 

Mr. Forde came to the company two 


years ago after many years connection 


with the Warner Hardware Co., Minne- 


_apolis, Minn. 


meeting sponsored by Devoe and Ray- 


tures, and accessories for bathroom | nolds Go., Inc., New York City, paint | 
and lavatory. /and varnish manufacturers. The meet-| 
- ing was held at the Hotel Atlantic, 

Asheboro Wheelbarrow Co., Ashe- | May 22. George P. Gray, Chicago rep- 


/resentative for Devoe, welcomed the 
dealers and explained the purpose of 
the meeting. E. T. Gray and Renshaw 
' = Smith, Jr., of the company, also gave 

Prentiss Vise Co., 106 Lafayette | talks pertaining to the selling points | 
Street, New York City, has recently is- | of the line. T. E. Damm, advertising 
sued its fifty-third illustrated price list, manager, gave a talk on the history | 
which is a very attractive catalog | o6f Devoe and Raynolds and lead a 
showing the complete line of the com- | discussion on the partial payment paint | 


boro, N. C., has issued catalog No. 19 
on wheelbarrows and scrapers. 





pany’s vises for various purposes. Full | plan. 
specifications, including prices, are | dietiiiaes 
given. A sales display rack is also | 


featured in this book. 





ager for Kilborn & Bishop 


J. H. G. Williams recently became 
general manager of the Kilborn & 
Bishop Co., New Haven, Conn., manu- 
facturer of drop forgings and forged 
hardware, Mr. Williams was formerly | 
assistant works manager for Billings 
& Spencer Co., and later operated the 
Bay State Forge Co., Springfield, Mass. 
He is local vice-chairman for the 
American Society for Steel Treating. 


Yale & Towne Mfg. Co., Stamford, 
Conn., has recently issued a booklet en- 
titled Yale Builders’ Locks and Trim, 
which is completely illustrated and use- 
ful to the trade. 


Milwaukee Corrugating Co. 
Host to Chicago Sheet 
Metal Men 


The Milwaukee Corrugating Co., 
Milwaukee, Wis., was recently host to | 
110 Chicago sheet metal men, who 
were brought up to that city from 
Milwaukee by motor bus. 

After luncheon at the Wisconsin 
Club the guests were driven to the | 
rolling mill, and through the company’s some wonderful plans for the annua 
main factories, where they observed 
the various processes necessary in 
fabrication of the company’s Milcor 
line. Lewis Kuehn, A. J. Leudke and 
J. H. Christman acted as official hosts 
during the visit. 





Jersey Dealers All Set 
for Outing June 17 


Hardware and Supply Association at 
_Doerr’s Union Park, Maplewood, N. J., 

to be held June 17 at one o’clock. Re- | 
freshments will be served throughout 
the afternoon and a real old fashioned 
home cooked 

served at 6:30. 


-- 


Higgins Now Vice-President 
Wheeling Steel Corp. 


Walter B. Higgins will succeed W. 
H. Abbott as vice-president in charge 
of sales for the Wheeling Steel Cor- 
poration, Wheeling, W. Va. Mr. Hig- 
gins was formerly a division sales 


enmeirer, Newark, Morris Miller, Jer- 


and Arthur Manser, Summit. 
be made payable to him. 
are $3.50 each and available from 
members of the committee and from 
the members of the Association at 
large. 


manager for the company. 


Williams Now General Man-. 


Tressing Is a Distributor for 


coiling machines 
York City. 
gether 


Sleeper & Hartley Now Make 


Garvin Machine Line 


Sleeper & Hartley, Inc., 335 Chand- 
ler Street., Worcester, Mass., has is- 
sued formal notice that they have 
taken over the line of spring and wire 
formerly manufac- 
tured by the Garvin Machine Co., New 
Sleeper & Hartley, Inc., 
are prepared to offer the full line to- 
with necessary repair and 


supply parts. 


| 


| 
| 


| 


| 


The committee in charge has made | 


outing and games of the North Jersey | 


Kilborn & Bishop 


E. Tressing & Co., 166 West Lake 
Street, Chicago, Ill., has been appointed 
a major distributor for the Kilborn & 

Bishop Co., New Haven, Conn., manu- 
facturer of drop forgings and forged 
hardware. The territory to be covered 
by this firm include North and South 
Dakota, Nebraska, Kansas, Minnesota, 
Iowa, Missouri, Wisconsin, Illinois, 
| Michigan, Indiana, Ohio and Winni- 
| peg, Canada. 


ee 


Brown, General Sales Agent 


for Gulf State Steel Co. 


Carl C. Brown has been appointed 
general sales agent at Birmingham, 
Ala. for the Gulf State Steel Co. of 
that city. Charles E. Paddock has 


been appointed division sales agent at 


chicken dinner will be | 
The committee consists of Al. Birk- | 


sey City, Lou Schelling, Jersey City, | 
Mr. | 


Miller is treasurer, and checks should | 
Tickets | sentative, 320 Market Street, San Fran- 


| 
| 


Dallas, Texas. 


McRae, Pacific Coast Agent 
for Winter Bros. 


W. J. McRae, manufacturers’ repre- 


cisco, Cal., has been appointed Pacific 
Coast representative by Winter Bros. 
Co., Wrentham, Mass., manufacturer, 
taps and dies. 
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Pin Tumbler Padlock Has 
Great Strength 


A new padlock with pin tumbler 
mechanism has been placed on the 
market by the Eagle Lock Co., Terry- 
ville, Conn. 

The mechanism is contained in a 
solid brass block which is machined to 
receive it. A heavy brass jacket is 
drawn over the block, which forms a 
solid case that it is said cannot be 
crushed or forced apart. The jacket 





or outside case is highly polished and 
makes an attractive appearance. 

The shackle is of steel, nickel plated 
and case hardened and is locked in the 
case by a double rotating bolt which 
engages in two notches at both ends 
of the shackle. This practically in- 
sures against the successful use of 
force. 


| 
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the clothes and the solution and with- 
out any destructive effect on even the 


'most delicate articles. 


The center of the tub is provided 


with a large vertical tube extending up | 


above the solution. The space between 
this tube and the outer wall of the tub 


forms a circular channel containing 


the clothes and the solution. Five 
nickel plated copper vacuum cups are 
so arranged that they move down and 


nel so that no two cups are in the same 
position at the same time. As each cup 
moves down, it squeezes the clothes, 
and as it rises it lifts them up through 
the solution. 


| 
| 
| 


This is said to give 325 | 


individual cup actions per minute. The | 


successive action of the cups keeps the 
solution highly agitated and carries the 
clothes around the circular channel 
without any reverse motion. 

The tub is 24 in. wide by 18 in. deep, 
is of heavy copper tinned inside and 
polished outside. There is a catch which 


locks automatically by a gentle push | 
on the agitator and a safety switch | 


The padlock is said to be unusually | 


sturdy and to give lifetime service. 
It is made in two sizes, No. 04810, 

14% in. diameter, 14 in. high; No. 

04811, 1% in. diameter, 1% in. high. 


Five Cup Vacuum Washer 





A vacuum type washing machine | 


named the New Trojan for which great 
efficiency is claimed is being manufac- 
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tured by Hogan-Spencer-Whitley Com- 
pany, Erie, Pa. 


It is the result of years of endeavor | 
| steel will have in a set four dishes, two 


by engineers who strove for a machine 
that would operate economically. 
gives a most effective action to both 


| 











which shuts off the 
matically and protects the machine in 
case of overload. hand control is 
convenient for starting and stopping. 

The mechanism and action are said 
to be smooth running and silent. 

The Anchor Brand aluminum wringer 
is used with 12 in. power rolis and 
autofriction reverse with yoke. 


Porcelain Space Saving 


Dishes 


The Spaso-Savo refrigerator 


and Fry’s Pearl Ovenware, is to be 
produced in white porcelain enameled 
steel by the United States Stamping 
Company, Moundsville, W. Va., under 
a patent lease by the Space Saver Dish 
Company, 60 East Lake Street, Chi- 
cago, Ill. The dishes are to be sold 
under the “Spaso-Savo” trade mark by 
the United States Stamping Company 











and also by the Space Saver Dish Com- 


pany. 

These are utility dishes created for 
the benefit and approval of the house- 
wife who probably has inspired the 


current auto- | 





AT 


Display Counter for 
Aluminum Deal 


In addition to the inside and window 
display stands which the Aluminum 
Goods Manufacturing Company, Mani- 
towoc, Wis., are distributing to dealers 
with selections of their merchandise, 
they announce a new Aluminum Deal 


_with which an excellent display table 


up in rapid succession around the chan- | jg, given. 


It is known as the “Big 
Flash” 10c. Aluminum Bargain Coun- 
ter Deal. 

It is sturdily made and equipped 
with adjustable compartments and spe- 
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cial elevated rod from which to hang 
merchandise. It measures 24 in. wide, 


66 in. long and 32% in. high. 


is 


An attractive poster in colors, which 
reproduced here in miniature, to- 


_gether with 12 price cards and 20 hooks 


for hanging merchandise on rod are 
furnished with each deal. 


The deal consists of 12 each of 48 


items. 


dish, | 
| which has been made in crystal glass | 








—_—- 


Boxwood Rule Assortment 


An assortment which is said to in- 
clude 2% dozen popular selling Box- 
wood Rules, put up attractively in oak 
display tray, is now being offered by 
the Lufkin Rule Co., Saginaw, Mich. 

This affords the dealer a small, well 
assorted stock and gives him rules that 
are said to move readily in any hard- 
ware store. 

The tray, size 11 x 11% x 1% in. 
is strongly made of oak, in natural 
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finish, and helps to keep the dealer’s 


creation of dishes that could be piled | 


one on another without danger of spill- 


Ing. These are constructed to securely 
fit on top of one another and so make | 
possible the storing of considerably 
'more food in the ordinary sized ice 


It | 


box than heretofore. 
The new white porcelain enameled 


large size, 44% x 7% x 2%, two smal] 
size, 3144 x 4% x 2%. 


tively displaying in small space. 


rule stock in good order, while effec- 
The 


| tray will sit nicely, either fiat or at 


an angle, in show case or window. 
Stock number appears below each kind 
of rule and there is space reserved for 
inserting price. 

The tray with rules is known as No. 
8 Assortment, and is ready for display 
as soon as unpacked. Shipping weight 
is 7 Ibs. 
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General Market News 








Markets Have Better Tone— 
Crop Outlook Good— 


Hardware Prices Firm 


Several hardware markets have a decidedly better tone which 


the warm weather has helped bring about. 


Crop conditions in 


the West are still considered satisfactory, and labor conditions 


generally seem somewhat better. 


The reported improvement in 


the agricultural and industrial centers has been considered a 


very encouraging sign by hardware distributors. 


There has, 


of course, been some concern over unsettled weather conditions 


during May. 


Hardware prices are very firm. Staple items are selling in 
moderate quantities, and various spring lines, such as electric 
fans, garden hose, lawn mowers and steel goods, are particularly 


active in all parts of the country. 


The demand for spring mer- 


chandise has been so heavy during the last two weeks that 
wholesale stocks have been depleted in the larger cities. 


Very Few Price Changes in 
New England 


The scarcity of price changes is one 
of the outstanding features of the New 
England hardware market. The in- 
activity in this direction is creating a 
growing belief that values will be 
higher before lower; that a general 
upward movement is in the making. 
It is not the opinion of jobbing houses, 
however, that any material increase in 
prices will take place, if a change does 
come. The most important changes re- 
ported this week are a 10 per cent 
advance in automobile tires, and reduc- 
tions in Tanglefoot fly ribbon ‘and 
Beaver pipe stocks. 





Spring Stocks Depleted, 
Say New York Jobbers 


Wholesale stocks of garden hose, ice 
cream freezers, hose reels, lawn 
mowers and other spring items have 
been badly depleted, according to re- 
ports from New York jobbers. The 
demand the last two weeks has been 
extra heavy, and retail sales have im- 
proved greatly. A few price changes 
are shown in the New York market re- 
port, given elsewhere in this section. 





Cincinnati Sales Increasing; 


1925 Ahead of 1924 


Large jobbing houses in Cincinnati 
territory report that sales continue to 
forge ahead of the level attained a year 
ago. While the increase averages only 
5 to 10 per cent, it is sufficient to in- 
dicate that business is in a healthy 
condition. The hot weather of the past 


10 days brought out a tremendous de- 
mand for electric fans, garden hose | 








and other seasonal items, according to 
leading retailers. This sudden upward 
turn in sales will enable retailers to 
close June about on a par with the 
record made in June, 1924. Both cash 
and credit sales have been better, al- 
though the total volume of retail hard- 
ware business in this district for the 
first half of this year will be behind 
that of last year. 

Shipments of jobbers on contracts 
are holding up well and retailers are 
carrying a fair amount of merchandise 
in anticipation of good business. Price 
weaknesses have developed in several 
items, but, in general, quotations are 
strong. Fill-in orders for summer 
goods have been stimulated by the 
torrid temperature. The outlook is 
encouraging for a normal business dur- 
ing the summer season. 


—- 


Uncertain Weather Affects 
Sales in Twin Cities Area 


Trade in general in the territory 
tributary to the Twin Cities is fair, 
with indications of improvement. The 
weather this spring has been very un- 
certain and has acted as a deterrent 
on business in general. Despite this 
condition, building has been increasing 
over the territory, and collections are 
well up to the average for this season 
of the year. Prices are very stable, 
with buying even in all lines. 





E. T. Rugg Withdrew Prices 
on Web Goods, June 9 


The E. T. Rugg Co., Newark, Ohio, 
announced on June 9 the withdrawal 
of all quotations on web goods. The 
company states new prices will be an- 
nounced shortly. 



































Hot Weather Helps Sales in 
Chicago Market 


The recent hot wave was instru- 
mental in greatly stimulating the hard- 
ware business in this district and the 
sale of summer merchandise has been 
so heavy as to practically clean out the 
jobbers on some items and manufac- 
turers are getting behind on their 
deliveries. The fact that most re- 
tailers’ stocks were rather low caused 
a rush on the jobbers which was very 
gratifying after the many weeks of 
cold, unseasonable weather. 

Naturally, prices have stiffened up 
considerably with this heavy buying 
and while there are no advances on the 
part of the jobbers, manufacturers are 
reported as having advanced prices on 
garden hose and roofing. 

The steel industry staged a slight 
comeback in this district during the 
past week after a steady decrease in 
production covering the past two 
months. 


Seasonal Lines Very Active; 
Staples Quiet in Pittsburgh 


The Pittsburgh trade is still enjoy- 
ing a brisk business in seasonal lines 
but there is only a fill in demand for 
staples. There have been no important 
price changes in the week and the re- 
port about collections in the territory 
is as much as it has been for some little 
time. The steel industry is running at 
a much lower rate than in the first 
quarter of the year and as the coal 
industry has not yet begun to emerge 
from the depression of the past year, 
earning power is reduced and pay- 
ments are slowed up. 





Better Weather a Boon 
to Trade 


The commercial reporting agencies 
lay considerable stress on the improve- 
ment in weather conditions for the mod- 


| erate expansion which has taken place 


during the last week in trade and busi- 
ness. It is pointed out, however, that 
spottiness continues in most lines. 

In summing up the situation Dun’s 
Review says: 

“The breaking of the unprecedented 
hot spell, which had adversely affected 
crops and repressed business activities 
in many directions, brought much- 
needed relief. Mills that had been 
forced to suspend or curtail operations 
were able to resume previous schedules, 
while the fall in temperature, with 
rains in some sections, was helpful to 
agriculture. The Government’s June 
wheat report, however, indicates the 
smallest harvest in eight years, and in 
some commercial channels this disap- 
pointing prospect has led to greater 
caution in making forward commit- 
ments. Yet present trade conditions do 
not differ essentially from those of re- 
cent weeks, being marked by many ir- 
regularities and contrasts. 











June 18, 1925 


HARDWARE AGE 


— oe ew ee — 
‘ 


~~ 


49 


Business, Credits and Sentiment Improving 
in New England—Retail Sales Increasing 


(Boston office of HARDWARE AGE) 
UR report this week is more encouraging than it has 
Business, credits and senti- 
ment are all better in the New England hardware 
When it is said business is better reference is 
made to seasonable hardware. The weather continues hot, 
but nothing like it was earlier in the month. 
the right kind, sandwiched in between beneficial rains or 
showers, to make crops grow, country and seashore homes 
popular and flies and other insects active. 
things require hardware in one form or another, and the 
general public is spending its money more freely than 
Schools are closed, and the vacation season 


been in some time. 


market. 


heretofore. 
is starting, two other developments that 


ware sales. 


The average retail deeler being busier, 
more cash, consequently is meeting his obligations more 


promptly. That makes him and the 


AUTOMOBILE ACCESSORIES. 
—Most of the manufacturers of auto- 
mobile tires handled in this wholesale 
market have advanced prices 10 per 
cent, including balloon tires, and job- 
bers have taken similar action. The 
advance in prices, coupled with intima- 
tions that another one is in the making 
has caused retail hardware dealers to 
anticipate their requirements a little 
heavier than they ordinarily would. 
The demand for other automobile ac- 
cessories also is on the increase. 


BASEBALL GOODS.—Jobbers- admit 
they are somewhat disappointed in 
sales of baseball goods so far this sea- 
son. Most of the trade is at a loss to 
explain the backwardness of the sea- 
son, especially as it is believed the 
average retail stock of such mer- 
chandise is small. 


We quote from Boston jobbers’ 
stocks: 

Fielders’ Gloves.—No. 501, $4.50 per 
doz. net; No. 507C, $8.40; No. 509, 
$10.75; No. 511, $16; No. 514, $18; No 
aaa $22; other styles priced up to 


"Gateheve’ Mitts.—No. 569, $10 per 
doz. net; No. 574R, $18; No. 578T, 
$24; No. 577, $28; No. 588, $54; No. 
592, $72. 

Baseman Mitts.—No. 603, $16 per 
doz. net; No. 608, $27; No. 625W, $40. 

Masks.—Boys’ No. 25M, $4.50 per 
doz. net; Youth’s, No. 31M, $19; 
Men’s No. 41M, $42. 

Bats.—Crack-A-Jack, $2 per doz., 
net. Junior League, $3.60; King of 
Field, $7.20; burnt oil finish, $10.80; 
Bing-Go, $12; Youths’ assorted slug- 
gers, $7.20; Louisville Slugger, Jr., 
$5.40; Louisville Sluggers (regular), 
$16. 20. 

Baseballs. —Per dozen net, Dandy, 
75¢e.; Boys’ Favorite, $4.50; Young 
America, $2: Junior League Special, 
$2: Junior League. $3.75: Boys’ 
$4: Dollar Lively, $6; Pro- 

League, $8; Hardwood 
$12.50; National League, 


League, 
fessional 
League, 
$14.50 


BICYCLES.—Continued optimistic re- 
ports are had from retail and wholesale 
dealers regarding bicycle sales. With 
many firms it probably will be the best 
on this line of goods experienced in 
years. 


We quote 
stoeks: 
Bicycles.—Men’s 26-in. 


from Boston jobbers’ 


$28.50 each 





comfortable. 


It is just 


All these 


ever. Rather, 


skould help hard- 


Naturally general sentiment is better. 
there are other things on which increasing confidence is 
based. The fact that steel mills are less inclined to shade 
prices and kolding to regular quotations helps a lot, 
In addition, those who make a study of business cycles 
are coming out every so often with reassuring statements 
regarding the future. 
companies, cotton and woolen mills as well as the shoe 
factories are all carrying on better, which makes for more 
active business in their respective locations. 
least nobody in the hardware business, is running away 
with the idea that boom times are ahead of us, how- 
the feeling is that a good substantial 
money earning period is with us and ahead of us. 


But 


The New England transportation 


Nobody, at 


Senti- 


ment kas not reached a point of optimism where retail 


is taking in 
jobber feel more 


net; 22-in., $28.50; arched bar, $29.50; 
motor bike type with double bar, $31. 
Women’s, 20-in., $30.50. Girt’ Ss, 


17-in., $28. 
Boycycles.—No. 1, $9 each net; No. 
2, $10; No. 3, $13; No. 4, $15. 


BUILDER S’ HARDWARE.—Home 
building is holding up on a large scale 
throughout New England and builders’ 
hardware is enjoying a free market. 


We quote from Boston jobbers’ 
stocks: 

Hinges.—Heavy rap 4-in., $1.10 
per doz. pair net; 5-in 53: 6-in., 
$1.87; 8-in., $3.12; 10- in., $4. 78. Extra 
heavy T, 6-in.. $2.27; 8-in., $3.88; 
10-in., $5.53; 12-in., $8.04. 

Hasps.—Common hinge, 3-in., 76c. 
Single per doz.; 4%-in., 88c.; 6-in., 
$2.20. Safety hasps, with screws, 
3-in., doz.; 4%-in., 


$1.25 single per 

$1. 55: 6-in., $2.20. 
Butts. —¥% x 3%, 

copper and dull brass finish, 


plated steel, old 
in case 


lots, $24 net; in less than case lots, 
$26. 3 x 3, in case lots, $23.50; in 
less than case lots, $25.50; 4 x 4, in 


case lots, $35; in less than case lots, 
3 x 3, in case lots, $2.25 per 
net; 3% x 3%, $2. 45; 3 x 3, 

per pair, 3% x 3%, 24c.; 4 x 
4, 35c. 


Garage Door Sets.—$2.85 each net; 
garage door holders, $2 per pair 
net. 


CLAM DIGGERS.—With people get- 
ting down to the shore, there is a better 
market for clam diggers. Jobbers’ 
stocks are fairly well depleted. 

We from Boston jobbers’ 


stocks: 

Clam Diggers.—Six tine, 26-in. 
handle, $14.10 per doz. net; six tine, 
extra heavy, 26-in. handle, $18.90; 


—_ pattern, four tine, riveted, 
6 


CLIPPERS.—Hot days have stimulated 
interest in toilet clippers. Sales are 
running considerably heavier than a 
month ago. 


We quote 
stocks: 
Clippers.— Toilet, 


quote 


from Boston jobbers’ 


Plymouth, No. 0, 


$1 each net; No. 00, $1.20; Success, 
No. 0, $1.40; No. 00, $1.60; Mayflower, 
No. 0, $1.10; No. 00, $1.25; American 
Gentleman, No. 00, $2: No. 000, $2. 
Brown & Sharpe narrow plate and 
other kinds carried by jobbers, $4.50 
each list; discount, 25 and 15 per 
cent. 

Horse Clippers.—No. 169, $2.50 each 
net; No. 179, $1.40. Horse clipping 
machines, No. 1, ball bearing, $14 
each list; discount, 33% per cent. 


Sheep Shearing Machines. — Ball 
bearing. No. 9, $24 each list; dis- 
count, 33% per cent. 








hardware dealers are evincing a great deal of interest in 
futures, but jobbers feel they will begin to buy such 
things before long. 


| CROQUET. SETS.—Although jobbers 


have religiously pegged away on 
croquet sets, business remains some- 
what disappointing. 
We 
stocks: 
_ Croquet Sets.—Standard makes, 
o¥%-in. mallet, 4-ball, No. C, $1.75 
per set net; 8-ball, No. 0, $2.75; 8- 
ball, No. H, $3.10; 8-ball, No. B, 


quote from Boston jobbers’ 


$3.25; 6-in. mallet, 8-ball, No. N, $4; 
S-in. mallet, 4- ball, " Ne. ‘AA Y%, $4.50; 
8-ball, No. AA, $5.75. 


ELECTRIC FANS.—All kinds and 
makes of electric fans have been in 
big demand. Considering the competi- 
tion experienced from others, the re- 
tail hardware trade is having wonder- 
fully good success in fan merchandis- 
ing this year. 


We quote from Boston jobbers’ 
stocks: 

Electric Fans.—Black, No. 6, $2.85 
each net; No. 8, $3.60. Ivory, No. 
8, $4/55. 


FLOWER BED GUARD.—During the 
past week or ten days jobbers have 
shipped out a lot of flower bed guard. 
The general public evidently is dolling 
up its lawns. 
We 
stocks: 
Flower bed guard, 40 per cent dis- 
count; trellis 40 per cent discount; 


and ornamental gates, 30 and 10 per 
cent discount, from store. Discounts 


quote from Boston jobbers’ 


on direct factory shipments, f.o.b. 
cars” Ww aukegan, MIll.; guard and 
trellis 52 per cent; gates, 50 per cent. 


FLOWER BOXES.—The movement of 
flower boxes likewise is on a liberal 
scale. Retail dealers serving the so- 
called country trade are getting mighty 
good results with flower box offerings. 


We quote from Boston jobbers’ 
stocks: 

Flower Boxes.—Standard make, 
24-in., $10.60 per doz. net; 30-in., 
$13.90; 36-in., $20.90. 


FLY PAPER, RIBBON AND SPRAYS. 
—Tanglefoot fly ribbon heretofore job- 
bing out at $3.60 the case, is now 
quoted $3.30. Prices on other merchan- 
dise in this department remain un- 
changed. 


We 
stocks: 
Fly Paper.—Improved, 


Boston jobbers’ 


handy, $1.16 


quote from 








50 


per carton; in five carton lots (case), 
$5 per case. 

Ribbon—Tanglefoot, $1 per carton; 
case lots, four cartons, $3.30 per 
Case. 

Sprays.—Half pints, $4 per doz.: 
pints, $6: quarts, $10; gallons, $32. 

Sprayers.—Half pints, 2.80 per 
doz. 


$6 


All prices 


Swatters.—Favorite, cord bound, 
per gross; Sure-Hit, $6.50. 
are net. 


HAMMOCKS.—Hammocks are doing 
better, yet the market can hardly be 
termed active, and 


sales so far this | 


season still are less than those of re- | 


cent years. 


We quote from Boston jobbers’ 
stocks: 

Hammocks.—Couch styles, stand- 
ard makes, boxed mattresses, deep 
valance, No. 54, windshield and ad- 
justable head rest, $11 each net; No. 
84, windshield and eS back 
and headrest, 50. Canopy, 
green and gray, $6. 50: angle iron 
stand, $3.75; chain, 3-in., $2.50 per 
doz. pair; 6-in., $4. 

Cotton.—Standard makes, $35 to 
$100 per doz. net. 


HAYING TOOLS.—Jobbers say the de- | 


mand for 
crease. Pastures generally in good 
shape, and retail stocks of tools are 
believed to be small, therefore haying 
tools should display even more life be- 
fore the close of another week. 

We jobbers’ 
stocks: 

Haying Tools.—Hand rakes, 
bow, two bows, $6.90 per doz. 
steel bow, $7.15. Lawn rakes, 
bow. three bows, $8.75; steel bow, 
Drag rakes, $17. 

Scythes. —Little Giant, 28 to 32-in.; 
30 to 36-in.. 34 to 38-in., 36 to 40-in., 
$16 per doz. net. Bramble, $16.50. 
Brush, $16.50. 

Snaths.—Ash, $14.50 per 
cherry, $16.75: brush, $16. 

Scythe Stones. — Round 
$2.25 per doz. net; Star, $1.35; West 
ae red, $1.10. Green Mountain, $9 

er. prem: Black Diamond, No. 1, 
$15.2 Chocolate, No. 1, $1.70 per 
ae Carborundate, No. 188, $1.95; 
No. 190, $1.95; No. 191, $2.34. 


OARS.—Retail dealers situated along 
the coast are having a better oar busi- 
ness and this fact is reflected in whole- 
sale circles. 


quote from’ Boston 
wood 
net; 
wood 


$9. 


doz. net; 


English, 


haying tools is on the in-. 


We quote from Boston jobbers’ 
stocks: 
Oars.— New England pattern, paen. 
ash, 20c. per ft. net; spruce, 2: 
Rowlocks —Galvanize “dl, ribbe a. 103 
lb. to the 100, 28e. per pair: 167 Ib. 
to 100, 30c. per pair. Cast iron, 
round socket, 28e. per pair; cst 
iron, pinned socket, 28c. ner “air: 
galvanized cast iron, North’ River 
tvpe. 28ec. per pair. 
PAINTS AND SUPPLIES.—Prepared 
paints as wel! as painters’ supplies 
are in demand. Labor troubles in this | 
and other cities have been largely 


eliminated and painting is going for-— 


ward on a large scale. Many 
dealers say the public is not warming 


retail | 


up to the installment plan of, buying | 


paints. 

We quote from’ Boston jobbers’ 
stocks 

Shellac.—-Pure, orange, in %%-gal. 
cans, $3.25 a gal: in I1-gal. cans, 
$2.18: in 5-gal. cans, $3 egal.: White, 
lo-gal. cans, $3.63 a gal.: in gallon 
cans, $3.50: in 5-gal. cans, $3.38 a 
gal. 

Savogran.—In 5-lb. boxes. 12c. per 
lb. net: in 28-lb. boxes, $11.80 per 
ewt.: in half keg, 60 Ib., $11.60; in 
half barrels, 160 Ib., $10: in kegs, 
110 Ibs.. $11.20. 

Dry Paste.—In 1-lb. bags, $14 per 
ewt. net: in 2-lb. bags, $13: in 5-Ib. 
bags. $12.20: in 95-Ib. kegs, $11; in 
190-Ib. barrels, $10.35. 

Whiting.—RBolted, in barrel lots, 
$1.75 per ecwt. net. 

Wall Sizing.—-In 1-lb. tubes, 18%c. 
per Ib. net: in 25-lb. drums, 17'6c.; 
in 15-lb. drums, 16%. 
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Putty.—Commercial white, in 130- 
lb. drums, $3.25 per cwt. net; in lots 
of 500 Ib. or more, $3; in 25-lb. tin 
pails, less than 100 ID., $4.50 per cwt., 
in lots of 100 to 500 Ibs., $4.25; in lots 
of 500 Ib. or more, 4c.; in 5 Ib. tins, 
less than 100 Ib., $5.25 per ewt.; in 
lots of 100 to 500 Ib., $5; in lots of 500 
ib. or more, $4.75. Black putty costs 
25c. per cwt. more than the afore- 
going prices. 

Sponges.—Nassau grass, 10 to 12 
to the pound, 15c. each net; Florida 
vellow, cut, 8 to 10 to the pound, 30c. 
each; Cuba sheep wool, cut, 8 to 10 
to the pound, 55c. each; Rock Island, 
6 to 8 to the pound, $1 each. 

Chamois.—Black, best grade, 12 x 
16-in., $4.75 a doz. net; 16 x 21-in., 
$10.50; 19 x 25-in., $15; 23 x 26-in., 
$18.50. Brute, not shaped, 31 x 21- 
in.. $21.50 per doz. net. 

Steel Wool.—1 Ib. spools, No. 
fhe. each net: No. 0. 41e.: No. 1, 35c.; 
No. 2, 3lc.; No. 3, 27c. In 25c. pack- 
ages, Nos. 0, 1, 2 and 3, $1.80 a doz. 
net. In 10c. packages, Nos. 00, 0, 

2 and 3, $7 per gross. 


00, 


PIPE STOCKS.—There has been some | 
on | 


jobbing prices 
For instance, No. 
is 


readjustment in 
Beaver pipe stocks. 
5, heretofore 15 per cent discount, 
now 25 per cent, and No. 25 
40 per cent discount is now 45 per cent. 
No. 6 is unchanged in price. 





, that was | 


REFRIGERATORS AND TOOLS.—_ 


The hot weather has stimulated public 
interest in refrigerators and refrigera- 
tor tools. 





We quote from Boston jobbers’ 
stocks: 

Refrigerators.—Eddy line, in lots 
of less than five, 50 per cent dis- 
count. Prices range from $24.50 to 
$170.50 each list. 

Refrigerator Tools.—Awls, $11 per 
gross: picks, $1.58 and $6.18 per 
doz. net. 


SASH CORD.—With building on a/| 
large scale there is a good steady mar- | 


ket for all kinds and makes of sash 
cord. 
We quote from Boston jobbers’ 
stocks: 
Sash Cord.—Acme, No. 6, 52c. a 
lb.: No. 7, 57c.: Nos. 8, 9, 10 and 12, 
19°. No. 7, in 1200 ft. coils, 50c. 
Sampson, No. 7, 75¢c.; Nos. 8, 9 and 
10, T4e. 
SCREENS AND DOORS.—The hot 


weather has made a wonderful differ- | 


in the market for screens and 
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5-Ib. cans, 12 to case, 20c.; 10-Ib. 
cans, 6 to case, 18c.; 25-lb. cans, 4 
to case, l6c.; 50-lb. cans, 15c.; 100- 
Ib. cans, 14c. In dry form, in l-in. 
packages, 24 to case, 33l6c. per lb.; 
d-Ib., 12 to case, 29%e.: 10-lb., 6 to 
case, 27%c.; 100-lb., 24%c. 

Dry Lime Sulphur. —In 1-lb. 
ages, 20 tec. a lb.; 5-lb., 17%c.; 
15%c.; 25-lb. drums, 12%%c.; 
lle.; 100-Ib., 10c. 

Lime Sulphur Wash.—Quart con- 


pack- 
10-Ib., 
50-Ib., 


tainers, 3lc. each net; gallons, 59c. 

Carbola.—In 5-Ib. packages, $6 per 
doz. packages; in 10-lb. packages, 
$10; in 50-Ib. bags, $3.33 per bag; in 
200-lb. bags, 6c. per Ib. 

We quote from Boston jobbers’ 
stocks: 

Paris Green.—In 1-lb. papers, 38c. 
net; in %&-lb. papers, 40c. Ib.; in %- 
lb. papers, 43c. Ib. 

Black Leaf.—In 1-0z. bottles, $2.68 
per doz. net. 

Bug Death.-——In 1-lIb. packages, 
$1.44 per doz. net: in 3-lb. packages, 
$3.75 per doz.; in 5-lb. packages, 
$5.62 per doz.; in 12%-Ib. packages, 
$13.50 per doz.; in 100-Ib. lots, $7.50 
each. 

Fungi Bordo.—In 1-Ib. packages, 
23%c. net; in 5-lb. packages, 19%«c. 
per lb. ; in 25-lb. packages, 16%c.; in 
50-Ib. ‘packages, 14%c.; in 100-Ib. 
packages, 13%c. 

Sprayers.—Pints, $3 a dozen net; 
quarts, $4.20 to $6.80: compression, 
migy 2k pump, $3.50. Knapsacks, $33 
a aozZ., 


WASHING MACHINES.—Now is the 
time of year to push washing ma- 


chines. That retail dealers in some 
instances are aware of this fact is 
attested by the increased shipments 


made by jobbers since last reports. 


We quote from Boston jobbers’ 
stocks: 

Washing Machines.—Haag line, 
cviinder type, wood tub, No. 10, 
$62.65 each net; galvanized tub, No. 
70K, $87.50; metal cylinder, No. 75E, 
$87.50. Eveready, galvanized tub, 
No. £31, $104.65; copper tub, No. E41, 
$113.75. 


WIRE CLOTH.—As one retail dealer 
puts it: “I have sold more wire cloth 
the past week as a result of the hot 
weather than I did during the two pre- 
vious months.” That is about the gist 
of general comment among the trade. 


quote from Boston jobbers’ 


stock, 
per 


Wire Cloth.—From Boston 
black, 12 mesh, 24 x 48 in., 
100 sa. ft.; 18 x 22 in., $2.35: 14 mesh. 
24 x 36 in., $2.75. From factory. 12 
mesh, 24 in., $2 f.o.b. Clinton, 
Mass.: ) . $2.10: 14 mesh, 
24 x 48 in.. $2.50; 18 x 22 in., $2.69. 

Bronze Cloth.—Golden, 14 mesh. 
from Boston stock. $7.25 per 100 
sq. ft.; in 50 ft. rolls, $7.35. Factory 
shipment, 14 mesh, $6.75; 16 mesh, 
$7.50: 18 mesh, $8. On factory ship- 
ments actual freight is allowed not 
to exceed 50c.°- per 100 Ib. 








Coming Conventions 


ence 
doors. Sales are on a larger scale than | 
at any previous period this season, say | 
jobbers. | 
We quote from Boston jobters’ 
stocks: 

241, 2x6, $1.66 
each, net; 2x8, $1. 74: "2x10. $1.83: 3x7, 
$1.93: No. 384, 2x6 $2.35 2x8, $2.46 
2x10, $2.58: 3x7, $2.69: No. 457G, 2x6, 
$1.95: 2x8, $2.08; 2x10, $2.20; 3x7, 
2.33. No. 557, 2x6, $3.90: 2x8. $4. 05: 
2x10, $4.20; 3x7, $4.36. Combination 
screen door and storm door, No. 80, 
2x6, $7.09; 2x8, $7.64; 2x10, $8.04; 3x7, 
R55 

Window Screens.—Competitor. No. 

2. $4.82 per doz.: net: No. 3, $5 88; 

Mummer No. 1833, $4.94: No. 2435, 
$6: No. 2437, $6.50; No. 2837, $7.44. | 
SPRAYS AND SPRAYERS.—Home | 7 


gardens as well as truck gardens and 
farms have reached that point where 
sprays and sprayers are necessary. 


Sales of insecticides have taken a big) 


jump of late. 


We quote from Boston jobbers’ 
StocKs: 

Pyrox.—One Ib. jars, 24 to crate, 
$7.32: 5-lb. crocks, 12 to crate, $15 
19-lb. ecrocks, 6 to crate, $13.50: 25- 
Ib. containers. 4 to crate, $20.50: 50- 
lb. kegs, $8.75: 100-Ib. kegs, $13.75: 
300-Ib. kegs, $39.75. In less than case 
lots, 1-lb. jars, 32c. 5-lb. crocks, 
$1.30; 10-Ib. Yeon $2.35; 25-lb. con- 
tainers, $5.3 


in 
24 to the ese, 
25 to case, 22c.: 


Arsenate oF Lead.—In case lots. 
Traste 


23c. 


1-lb. 
2-lb. 


cans. 
cans, 


form 
a th.: 











AMERICAN ELEcTRIC RAILWAY ASSOCTA- 
TION, annua] exhibition, Young’s Million 
Dollar Pier, Atlantic City, N. J., Oct. 5, 6, 

9, 1925. Railway apparatus and de- 
all kinds, buses, charsis, wagons 
and snow plows will be exhibited. Fred 
C. Dell, director of exhibits, 292 Madison 
Avenue, New York City. 


¥ ices of 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Atlantic City, 
Oct. 20, 21, 22. 23, 1925. Headquarters, 
Beniamin Fr -anklin Hotel. F. 1D. Mitchell, 


secretarv-treasurer, 1819 Broadway, New 


York City. 


NATIONAL RETAIL HARDWARBP ASSOCTA- 
TION “ONVFNTION Headquerters, Beniamin 
Franklin Hotel, Philadelnhia, Pa... June 22, 
23, 2 25. 26, 1925. Herbert P. Sheets. 


secretary-treasurer, 130 East Washington 
Street, Indianapolis, Ind. 

NATIONAL HARDWARE ASSOCIATION CON- 
VENTION. Ambassador Hotel, Atlantic City, 
N. J.. Oct. 20, 21, 22, 23, 1925. T. James 
Fernley, secretary-treasurer, 505 
Street, Philadelphia, Pa. 


Arch 
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Retailers Report Improvement— 
Spring Lines Very Active 
in Metropolitan Area 


ETAIL hardware dealers in the metropolitan district re- 
port almost unanimously that sales have greatly improved 


in the last two weeks. 


It is generally believed, however, 


that 1925 sales will most likely be behind 1924, but the thought 
has been expressed by many that profits will be greater in 1925. 


Stocks on various spring items are badly depleted, due to 


the exceptionally heavy demand of the last two weeks. 


There 


are a few price changes noted in this report in another item. 
Collections are showing slight improvement. 


Jobbers Report Light Demand 


for Bolts and Nuts 


The dem 
and nuts at the present time. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
carriage bolts, 


Boilts.—Common 
sizes, 30-10 per 


small sizes and large 


cent. 

Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 40 and 10 per cent. 

Stove bolts, 75-10 per cent; both 
flat and round head. 


Sink bolts, 75 to 75 and 10 per cent. 


Tire bolts, 45 to 50 per cent. 

Step bolts, 3344 per cent. 

Machine bolt shields, 65 per. cent. 
Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 25 per 
cent. 

Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 
60 per cent. 

Machine screws, round head and 
flat head, iron 70-10-10 per cent and 
brass, 70 per cent. 


Screw Demand Moderate— 


Prices Are Unchanged 


The demand for screws of all kinds 
ean only be called moderate. — 
are unchanged, 
are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Wood screws, iron bright, flat head, 
214,-33% per cent. 


~! 


Same, iron blued, round head, 70, 
25 and 5 per cent. 

Same, brass, flat head, 70, 25 and 
5 per cent. 

Same, brass, round and oval head, 
67%. 25 and 5 per cent. 

Galvanized, flat head, 57%, 5 and 5 
per cent. 

Nickel plated, round head, 60, 25 


and 5 per cent. 
Full packages are extra 5 per cent. 
Escutcheon pins, 33144 per cent off 
list. 


Freezer Sales Very Heavy— 
Stock Shortage Expected 


The excessive heat experienced the 
major portion of the last two weeks 
brought about an unprecedented demand 


and is very light for bolts 
Retail- 
ers are placing some fill-in orders, but 
these do not appear to be very heavy. | 
There has been no change in price. 


Prices 
and wholesale stocks 


for all lines of ice cream freezers. 
is reported that factories will not be 





likely to hold over any stock, and local | 


wholesale factors expect a shortage in| 
the near future. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS: 


Gray Goose freezer, 1 $2.45; 
qt., $2.81; 3 qt., $3.35; 4 “<. gg 10 a 
6 gt., $5.22. 

Alaska and Peerless freezers each 
take a discount of 20-10 per cent off 
list. 

Peerless ice chippers, Cyclone ice 
chippers, Toy Town ice crusher and 
freezer floor clamps take a discount 


of 33% per cent. 

Polar freezers take a discount of 
304% per cent. 

Power freezers take a discount of 
10 per cent. 

White Mountain freezers, 2-qt., 
$2.83 each; 3-qt., $3.38 each; 4-qt., 
$4.12 each; 6-qt., $5.23 each; S-qt., 
$6.75 each; 10-qt., $9 each; 12-qt., 
$10.75 each, and 15-qt., $12.80 each. 

Auto Vacuum freezers, 1 qt., $3.35 
each; 2 qt., $4 each; 3 qt., $5.35 each, 
and 4 qt., $6. 67 each. 

New Standard freezer, 1 qt. size, 
$1.15 eAac h. 


Few Price Changes 


Made in New York 


Metropolitan jobbers made the fol- 


lowing price announcements during the 





past week: 
Lead shot was advanced approximate- 


ly 5 per cent, and it is now quoted in 
5 lb. bags at 90c.: - and in 25 lb. bags at. 


$3.70. 


White rubber tubing has advanced 
approximately 10 per cent. 

Some jobbers have advanced Eng- 
lish brass hooks 5 per cent. 

Wire brushes were advanced 10 per 
cent. 


Fence Sales Satisfactory; 
Stocks Not Heavy 


An active demand continues for fenc- 
ing of all kinds. 
very light. Prices are unchanged. 


JOBBERS’ OTS aa TO RE- 
TAILERS, F.O.B. NEW YORK: 


Lawn fence, single, 165 ft. to a roll, 
26 in. high, $13.80 per roll; 42-in. 
high. $15.50 per roll, and 48 in. high, 
$17.25 per roll 

Lawn fence, double, 165 ft. to a 
roll. 36 in. high, $19 per roll; 42 in. 
high, $20.90 per roll, and 48 in. high 
$24.15 per roll. 


Flower bed guards, 165 ft. rolls, 


16 in. high, $5.95 per roll; and 22 in. 
high, $11.32 per roll. 

Ornamental gates, 3 ft. wide, 36 in. 
high, $3 each, and 42 in. high, $3.15 


each. 


Stocks are considered | 





ol 


Current Radio Quotations 


from Metropolitan Jobbers 


The prices quoted in the tables fol- 
lowing are representative of legitimate 
wholesale offerings in the metropolitan 
hardware market: 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 


Radio Receivers 


Chelsea, i-tube, F. F., $35 set: 
Chelsea 6-tube, R. F., $41 net to 
dealers, 

Freshman Masterpiece, 5-tube, list 
price, $60; dealer’s discount 35 per 
cent. Dealer’s net price, $39. 

Grebe Synchrophase, M. WU. 1, 5- 
tube storage battery receiver, or 
Same type M. U. 2, 6-tube dry cell 
receiver, either model less accesso- 
ries, dealer’ S net price, $100.75. List 
price, $1.55. 

Gilifillan’ "‘Meisteotrnc. GN 1, 5-tube 
model, list price, $150; dealer’s dis- 
count, 40 per cent. Same, GN 
model, list price, $120; dealer’s dis- 
count, 40 per cent. Same, GN 8, 4- 
tube model, list price, $65: dealers 


discount, 40 per cent. 


Loud Speakers 


Dymac, micrometer, volume con- 
trol, $5.25 each. 

K-E, list price, $18; dealer’s dis- 
count, 35 per cent. 

Spartan, adjustable, list price, $10; 
dealer’s discount, 40 per cent. 

Dymac, loud speaker unit, $3 each. 

Phonograph attachment, adjust- 
able loud speaker unit. Spartan 
brand, list price, $7.50; dealer’s dis- 
count, 40 per cent. 

Radio Phones 

Spartan head phones, list price, $5; 
dealer’s discount, 40 per cent. 

Dymac, No. E-103, $2 each; No. 
G-72, $3.25 each. 


list price $6; dealer's 


per cent. 


Head phones, 


discount, 33% 


Radio Tools 


Socket wrench sets, with 3 sockets, 
s4c.; with 5 sockets, 50c. each. 
Hand drills, $1.35, $1.54 Pro $2 
tadio tool sets, $2.15 each. 
Radio drill sets, 72c. each. 
Radio tap and die sets, $2.10 each. 


each, 


Soldering Irons 
$1. 50 per 


S5c. eac 


tinned, ae. 


electric, 


Copper, 
Samson, 


Dymace, electric, ‘soldering kit, $1.60 

each. 
, Radio Accessories 

Tubes, U. V. 200 or U. V. 201A, list 
price, $3 each; dealer’s discount, 25 
per cent. 

Gold Seal, battery chargers, list 
price, $3 each; dealer’s discount, 33% 
per cent. 


Hydrometers, 50c. -ach, 


Ground clamps, topper, 6c. each. 

Window lead in strip, 10c. each. 

Lightning arresters, 238c. to 25c. 
each. 

Mica condensers, 0.00025 and 0.001, 
15ec,. each: 0.001, 18¢. each; 0.002, 22c. 
each; 0.006, 36c. cnet. 

Porcelain insulators, 4-in. brown 
enamel. 10c. each; same, Knob type, 
2c. each. 

Pyrex insulators, list price, 45c. 
each; dealer’s discount, 331% per cent. 


Pacent plugs, 22c. each; same, auto- 
matic type, 52c. each. 
Radio plugs, in carton lots only; 


list price, 65c. 
40 per cent. 
1%, 2, 3 and 


20 plugs to a carton; 
each; dealer’s discount, 
Grid Leaks, Maghoms, 








4 are all 9c. each. 

Turnbuckles, 3-in., 6%c. each; 4- 
in., Te. each. 

Blow torches, Midget, 33c. each; 
Handy. 50c. eac improved auto- 
matic, $1.10 each, and Spartan, $1.40 
each. 

f3attery harness, 70c. eacl 

Radio antenna ou’'fit, $1. 90 each. 

Talking tape, 52c. each. 

Ammeters, O-35 amps., 50c. each. 

Voltmeters, O-35 volts, 70c. each. 

Combination meter, 0-50 volts, $1 
each. 
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Jobbers Announce New Drills 
Made by Millers Falls 


Jobbers announce a new Millers Falls 
breast drill known as No. 120, which 
will sell to the retailer at $2.50. From 
the same company comes a new hand 
drill No. 77. The retail prict is $1.25. 


White Rubber Tubing Prices 


Show an Advance 


An advance, said to be approximately 
10 per cent, has been made on white 
rubber tubing. New prices are given 
herewith. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

White rubber tubing, 50 ft. in a 
box, 3/16 in., $1.70 per box; *-in. 
size, $2.85 per box; %-in. size, $3.70 
per box. 


Suburban Demand Fair 
on Oil Cook Stoves, Etc. 


In the suburban districts, particular- 
ly in bungalow colonies and other sum- 
mer settlements, there has been a fair 
demand for oil cook stoves and kindred 
oil-burning equipment. Prices are un- 
changed and stocks are satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

These are list prices. Dealers’ dis- 
counts are noted after each group. 





NESCO— 
i, Bae S Oe cccicesevceucee ae 
a ee oe re nee ewe een 17.35 
No. BIB B DURMOTH .cccccvccccce See 
No. B14 @ DUPMOTS .cccccccccsce Mewe 
No. 215 5 DUPMOTS ...cccccccces Bara 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
Nesco dealer's discount, 30 and 5 
per cent. 
PERFECTION— 
Pl eee $17.50 
i. Ce Oe RB a cccecovecceseese 22.50 
Sm ON I i gi ia itt a te 28.50 
See, We MI. cccccecccescecs GO 
Perfection dealer's discount. 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 
Pee. GE BD BUPMIOTE. c ce cccccccceccbe $17.50 
on. Ce meee... cccsivesesseee Ee 
ee ee i ce eee eae 28.50 
Puritan discounts same as Perfec- 
tion. 
Ovens 
NESCO— 
No 05 1 burner solid door...... $2.10 
No. 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door. 5.7 
Dealer's discount 30 and 5 per cent. 
PERFECTION— 
No. 211 1 burner plain door... $2. 5 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door.. 6.00 
I a a ee a i sel 6.15 
Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door... .$5.25 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
Water Heaters 
re ee ee ee $45.00 
Perfection No. 412.......ccccess 40.00 
Pertectiom NO. SB... .cccccceccses 80 00 


30 and 5 per cent; 


Nesco discount, 
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30 and 5 per 
less than 


Perfection discount, 
cent in lots of 10 or more, 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


N. Y. Linseed Oil Prices 


Prices on linseed oil June 9 in lots 
of less than 5 bbl., $1.14; in lots of 5 
bbl. or more, $1.11; Calcutta linseed oil 
in bbl., $1.23. 

Boiled oil, 2c. extra; double boiled 
oil, 3c. extra, and oil in half bbls., 5c. 
per gal. additional. 


cook 


Wine Press Quotations 
Offered in N. Y. Market 


There has been some early interest 
shown on wine presses. Prices quoted 











June 18, 1925 


here are representative of local offer- 
ings. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Boss press, No. $6.7 No 
$7.50; No. 2%, $10; No. 3, S12. 75, aa 
No. 4, $16.25 each. 

Boss presses, with hinged tub, No. 
2, $8.60; No. 2%, $11.15; No. $14, 


and No. 4, $17.30 to $18.50 each. 
Crushers, wood, aluminum teeth,. 
$6 each. Same, galvanized iron, 


$6.50 each. 


Fall Weatherstrip Prices 
Announced by Jobbers 


The metropolitan jobbers have an- 
nounced fall prices on some weather- 
strip lines. 

Jobbers’ quotations 

f.o.b. New York 

Wirf’s weatherstrip, packed 500 ft. 
in a roll, on a reel, prices, per reel,. 
maroon, $28, and white, $36 


to retailers, 





Spring Goods Stocks Depleted— 
Buying Very Heavy on Screen Wire, 


Garden Hose, Lawn Mowers, Ete. 


Metropolitan wholesale stocks on screen wire, 


garden hose, 


hose reels, hose nozzles, lawn mowers and other spring lines are ; 
very much depleted, due to the exceptional rush of business in 


these items which has taken place in the last two weeks. 


Lawn 


rollers are also very scarce, and in much demand. Prices on 
hose reels have apparently stiffened somewhat. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Hose Reels 


Metal, channel steel frame, 
cast iron wheels, 9% in. corrugated 
steel drum, enameled green and 
black, $2 each. 

All Metal, steel 
welded together, 
nized steel drum, 
21™% in., handle 
each. 

All Metal, tubular frame, corru- 
gated galvanized steel drum, tubular 
steel wheels, enameled, 21 in., reel 
height, $3.85 each. Same, with height 
of reel, 24 in., $4.45 each. 


Dahlia Poles 


poles, 2 ft., 3%ec. 
to 8c. 
Sprinklers 
$6.25 per doz.: Revolv- 
ing, with three arms, $13.80 per doz. 
Two Purpose, $1.33 each: Rainking, 
—— each; Giant Rainking, $6.67 
each. 


All 


rod, electrically 
japanned, galva- 
diameter of wheels 
20-in. long, $2.25 


Dahlia to 5\4c.; 


3 ft., Te. 


Ringe type, 


Poultry Netting 


Poultry netting, New York stock, 
50 per cent off list; factory stock, 
50 and 7% per cent off list. 

Sprayers 

Galvanized. 4 gal., $4.88 each: 
brass, 4 gal., $7.50 each: bucket 
pump type, $2.75 each. Tin, % pint, 
23c. each. Tin. 1 qt., 3le. each; 
brass, 1 qt.. $1.15 each; galvanized, 
1 qt., continuous, 88c. each. 

Border Shears 

Without wheel, $2.95 each; with 
wheel, $3.50 each. 

Lawn shears, with two wheels, 


$3.50 each. 
Hedge Shears 


Disston, plain, 8 in., $1.65. and 9 
in., $1.78 per pair; 10 in., $1.90 per 


pair. 
notch, & in., $1.78: 9 


Disston., 
$1.90, and 10 in., $2.02 per pair. 


in., 











Wheelbarrows 

Canal barrows, steel wheel, $3.45 
each. 

Wheelbarrow, steel tray, wood 
frame, steel wheel, $5.60 each. 

Same, with steel frame, $7.35 each. 

Dutchess ore barrow, body 
width, 19% x 15%, $5.60 each. 

Same, 21% x 19’ $6.30 each. 


Same, 25 x 241, $7.25 each. 


Grass Catchers 


Grass catchers, plain bottom, for 
mowers, 12 to 16 in., 55c. each. For 
16 to 20 in. mowers, 70c. each. 

With round black, made of heavy 
white canvas, with heavy galvanized 


perforated bottom, for 12 to 16 in. 
mowers, $1; for 16 to 20 in. mowers, 
$1.15. 


Watering Pots 


Watering pots, galvanized, 
removable screw head on spot, 6-qt., 
64c. each; S8&-qt., 77c. each; 10-qt., 
88c. each, and 12-qt., 99c. each. 


Scythes and Snaths 


Scythes, Diamond Grit, 28 to 30-in., 


with 


and 30 to 40-in., $1.15 each. 

Big Chief, 28 to 32-in. and 30 to 
34-in., $1.45 each. 

English scythes, 30-in. and 32-in., 
$1.68 each. 

Bush scythes, $1.25 each. 


Scythe snaths for grass scythes, 
$1.23 each, for bush scythes, $1.42 
each. 


Lawn Mowers 


Three-blade, plain bearings, 
wheel, 12 in., $4. 85; 14 in., $5.15; 
.. $5.50, and 18 in., $5.80 each. 
Same, with ball bearings, 12 in., 
$6.65; in., $7; 16 in., $7.35, and 
18 in., $7.70 each. 

Four-blade, 9-in. wheel, 
ing. 12 in., $8.25: $8.55; 16 in., 
$8.85, and 18 in., $9.25 eac 

Same. with 10%-in. wheel, 14 in., 
$9.50: 16 in., $10; 18 in., $10.50; 20 in., 


$11.15. 
Five-blade, 10%-in. wheel, 
$15.35; 18 in., $16, and 20 in., 


each. 


8-in. 
16 


ball bear- 


rt 
"$16.7 
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Hot Wave Stimulates Sales in Chicago Market 
—Prices Are Firm with Upward Tendency 


(Chicago office of HARDWARE AGE) 

ENUINE hot summer weather, after weeks of dis- 
couraging cold, has stimulated hardware sales, 

both retail and wholesale, wonderfully. 
tremely heavy demand for summer merchandise has pre- 
cipitated a flood of orders on the wholesalers, as the re- 
tailers’ stocks have been fairly short, and consequently 
jobbers’ stocks are very low on many items and manu- 
facturers are falling behind on their deliveries. 
ness attending the hot wave has caused an exceptionally 
heavy run on garden hose with the result that the Chi- 
Electric fans, electric 
irons and window screens are other items that are get- 
The sale of lawn mowers, 
slumped considerably due to the same hot, dry weather. 


cago market is nearly cleaned out. 


ting scarce. 


AUTOMOBILE ACCESSORIES. 
—Summer goods are showing a heavy 
demand with the advent of the ex- 
tremely hot weather. There are no 
price changes. 
We quote 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 


from jobbers’ stocks, 


each: Champion Blue Box line, 58c. 
each; A. C. Titan, 58c. each; lots of 
100, 56ce. A. C. Special Ford, 44c. 
each 

Spot Light.—Anderson, No. 3280, 
$6. 50. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Ajax No. 6, 90c. each; Na- 
tional Standard No. 21, $1.20 each. 

Pumps.—Rose, 14-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
331%, per cent discount; 50 pair lots, 
40 per cent discount. 


Tire and Tubes.—30 x 3% bdversize 
‘ord tires, $9.45 each; regular cord, 
7.45 each; gray inner tubes, 30 x 
ket $1.20 each: red inner tubes, 30 
x 314, $1.50 each 


AXES. Prices continue 
Sales are seasonably active. 


We quote from jobbers’ 
f.o.b. Chicago: First quality 
bitted unhandled axes, 3 to 4 lb., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight. single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
’ngzuaranteed handled axes, $12 per 
doz., base. 


BASEBALL GOODS.—The © demand 
continues to be extremely good. 


BOLTS AND NUTS.—The sales volume 
continues to hold up remarkably well. 
Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread; 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent’ discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—tThe de- 
mand is heavy and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. C iene: 2% x 3% steel butts, 
case lots, old copper and dull brass, 
finish, $2.76 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass finish, 
$3.84 per doz. pair; heavy steel bevel 
inside sets, case lots, $6.75 per doz.; ; 
steel bit- ke yed front door sets, $1.75 
per set; wrought brass. bit-keyed 
front door sets, $3.25 per set; cylin- 
der front door sets, $7.50 per set. 


CHAIN.—Prices are unchanged. Sales 
are reported as good. 


Meas -) 


unchanged. 


stocks, 
single 





The ex- 


The dry- 


however, has 


from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 Ib.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per cent 
discount: No. 00-4% electric welded 
cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.—The 
demand is very good. No recent price 


We quote 


changes. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: Copper rivets and 


burrs, 35 per cent discount. 


DRAIN PIPE CLEANER.—Prices are 
‘unchanged. Sales are very good. 


| 
| 
| 
| 
| 


' 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Economy Plumber drain pipe clean- 
er, in 1 lb. net cans, in lots of 3 doz., 
$2.70 per doz., in lots of 6 doz., $2.60 


per doz.; and in 12 doz. lots, $2.50 per 


doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.70 per doz.; and in lots 
12 doz., $4.50 per doz. 

Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2, per doz. 
in lots of 2 doz. 

Hercules boiler liquid, 
$3 each; in % doz. lots, 
in 1 doz. lot, $2.25 each. 

Same, in %-gal. cans, 
doz. lots, $4.75 each; and in gal. 
$9 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Volume of sales is somewhat 


in 1l-qt. can, 
$2.50 each; 


$5 each; % 
cans, 


less during the past week. No price 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 


$4.50 per 100 ft.; corru- 
gated conductor pipe, 3-in., $4.75 per 
100 ft.; plain ridge roll, 1%-in., $4 
per 100 ft., corrugated conductor el- 
bows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Manufacturers are  be- 
hind on deliveries of fans due to the 
recent hot wave. The electric iron 
sales also have been extremely heavy. 
No price changes. 


gutter, 5-in., 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical No. 14 
rubber-covered wire, $7.50 per 1000 
ft.: in 1000-ft. lots, $7.20; No. 18 
lamp cord, $14.50 per 1000 ft.; in 
1000-ft. lots, $13.75; %-in. brush brass 


keysockets, 18c. each; two-way plugs, 
60e. each; in lot of 10, 49%c. each; 
one-piece attachment plugs, 138c. each; 
two-piece attachment plugs, = 12c. 
each; dry cells, boxes of 50, 30%c. 
each; less than case lots, 34c. each. 
Radio Supplies.—Radio B batteries, 


No. 766, $1.40 each; No. 767, $2.62 
each. : 
Battery Chargers.—Apco line, in 


lots of less than 10, $13.50 each, net. 
Tubes. —Cunningham and ~ ae 
$3 lit. Discount, 25 per cen 


Loud Speakers. —Western ie lectric, 








Prices, generally, are very firm, having stiffened some- 
what with the heavier demand of the past few days, 
although there are no advances in jobbers’ prices reported 
this week. Manufacturers, however, are reported as hav- 
ing made a small advance in roofing, and several makers 
of garden hose have announced an advance in their prices 
of about one cent per foot. 
to the general firmness of the market; turventine drop- 
ping off four cents again after its advance last week and 
shellac showing a small decline. 
fluctuation in the prices of some items of galvanized ware. 

The steel industry in this district showed a slight in- 
crease in production during the past week after a rather 
steady decline for the past few months. 


There are some exceptions 


There was also a slight 


No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—Sales are slowing 
down somewhat. No change in prices. 


We jobbers’ stocks, 
f.o.b. 12%, $29.02 per 
100 $44.08 per 100 
rods. 


FISHING TACKLE.—Sales are ex- 
tremely good as the vacation season 
gets into full swing. 

FILES.—The demand is reported as 
good. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American file, 60-16 
per cent off list; Nicholson files, 50 
per cent off list: Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—U nprece- 
dented hot weather so far in June has 
kept up the demand for watering pots 
which usually lets up after Memroial 
Day; the demand has been stimulated 
for refrigerator pans for the same rea- 
son. A few price changes have been 
recorded. 


We quote 
f.o.b. Chicago: 


quote from 
Chicago: 726-6- 
rod; 1848-6-14%%, 


from jobbers’ stocks, 
Competition galvan- 
ized after made water pails, genuine 
riveted ears, 10-qt., $2.10 doz.; 12-qt. 
$2.35 doz.; 14-in. pieced soldered gal- 
vanized refrigerator pan, per doz., 
$3.85" 16-in. per doz., $4.75; 5-gal. gal- 
vanized oil cans, galvanized breasts, 
$7.65 .doz.; %-bu. galvanized after 
made basket, $4.75 doz.: 1-bu. gal- 
vanized baskets, $6.75 doz. : 1%%-bu. 
galvanized baskets, $8.75 doz.; 12-qt. 
IX dairy pails, crates 1 doz., $3.00; 
F yy: \s XxX “Gaiey Pails, crates 1 doz., 
4.0 
GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The hot dry weather has 
stimulated the hose to such an extent 
that it has practically cleaned out the 
Chicago market. Naturally under 
these conditions prices are very firm. 
Several manufacturers have advanced 
prices about 1 cent per foot. 
We 
f.o.b. 


stocks, 
good 
10%, c. 
3- “Diy: 


from jobbers’ 
Garden hose, 
hose, %%-in., 
13ec. per ft.; 
wrapped, %-in., 

12c per ft.: 
wra pped, %-in., 12c. 

l4c. per ft.; b-ply, 
good quality, wrapped, %%-in., 9c. 
per ft.; %-in., lle. per ft. Lawn 
sprinklers, Rain King, $28 doz.; orig- 
inal fountain sprinkler, $8 doz.; Rain- 
bow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are fair 
at the new prices announced last week. 


quote 
Chicago: 
quality, molded 
per ft.; %-in., 
quality, 

per ft.; %-in., 
quality, 

per ft.; 4 -in., 


4-ply, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
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single strength, a 34 to se. | gg —— egg —. ott in: | ROLLER SKATES.—tThe demand is a 
bracket, 86 per cent discount; single 16-in. ba earing, 4-knife in | a. : 

strength A, all other brackets, 85 | wheels, $10 each; 16-in. plain bear- bit slow. Prices are unchanged. 

per cent discount; double strength | ing, 4-knife, 10%-in. wheel, $8.65 | We quote from jobbers’ stocks, 


A, all sizes, 86 per cent discount, each; 16-in. ball bearing, 4-knife, f.o.b. Chicago: Union roller skates, 


. galvanized nails is now $2.00 for 1-in. $2.35 per square; medium talc sur- 
HANDLED HAMMERS.—Prices are and longer, $2.25 for shorter than faced, $1.75 per square; light tale, 


. 1-in. | surfaced, $1.10 per square; red rosin 
unchanged except on occasional “lead- 
ers.” The semi continues very active. OIL STOVES.—The demand has im- a So or oon 


hs: saitnide: unin eee aie proved materially with the hot weather. ROPE.—The demand is very active 


double strength B, 87 per cent dis- | 9-in. wheels, $7.85 each; 16-in. plain | for boys, $1.40 per pair; for girls, 
count. Putty, pure grades, $3.75 per | bearing, 4-knife, 9-in. wheel, $7.35 $1.50 per pair. Chicago roller skates 
100 Ib.; commercial, $3.40 per 100 Ib. a te : ie he | for boys, $1.30 per pair; for girls, 
-in. wheel, eacn; in. 1.40 r r. 

HATCHETS.—Sales are  seasonably bearing, 3-knife, 8-in. wheels, $.85 | ; ve ane 

good. Prices are without change. | __ each. ROOFING AND PAPER.—Prices are 

ae iiiiceet ates NAILS.—Sales are good. Prices are)! firm with advances reported in manu- 

We quote from jobbers’ stocks, | '’ ; 

f.o.b. Chicago: First quality hatch- unchanged. _facturers’ line. Sales are very active. 
ets, No. 2 shingling, $11.20 doz.; first ; ; fe | ‘ : scat 
quality hatchet, No. 2 broad, $14.45 We quote from jobbers’ stocks, | We quote from jobbers’ stocks, 
doz.: medium quality hatchets, No. f.o.b. Chicago: Common wire nails, | f.o.b. Chicago: Best grade slate sur- 
2 shingling, $7.25 doz.; medium qual- $3.15 per keg base; cement coated. faced prepared roofing, $2.10 per 
ity hatchets, No. 2 broad, $10.50 doz. $2.40 per keg base. The extra for square; best grade tale surfaced, 





























. ° } Ty . . 

f.o.b. Chicago: Vaughn-Bushnell, 16- Prices remain unchanged. | No early price changes in prospect. 

oz. nail hammer, $10.50 doz.; Stanley, , aaa _— | We uote from jobbers’ stocks, 

$10.50 per doz.; Maydole, $12.60 per | Py cng ae. Gan Fagg ~ sll ie a | re Cena: No. ; te i «ee 
doz.; other makes 16-0z. machinist tion 2-burner stove $17 each list: ard brands, 26%4c. to 28%c. per Ib.; 

hammers, $7.85 doz. and 16-oz. nail 3-burner, $22 each list: 4-burner, $28 | No. 2 Manila, 25%c. per lb.; No. 1 

hammers, $6 doz. pet ot Bp ey ane th wae wee PY a Sisal. 17%c . > Ib: N 2 Sisal 

, each list; new Improved Perfection S1Sal, i72c. per -» svO. & S1Sal, 
HANDLES, AGRICULTURAL.— Sy + peel x cach list; 3-burner, | 16%@c. per Ib. 

_— : 23.00 eac ist; 4-hburner, $35 eac : . 
Prices unchanged. There is a good de- list; Superfex 2-burner, $45 each list: SASH CORD.—The demand iS satis- 
mand. 4-burner, $58.50 each list. All sub- | factory and prices are still unchanged. 

ject to 30 per cent discount. Lots : . , : 
We quote from jobbers’ stocks, of ten or more are subject to 30-5 We quote from jobbers’ stocks, 
f.o.b. Chicago: per cent discount. Nesco Oil Cook f.o.b. Chicago: No. 7 standard brands, 
Hay Fork Handles. — Straight, | Stoves, No. 211, 1 burner, $9.50 each | $9.55 per doz. hanks; No. 8, $11 per 
chucked and bored, best —_ <e are No. 212, 2-burners. $17.35 each doz. hanks. 

ft., $4.50 doz.; 5-ft., $5.50 doz.; XX, ist; No. 213, 3-burners, $22 each list; | : 

414-ft., $4 doz.; 5-ft., $4.80 doz.; X, No. 214, 4-burners, 928 each list; No. | SASH PULLEYS.—Sales are very 

1% ft., $2.40 doz.; 5-ft., $2.80 doz. 215. 5-burners, $39.50 each list; No. good and prices remain unchanged. 

Hay Fork Handles.—B ent, chucked 11902 High Shelf only, $5.25 each list: | . . ‘ ; as 
and bored, best grade with strap, No. 1103 High Shelf only, $6.50 each We quote from jobbers’ stocks, 
ferrule and cap, 4%-ft., $7.50 doz.; list: No. 1104, High Shelf only, $8 | f.o.b. Chicago: Common sash pul- 
5-ft., $8.50 doz.; XX, bent, with each list; No. 1105. High Shelf only, |  leys, 50c._ doz.;° barrels, 54c. doz.; 
strap, ferrule and cap, 4-ft., $5.50 $9.75 each list. Rockweave_ wicks, | Common Sense, 2-in., 60c. doz.; bar- 
doz. : 41 -ft., $5.75 doz.: XX bent, i 2c. each. Nesco Ove nN. No 05. l- rels, 4c. . doz. ; No. 105, 52c. doz.; 

114 -ft., $4. 50 doz.; 5-ft., ny ; burner, Solid Door. $2.10 each list: barrels, 48c. doz. 

X bent, e-ft., $3 doz.; 5-ft., 35.40 No. 5, 1-burner. Glass Door, $2.25 . ; 

doz. each list: No. 010, 1-burner. Solid SCREWS.—There is a steady demand 

Manure Fork Handles.—bBent, best Door, $4.15 each list: No. 10, 1-burner, and prices are firm. 

grade, 4-ft., $4.75 doz.; 4%-ft., $5. 10 Glass Door, $4.40 each list: No. 020, " . : ao 

doz.; XX bent, 4-ft., $4.15 doz.; 4%%- 2-burners, Solid Door. $5.15 each list: | We quote from jobbers’ stocks, 

ft.. $4.40 doz.: X bent, 4-ft., $2.60 No. 20. 2-burners, Glass Door, $5.40 | f.o.b. Chicago: Flat head, bright 
doz.; 4%4-ft., $2.95 doz. each list: No. 030. 2-bunners, Solid | screws, 78-10 per cent new list; 

Garden Hoe Handies.—XxX, 41'4-ft., Door. $5.40 each list: No. 30. 2-burn- | round head blued, 76-10 ‘wt cent new 
$3.45 doz.; X 4%-ft., $2.40 doz. ers, Glass Door. $5.70 each list; Nesco list; flat head brass, 76-5 per cent 

Garden| Rake Handles.—XX, 5%%- water heaters, $45 each list. All sub- | new list; round head brass, 74-5 per 
t., $5.25 doz.: X, 5% ft., $3.25 doz. ject to 30-5 per cent discount. cent octal list; japanned, 72-10 per 

Shovel Handles. — Regular pattern, The manufacturers of Nesco Oil cent new list. 

XX, 412-ft., Dae hy ~ 4? ao. — Stoves oe four zone price SCREEN DOORS AND WINDOW 

$3.90 doz.; / indle est grade ists, varying according to the freight ‘ é 

$7.95 doz.: X grade, $6 doz. rates. The above prices are effective SCREENS.—The hot weather has 

Spade Handies.—D handle, best in Zone 1. stimulated such a demand that jobbers’ 


grade, $7.75 doz.; X grade, $6 doz. 























HANDLES, TOOL.—Prices are firm PAINTS AND _ OILS.—Turpentine stocks are getting low. 
Sale ~ ‘copediallle good on the shorter drops back four cents after last week’s , ny = from jobbers’ stocks, 
males are es ; y > § .o.b., Chicago: 
aii advance. Shellac also falls off. Screen Doors.—No. 266, 2-8 x 6-8 
eid We quote from jobbers. stocks, $22.80 doz.; No. 296, 2-8 x 6-8, $27 
We quote from jobbers’ stocks, f.o.b. Chicago: | doz.; No. 311, 2-8 x 6-8, $32.10 doz. 
f.o.b. Chicago: Linseed Oil.—Raw. barrel lots Window Screens.—No. 1833, $4.94 
y Tjiekary — ’ « > ts, $1.19 +r ‘ ‘ 
ue Noo, $3 =a: poumek eneeith per gal.; 5-barrel lots, $1.14 per gal. rp a own oe 
hickory, $5 doz.; finest selected sec- | Linseed Oil. — Boiled, barrel lofs, SOLDER AND BABBITT METAL.— 
one ete oe gh $6 ~~, - gg per gal.; 5-barrel lots, $1.17 per Prices are strong and sales are very 
atchet an ammer andies.— al. 
No. 1, 90c. doz.; finest second growth Turpentine.—Barrel lots, $1.20 per good. 
hickory, $1.50 doz. gal. , by Tues oo See stocks, 
HINGES.—Sales are very good. Prices Denatured Alcohol.—Barrel lots, 58c. 0.b. Chicago: arranted, 50-50 
are unchanged , | per eal. ; steel drum, extra, $6 re- | =, +37 ood rod oe ae, ee 
< , turnable. ape) -pchli ~ er “3 ers, t= 
. . ’ . so i. ( . 2 > 
_ We quote from jobbers’ stocks, White Lead.—100-Ib, kegs. $15.75; pabbitt metal, $20 per 100 Ib; stand- 
Ob. licago: eavy strap hinges, 50-Ib. kegs, $8: 25-lb. kegs, $4: 1214- a ae ae -9 
in. nena. eis LS: a. GS lb. kegs, $2.05. ty No. 4 babbitt metal, $13 per 100 
6-1n., .60; in o.é in. .o , "47 : , e 
per doz. pair; extra heavy T "yi: ae Paste.—Barrel lots, 7c. pet STEEL SHEETS.—Prices are un- 
in bundles, 4-in., $1.56; 5-in., $1.66; | , : 
6-in., $2.08; 8-in., $3.56: 10-in., $5.10 Shellac. — (4%4-lb. goods) white, | changed with the demand holding up 
per doz. pair. $4.25 per gal.; orange, $4.05 per gal. very well. 
ICE CREAM FREEZERS.—The hot _English Venetian Red.—In barrels, We quote from jobbers’ stocks, 




















¥5.50 to $6.75 per 100 Ibs. f.o.b. Chicago: 28-gage galvanized 


=p _ , sheets, $5.50 per 100 Ib.; 28-gage 
 PYREX WARE.—Hot weather has black sheets, $4.50 per 100 Ib. 


weather has greatly increased the de- 
mand. No change in prices. 





We quote from — jobbers stocks, | ea nig csr 4 ne. seep sets. WIRE GOODS.—Sales are very good 
gg ag ae gay FOR BP rng cagetingy sei B-caee en measur- with present prices holding firm. 
qt., $4.85 list; «-qt., $5.65 list; 3 qt., ing cups are in demand. 
$6.75 list; 4-qt., $8.25 list; 6-qt., $10.45 : We quote from jobbers’ stocks, 
list; 8-qt., $13.50 list; 10-qt., $18 list; | We quote from jobbers’ stocks, f.o.b. Chicago: No. 8 black annealed 
12-qt., $21.55 list; 15- -qt., $25.60 list; | f.o.b. Chicago: wire, $3.05 per 100 lb.; No. 9 gal- 
20-qt., $33.20 list; 25-aqt., $42.60 list; | Bread Pan.—No. 212, $7.20 doz.; vanized plain wire, $3.50 per 100 Ib.; 
Arctic, 1-qt., $4 list; 2-at., $4.60 list; | No. 214, $12 doz. catch weight spool galvanized cattle 

s-qt., $5.55 list; 4-at., $6.80 list; 6-qt., Casseroles. — Round, No. 167. $12 or hog wire, $3.85 per 100 Ilb.; 80- 
$8.60 list; 8-at., $11.10 list. All the doz.; No. 168, $14 doz.; No. 182, $12 rod spool galvanized hog wire, $3.34 
above less 50 per cent discount. doz.; No. 184, $14 doz. per spool. egg og ere 

TY ] anil ; Casseroles.—Oval, No. 193, $12 doz.; $3.60 per 100 lb.; 12-mesh black wire 

LAWN MOWERS.—Sales are dropping No. 197, $14 doz. ’ cloth, $1.90 per 100 sq. ft.; 12-mesh 
off due to the hot dry weather. No Pie Plates.—No. 202, $6 doz.: No. | galvanized wire cloth, $2.20 per 100 
price changes 203, $7.20 doz.: No. 209, $7.20 doz. sq. ft.; 14-mesh bronze wire cloth, 

; Tea Pots.—2-cup, $20 doz.: 4-cup, $6.25 per 100 sq. ft.; galvanized poul- 

We quote from jobbers’ stock, $24 doz.; 6-cup, $28 doz. try netting, 55-5 per cent discount; 
f.o.b. Chicago: Utility Pans.—No. 231, $8 doz.; No. galvanized after poultry netting, 50-5 

Lawn Mowers.—16-in. ball bearing, 232, $14 doz. per cent discount. 
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HARDWARE AGE 





Seasonal Lines Moving Freely in Northwest 


—Qutlook Reported Favorable 


(Minneapolis office of HARDWARE AGE) 

S the season advances, there are evidences of a feel- 
ing ef a stronger market for the Twin Cities. 

Crop prospects for this year are very favorable, 

and it is on the crops and dairy products that the great 
Northwest relies for its main revenue, the iron mines in 
Seasonal merchan- 
dise is moving more freely, and there is every indication 


northern Minnesota notwithstanding. 


AXES.—The market for axes is normal 
for this season of the year, witn good 
stocks from which to draw. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14.50 and double bit, 
base weights, $19.50. 

BOLTS.—Market is steady and sales 
normal in the bolt lines. 
well filled, and prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts, 50 per cent; large and 
small machine bolts, 50-10 per cent: 
stove bolts,, 75 per cent and lag 
screws, 60 per cent from lists. 

BRADS.—Sales continue to show good 
totals, with the amount of building 
which is in progress. Stocks are in 
good condition, and prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
ib. boxes at 70-10 per cent from lists. 


BUILDERS’ HARDWARE.—There 


is 


Stocks are. 


a steady and consistent call for build-— 
ers’ hardware, in all parts of the North- | 


west. Building 


is progressing at a 


very good rate, with the best condi- | 
tions in this respect in the rural dis- | 


tricts. There is apparent a steady gain 
in the amount of building being done 
in the larger centers, however, and 
prospects are excellent for the sale of 
all lines entering into the building of 
homes and business buildings. 


CHURNS.—Demand is fair, 


with | 


stocks well filled for the summer sales. | 


Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 30-10 per cent from lists. 


COPPER RIVETS AND BURRS.— 
Sales are fair, with stocks well filled. 
Garages are steady customers at this 
season of the year, for brake band 
rivets. Prices show no changes. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Copper rivets and 
burrs at 30-10 per cent from lists. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Call is fairly good in 
this line, with the steady demand from 
new building, and repairs and alter- 
ations. Stocks are well filled, and 
prices unchanged from the last quo- 
tation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Lap joint, 29 ga., 
single bead, 5 in. eaves trough at 
$5.50 per 100 ft.; 29 ga., 3 in. conduc- 
tor pipe, $5.15 per 100 ft.. and 3 in. 
conductor elbows, $1.73 per doz. net. 


FIELD FENCE.—Call is good at this 











tionary for some 


season of the year, as the seeding has | 
been completed, and haying has not | 


yet started. The farmers are turning 
their attention to the necessary build- 
ing of fences. Good conditions as to. 


crops have improved the sale of woven | 


fencing. Prices have not changed. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Grade L field 
fence, 26 in. No. L726, $29.70 per 


100 rods, net. 


I‘ ILES.—Sales are steady and general- 


ly good. Stocks are well filled, and. 
prices steady as quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files at 
.0 per cent from lists and second 
grade files at 60 per cent from lists. 
FREEZERS.—Warmer weather has. 


improved the sales of freezers in the 
past two weeks. Stocks are heavy in. 
anticipation of good demand. Prices 
have not changed. | 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: White Mountain 
freezers, 4-qt., at — 13 each and 8- 
qt. at $6.7 15 each, net 


GALVANIZED WAlih—Demend for. 
certain items of galvanized ware has 
been heavy. Sprinklers have _ been 
moving out rapidly, due to the lack 
of rains. Galvanized pails have sold 
well also, especially to the contractors. 
Stocks are still in fair condition, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tub at $7.25; No. 2, at $8; 
No. 3, $9.20; heavy No. 1, $12.30; No. 
2, $13.50; No. 3, standard 10- 

qt. pails at $2.65; 12-qt., $3; 14-qt., 

$3.35; stock pails, 16-qt., $5, and 18- 

qt., $5.50 per dozen, net. 

HOSE.—The continued dry weather 
has caused an exceptionally good sale of 
garden hose. Stocks have been drawn | 
on heavily, with the medium size of. 
hose proving a strong favorite. Prices | 
are still holding steady as last quoted. | 

We 

f.o.b. 

ply, oy 

Luck, % 


jobbers’ stocks, 

Competition, 3 
hose at 814¢. ; Good 
6 ply, 10'M%c. ‘ 
in., 6 ply, 10%4c.; Bull Dog, 3g 
ply, 138c. per ft., net 


| 
LAWN MOWERS. —— for lawn | 
mowers has been fair, and shows some | 
improvement in the past two weeks. | 
Sales doubtless would have been still | 
heavier, had there been heavy rains 
earlier in the spring. Prices are un- 
changed. 
We 
f.o.b. 


from 
Cities: 


quote 

Twin 

in., 
in., 


jobbers’ stocks, 
Philadelphia styles 
A and C lawn mowers at 35-5 per 
cent; style E at 40-5 per cent, and 
style K at 35 per cent from lists. 


quote from 
Twin Cities: 





OIL COOK STOVES, OVENS 


that the year will be a good one in all respects. 
Prices are very stable, showing signs of remaining sta- 


time to come. This adds to the con- 


fidence in the market and encourages buying. Collections 
are rating very well on the average, with the best condi- 
tions in this respect remaining in the country districts 
outside of the larger centers, 
show signs of improvement. 


although collections there 


MILK CANS.—Demand is steady, and 
stocks are well assorted. Prices show 
no changes. 


We quote from 
f.o.b. Twin Cities: 


stocks, 
5-gal. 


jobbers’ 
tailroad 


milk cans at $2.60; S-gal., $3.10 and 
10-gal., $3.20 each, net. 


NAILS.—Building is fairly good now 
and nails are selling in proportion. 
Stocks are well filled, and prices wu! 
changed. 

We stocks, 
wire 
and 
$2.65 


jobbers’ 
Standard 

base, 

at 


from 
Cities: 

3.25 per keg, 
coated wire nails 


"¢ uote 
f.o.b. Twin 
nails at 
cement 

per keg, base. 


AND 


WATER HEATERS.—Sales are very 


good in this line, with the warmer 
weather which we have been having. 
Prices are steady and unchanged. 

Oil Cook Stoves 


alas mig 8 
ee Se Wi 6 ckbcecziceccce. SS 
No > Bo re 17.35 
ING. BES © DUPMOTH cs cccccccccce Banee 
ee Ce 28.00 
Fee. Bee © WUPMOER... ccciccccceces 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1194 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
Nesco dealer's discount, 30 and 5 
per cent, 
PERFECTION— 
i > > $17.50 
Ne 22.50 
PEG. 26 4 TWRPMIORM. «ccc cccwcccecee 28.50 
No. 75 5 burners..........++0: 39.50 


discount, 
more; 


Perfection dealer's 
and 5 per cent on lots of 10 or 
on less than 10, 30 per cent. 





PURITAN (Improved Model)— 





fe eee $17.50 
No. ee ae I ob ou bd 004 oe wae 28.51) 
EVO. GES PG soos cacccccesns 28.50 
Puritan discounts same as Per- 
fection. 
Ovens 
NESCO— 
No, 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... $.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door. 5.15 
No. 20 2 burners glass door. 5.40 
No. 030 2 burners solid door.... | ».40 
No. 30 2 burners glass door.. 5.70 
Dealer’s discount 30 and 5 per 
cent. 
PERFECTION— 
No. 211 1 burner plain door.....$2.50 
No. 211G 1 burner glass door.... 2.70 


No. 121G 1 burner glass door.... 4.99 
No. 122G 2 burners glass door.. 6.00 
Sb bal iw a6 a eek se bn eee 6.15 


Dealer’s discount, on 10 or more, 39 
and 5 per cent; less than 10, 30 per 
cent. 


PURITAN— 
No. 42G 2 
Dealer’s 

> per cent; 


_——_—_-_ - -— 


.$5.25 
or more, 30 
30 per 


burners glass door... 
discount, 10 
and 5 less than 10, 


cent, 
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Water Heaters 

Nesco eeosvceeceoeveceereceseeeees eves eees 
Perfection No. 
Perfection No. ) 

Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 

Wicks, Etc. 

Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on cook 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—In 


oil 





this line there is no decrease in sales, 
as the demand has been steady all the 
spring. Painting of old buildings has | 
decreased slightly perhaps in the past 
two weeks, due to the annual crop of 
insects, but this decrease has_ been 
taken up to a great extent by the 
amount of building being done. Stocks 
are still in good condition, and prices 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b Twin Cities: First grade house 
paint at $3.10 per gallon; second 
grade at $2.25 per gallon, and white 
lead in 100 Ib. containers at $14.29 
cewt., net. 

PAPER.—Sales are satisfactory, and 








stocks well filled. Prices are unchanged. 


HARDWARE AGE 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper, in 25, 30 and 35 Ib. rolls at 
$3.25 cwt., net. 


POULTRY NETTING.—Demand 
fair, with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Poultry netting at 
50 per cent from lists. 


PYREX OVENWARE.—Sales are nor- 
mal for this season of the year, with 
a very fair demand from the market 
created by the June bride. Stocks are 
in good condition, and prices steady. 


ee 


S 


We quote from jobbers’ stocks, 
fo.b. Twin Cities: No. 197 casse- 
roles, $1.17; No. 202 pie plates, 50c.; 
No. 210 pie plates, 67c.; No. 212 
bread pans, 60c.; No. 231 utility pans, 
7c.; No. 12 tea pots, $1.67; No. 24 
tea pots, $2: No. 36 tea pots, $2.33 
each, net. 

REGISTERS.—Building and _ repair 


work are taking a very fair share of 
registers. Stocks are well filled for 
this demand, and prices steady. 

We from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel or 
wrought steel registers at 40 per 
cent from lists. 

ROPE.—Retail sales for haying pur- 
poses are moving along at a fair rate, 


quote 
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with stocks well prepared to meet the 
demand. Prices are steady as quoted. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 28%c. Ib., and best grade 
sisal rope at 19%c. Ib., net. 

SAN DPAPER.—Sales are normal, with 
prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 
1, sandpaper, $6.65 per ream; second 
grade, No. 1, $6 per ream, and garnet 
No. 1, $16.50 per ream. 

SASH CORD AND SASH WEIGHTS. 
—Demand is good, with the amount of 
building in progress. Stocks are well 
filled, and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 79c. per Ib., and second or 


ordinary grade at 47c. per Ib, net; 
cast iron sash weights at $2.35 cwt., 
net. 


SCREWS.—Call for screws is steady 
and consistent with the general condi- 


tions. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 


wood screws, 80 per cent; flat head 
japanned, 70-5 per cent: round head 
blued, 75-5 per cent; flat head brass, 
70-10-5 per cent, and round head 


brass, 70-5 per cent from list. 





A New Corbin Sash Lift 


The P. & F. Corbin, Division of the 
American Hardware Corporation, New 
Pritain, Conn., is placing a new flush 
sash lift, No. 2212 on the market. It 
is a one-piece lift, wrought in either 
brass or bronze and designed by the 
makers to meet the demand for a mod- 
erately priced lift which has something | 
of beauty besides being a convenience | 
for opening and closing the window. 

Its graceful contour, in combination 
with a dull brass or polished brass 
finish gives an effect which is said to | 
be particularly pleasing in homes of | 

| 











the colonial or bungalow type where 
woodwork is used. It is also | 


white 
other finishes to harmonize | 


made in 

with the various styles of woodwork. | 
This lift is 1% x 3% in. packed one | 

dozen in a box with screws and the | 

chipping weight is 1 Ib. 





> No. 2212 


Auto Wrench of Unusual | 
Strength 


The methods employed in construct- 
ing the Crescent “019” auto wrench are 
said to be unusual. It is put on the 
market by the Crescent Tool Co., 
Jamestown, N. Y., with the idea of | 
furnishing the trade with a tool of | 
value. It is entirely forged, which | 





means the jaw as well as the handle, 
and consequently strength is built right 
into it. 


_hardened steel knurl. 





The teeth are said to be accurately 


milled and to give strengh and easy 
adjustment, which adjustment is held 
by a small spring pressing against the 
It is hand pol- 
ished. A guarantee goes with each 


wrench. 


Economical Auto Vacuum 
Cleaner Operates by 


Suction 


An accessory that will recommend 
itself as a convenience and economical 
investment to all autoists has been 
placed on the market recently by the 
Malco Products Corp., Bush Terminal, 
Brooklyn. 

It operates by suction of the car en- 
gine, and is easily attached to intake 
manifold between the butterfiy valve 
and the engine. In hot weather during 


_ steady driving it is said to effect a sav- 
ing in gas consumption of from 25 per 
cent to 30 per cent. 
of the 


A slight adjust- 


ment dash control introduces 





air directly into the engine, through a 


| copper tube, without passing it through 


the carburetor, securing, it is claimed, 
greater engine efficiency by cutting 
down the amount of gas ordinarily re- 
quired. 

For its other uses, it is necessary 
only to idle the engine, attach the hose 
to the connection on the dash and a 
vacuum cleaner of considerable power 
is provided. This is suggested as a 
great convenience in cleaning away 
dust and dirt from both upholstery and 
clothing after a long country drive. 

A chamois bag filter separates the 
dirt from the air, trapping the dirt 
in the nozzle, preventing any dust from 
entering the engine. As an added pre- 


ventive a metal safety trap consisting 
of a copper screen 100-mesh fine guards 





the engine from dust and dirt as ef- 
fectively as if it were a carburetor. 
The greatest care is’ said to have 











. ~~ 


been taken to employ only the best ma- 
terials and workmanship. 


Electric Soldering Iron with 
Swivel Point 


An electric soldering iron intended 
for general use in the workshop or 
home has been put on the market by 
the Ward Mfg. Co., Inc., 937 Welling- 
ton Avenue, Chicago. 

It is built with swivel point, capable 
of adjustment to any position to 45 
deg., making it possible to solder places 
otherwise inaccessible. Either alter- 
nating or direct current may be used 
from 105 to 115 volts. All parts are 
said to be insulated against any pos- 
sible short circuit and the heating ele- 
ments to be made of high grade ni- 
chrome wire wound on high resistance 
lavite, while the cords are covered with 
flexible rubber and the points tinned 
ready for use. Each iron draws 100 
watts of current and carries a year’s 


guarantee. 





As a product approved and listed as 
standard by the Underwriters’ Labora- 
tories, it is said to be subjected to a 
500-volt insulation breakdown test be- 
fore being shipped from the factory. 
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Three good-looking, practical fixtures for 
making attractive window displays; nicely 
finished in mahogany or oak; nine display 
shelves; suitable for showing any kind of 
merchandise; conservatively valued at $12.50 

-and yours absolutely free if you order the 


Mirro Window Stand Deal! 


But that isn’t all. You also get 150 beauti- 
fully illustrated 4-page invitation letters, all 
ready to mail to your best customers; a set 
of handsome display cards; and an enameled 
brass sign. A\ll free. 


The Mirro Display Stand Deal consists of 
69 sure-selling Mirro articles, expertly picked 


CMIRRO 


The Finest Aluminum 
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or your windows—free 
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to give you a representative line that will 
build solid, permanent business. The cost, 
$59.00, is the cost of the merchandise alone 
at regular prices, so the stands, letters, cards, 


and sign are actually, genuinely free. 


Here’s a real merchandising plan that is 

selling quality alumintim at a quality profit 

for hundreds of merchants. It will do it for 

you, too. 

You ought to know more about.it. All right 
-just mail the coupon below. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U. S. A. 
Makers of Everything in Aluminum 





& 


Information Coupon 


Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 


Gentlemen: 
details about that Mirro Window Stand Deal. 





Please send us, without obligation, all the interesting 














HARDWARE AGE 





June 18, 1925 


Satisfactory Demand for Seasonal Lines in 
Pittsburgh—Collections Reported as Fair 


(Pittsburgh office of HARDWARE AGE) 

HAT might well be called a satisfactory business 

\ \ is being done in the seasonal lines of hardware in 
Both jobbers and retailers have had 
heavy demand upon them for such items as screen cloth, 
screen doors and windows, garden hose, electric fans and 
about everything else that is associated with high tem- 
The staple lines are being bought only on a 
hardware business could 
be larger, but consumers seem to have adopted the same 


this district. 


peratures. 


fill-in basis. In a general way, 


AUTOMOBILE 


tions to standard equipment as possible 
and the word from accessory dealers 
here is that business still is slow. 





ACCESSORIES.—Car | 
owners are driving with as few addi- | 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
49, 58ec.: lots of 50 to 99, 55c.; lots of 
100 to 200, 57c.; lots of 300 or more, 
47c.: A. C. plugs, No. 1075, for Ford 
cars, lots of less” than 10, 49c.; lots 
of 10 to 49, 44c.: lots of 50 to 99, 
42c.; lots of 100 to 200, 39c.; lots of 
300 or more, 37c. 

Motor Meters.—Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 387 per cent 
off list. 

Spartons, single lots, 334. 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over 
40 and 5 off list. 

Windshield Cleaners. — Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

AWN'NG HARDWARE.—This is the | 


season for awning 
local jobbers have been called on pretty 
heavily for awning hardware. 


installations and | 


AXES.—tThere is a fair demand in this | 


market with no change in prices. 


We quote from Pittsburgh jobbers’ 
stock: First quality unhandled axes, 
base group (3 to 3% Ib. or lighter) 
single bit, $14 per doz.; double bit, 
$19; No. 2 group (3% to 4% Ib.) 
60c. per doz. advance over base: 
No. 3 group (4% to 4% Ib.) $1.20 
over base; No. 4 group (4% to 5% 
Ib.) $1.80 over base, handled axes, 
base group, single bit, $18.25 per 
doz.; double bit, $23.25 per doz. 


GARBAGE CANS 


BATTERIES.—Demand is steady with | 


prices holding at recent levels. 


Jobbers’ quotations to retailers, 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
Kach Each 
i ee ree 1.05 $0.97 
RY rte di ie ila a alee 1.32 1.22 
NN eee 1.22 1.14 
A Sl i i acces oe 1.40 1.30 
ae 2.62 2.44 
Orr 2.62 2.44 
ee ene 3.33 3.09 
 —. aa 42 39 
No. 6 dry cells, ignition type, 29c. 
each in full packages; 30c. each for 


broken packages. 
BOLTS, NUTS AND RIVETS.—Manu- 
facturers have announced the continu- 
ance of present discounts on third quar- 
ter business. The market on bolts and 


nuts appears to be pretty well stabilized | 


since this is the third successive quar- 
ter without change in prices other than 
the change from a delivered price basis 
to base prices at Pittsburgh, Chicago, 
Cleveland and Birmingham. Demands 


upon the jobbers here are small and _ 
they in turn are buying very sparingly | 


from the manufacturers. 


We quote out of jobbers’ 
follows: 

Machine 
50 and 10 per cent off list; 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.25c. off list, c.p.c. 
and t. blank or tapped, 3.35c. off list: 
rivets, small wagon and tinner’s, 60 
per cent off list. 


ELECTRIC FANS.— Lively demand 
still exists and jobbers who had pretty 
large stocks have been able to very ma- 
terially reduce them. 


stocks as 


bolts, small rolled threads, 
i all sizes 


A good many. 


retailers in this district do not carry | 


electric fans and one explanation is 


that those stores specializing in elec- | 
trical goods seem to be the most nat- | 
ural place for someone looking for a 


fan to go. Another reason why some 


retailers do not carry fans is that they | 
find a good many people employed by | 


some company that is large enough to 
secure wholesale prices usually go to 
the purchasing agent of the company 


and secure the fan at the retailers’ 


price. Jobbers quote the Emerson line, 


No. 44, at $6 each, and No. 450 at | 


$11.50. 


AND PAILS.— | 


These lines are proving very well, as | 
is usually the case at this time of the | 


Net prices to retailers follow: 
Security Line Ash Cans.—No. 1, 
$2.80; No. 2, $3.25; No. 3, $3.85; 
Garbage Cans, No. 10, $2.05; Garbage 
Pails, No. 7, $1.50; No. 8, $1.60; 
No. $1.90: Keystone Garbage Cans, 
No. 11, $1. 70: No. 12, $1.95; No. 13, 
ge pene Rubbish Cans, No. 
0. $4.8 


GARDEN ‘HOSE. —Very brisk demand | 


vear. 


has been noted lately for garden hose | 
due to the fact that the temperatures | 
have been so high that hose has been | 


brought into play not only in keeping 


the lawns wet down but also to cool off | 


the walks. 


HAYING TOOLS.—The haying season | 
is at hand and there is more interest | 


in haying tools. 


No. 5 carriers, $7.05 each: D. A. 
track, $0.17%4; double harpoon forks, 
$1.50; single harpoon forks, $1.50. 


PAINTING MATERIAL.—Turpentine 
has receded very sharply in price but 
oil has gone up 1 cent a gallon. There 
is no change in other items under this 
heading. Business is fairly good but 
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sort of a policy that for some time has been observed by 
wholesalers and retailers of waiting until a real need 
existed before covering. There has been very little ad- 
vance buying of the lines that now are very active, and of 
course there is now a rush to get the things that are 
wanted. There has been no special change in prices. 
lections still are only fair in this district, and with the 
steel industry slowing down and the coal industry still 
very much depressed the outlook does not indicate much 
improvement in the near future. 


Col- 


not up to expectations nor to the vol- 
ume of a year ago at this time. _ 


Prices to retailers: 

Ready mixed paints, 
$3.10 per gal.; lower 
white lead, 15%c. per Ib. 
lots, 10 per cent less in lots of 
lb. or more and an extra 5 per cent 
less in lots of a ton or more: tur- 
pentine, $1.13 per gal, in barrel lots; 
linseed oil, $1.19 per gal. in barrel 


lots. 

SCREEN DOORS AND WINDOWS.— 
These lines are very active as they 
usually are early in the summer and 


screen cloth also is in heavy demand. 


STEEL AND IRON PIPE.—The mills 
in this district are busier than they 
have been, althouwh the occasion is a 
heavier demand for oil country pipe 
and for merchant pipe. The jobbers 
seem to have filled up pretty heavily 
on the latter grade and new demands 
now are moderate since the require- 
ments of the building construction now 
in progress have been already spoken 
for and prepared for. Prices of pipe 
have now held virtually stationary for 
more than two years. Prices out of 
local jobbers’ stocks’ are subject to 
some shading but it is the common 
report that prices in other centers are 
holding steadily. 


Prices out of jobbers’ stocks, 
Pittsburgh, follow: 


Standard Steel Pipe 


best grades, 
grades, $2.50; 
in 100-lb. 
500 


f.o.b. 


— Galv pated 
Ne 

Size ' Per $00 Ft. Per 100 Ft. 
See $3.41 $4.90 
SS} bins eerie eG dak 3.36 4.98 
RSG Ear Aes 3.36 4.98 
RR, Gia Ce eo. 4.34 5.61 
8 Sere 5.41 6.90 
EE ee er ee 7.65 9.86 
SE ee pa 10.35 13.34 
EE ee 12.38 15.95 
EEO Siew alee hike ae 16.65 21.46 
Pr eset ee 26.33 33.93 
ns stédeuseceees 34.43 44.37 
are pe 44.16 56.12 
I, gr a ot og ae 52.32 56.49 
SR are a 60.96 77.47 
_ ar reas 71.04 90.28 
a re ie oe are 92.16 117.10 

Wrought Iron Pipe 

Black Galvanized 
; Net Net 

Size Per 100 Ft. Per 100 Ft. 
OF ia as $7.20 $9.00 
gy wa wae ea a 7.20 9.00 
a a ered 7.40 9,26 
De | ~ct bubs eda 9.32 11.50 
si 6s oo otitt- eb 13.43 16.66 
CN ss a i ee 18.17 22.54 
Nac, Ee 21.73 26.95 
ML eee 31.82 38.38 
216-in verre ye ose 48.56 58.50 
ie RRR Cree 61.97 74.97 
een, * 74.52 90.16 
ene 88.29 106.82 
Eee 102.90 124.46 
I Ne an 119.90 145.04 
a ee 155.50 188.16 
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“Quality leaves 
its imprint” 


As With Slidetite 
So With All 


Where you see the R-W trademark, 
there’s finest quality and perfect 
performance. It represents ad- 
vanced and tested ideas that give 
utmost service and the economy of 
the best. Fire, house, barn, elevator 
doors bearing the R-W trademark 
leave nothing to be desired. Con- 
sult with our Engineering Depart- 
ment on your problems—it costs 
nothing. Our service is nation- 
wide—it’s yours to command. 


eye Se — = fh i 


a \ ‘ 























The Most Important Part 
of the Garage 


The doorway is the barometer of garage service. If the 
doors don’t operate easily and permit an unobstructed 
passage, they are out-of-date, unequal to modern demands 
and methods. 


Install Slidetite Garage Door Hardware and—the drive- 
way 1s always clear—the doors slide inside and fold back 
flat against the wall; operate easy, smooth and instant; 
close snug and weather-tight—stand unmoved by sharp- 
est winds in any position—danger and trouble free. Most 
practical for 2 to 10 doors in openings up to 30 feet wide. 





Montreal - 


(1140) 


RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT, 


AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


» Winnipeg 
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WINDOW GLASS.—Sales seem to be 
running pretty well up to the average 
of this time last year but the report 
from manufacturers is that the busi- 
ness is satisfactory only in this respect 
as the competition is so sharp that the 
margin of profit is very slim. 


Jobbers quote: Single strength A 
and B, 84 and 5 per cent off list: 
double strength A, 86 per cent off 
list; B, 87 per cent off list. 


WIRE PRODUCTS.—tThere is a fair 
movement of fence wire and woven 
fence and nails are selling steadily. 
Resale prices of the latter product, 
however, are very irregular because 








some of the large supply houses are | 
operating on a much smaller margin of | 


How Some Small Town 
Dealers Sell Radio 


N spite of the fact that the 

largest interest in radio comes 
from the rural communities and 
smaller towns, a good many hard- 
ware men in these communities 
have taken no part in the mer- 
chandising of radio but have sat 
back and let this profitable busi- 
ness go to the garages, drug 
stores and other non-hardware 
competitors. That radio has pos- 
sibilities for the small town hard- 
ware merchant is proven by the 
success of those dealers who are 
handling it. 


Ralph QO. Bacon, hardware 
dealer at Cresbard, S. D., a town 
of 300 population, sold over $2,000 
worth of sets and equipment last 
year. In commenting on this 
record, Mr. Bacon states, “My 
idea of selling radio is not to 
know all about the inside work- 
ings of it, but just know that you 
have a set built by a well-equipped 
and experienced manufacturer 
and then convince your custom- 
ers that that is the machine they 
want. We sola just enough last 
year to know that with a good 
crop we are going to do a fine 
radio business this fall.”’ 

EK. T. Martinson, the only hard- 
ware dealer in Taylor’s Falls, 
Minn., a town of 450 population, 
is another man who has made 
good with radio. Last year he 
sold $1,200 worth from a stock 
that never was more than $250. 
All of his sales were for cash, but 
he says, “I could have sold more 
radio if I had been in a position 
to give terms.” 
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profit than usual and invading the 
trade of the regular jobbers. Mill 
prices on wire products are not very 
staple, because there is not enough 
business now to go around and com- 
petition for orders is pretty keen. 
We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 


(per 100 Ib.) Annealed Galvanized 


Nos. 6 to 9 wage ...... $3.00 $3.45 
it UP tvs keanwesheeae a. T 3.05 3.50 
i 2h. Cevuc ean ae 6:60 Sea Se 3.55 
2 2 encebaweeneavece Me 3.65 
Oe 3.80 
SS SST Tee Ss 4.00 
eer, 4.30 
OE ere 4.50 
Packers get five cents for barbed 
wire (per 80-rod spool): 
Pt (Ce cs cscccccenapeuenwee $3.20 
SO ere 
4-point cattle 3.40 


“ee enereeweeeeeneeneeenenee 





Dealers Are Warned 

Not to Crowd Their 
Windows With Parts 
ESPITE the fact that the 


great volume of radio sales 
has shifted from parts to sets, 


there are still many dealers, both 


electrical and non-electrical, that 
have failed to see the significance 
of this fact in respect to their 
radio window displays. In al- 
most any town or city of size to- 
day there can still be found many 
windows that are nearly given 
over to parts rather than to sets. 


Of course, a parts window is 
an excellent window to help sales 
but a window which is all parts 
nearly all of the time, as many 
windows’ are, overlooks’ the 
change in sales volume. It must 
not be forgotten that worthwhile 
as the parts business may be, it is 
necessary to make many sales of 
parts to equal the sale of one com- 
plete receiver. Therefore in this 
day when the public is so greatly 
interested in sets, the dealer must 
keep in mind the “set window.” 
Such a window must display a set 
in a way that will appeal to the 
woman in the home just as much 
as it may appeal to the radio fan 
who wants to “build his own.” 
Windows that appeal to women 
the most are windows that are 
designed in harmony with the 
principles of good merchandis- 
ing. His trade publication will 
assist him and a score of excel- 
lent books on this subject can be 
obtained by effort. 


The radio dealer can not afford 
to go to the extreme of depending 
entirely on displays for his sales, 
but he must be able to attract at- 
tention to his wares, both parts 
and sets, through his windows. 


Reading matter continued on page 62 
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4- point hog 
2-point cattle (special) ......... 2.39 
Woven wire fence (per 100 pow? 

1047-11 $3° 


ore eee eneeeewe eee e ee ean en ee © YUer+t 


“eevee eenevneeeeeeeeeeeeeenene 


Aol, sss ascs see eseeecescters 
DPD esltnecekscuueue $3.00 to $3.15 
WAREHOUSE STEEL PRICES.— 
Steel mills need orders badly enough to 
take tonnages of a size that ordinarily 
go to the warehouses and operators of 
the latter complain that business con- 
sequently is not as good as it would 
be if the mills were better provided 
with business. Warehouse prices fol- 

low: 
Steel bars, 2.90c. base; plates and 


structural shapes, 3c. base: hoops, 


4.50c. base; bands, 3.60 to 3.65c. base. 


Practical Set for Garage 


Doors 


A good-looking garage door set that 
will appeal to householders from a 
practical viewpoint is being marketed 
by the Griffin Mfg. Co., Erie, Pa. 

The set is made up of two bolts, one 
for top, the other for bottom of door; 
a thumb latch, three hinges and a door 
handle. All are made of wrought steel 
and said to be constructed with con- 
sideration for hard and rough handling. 
The springs of both bolts are entirely 
encased to protect against the elements. 

Bolt No. 840 for the bottom of door 
is operated by foot pressure, while bolt 
No. 550 for the top is by chain and is 





also easily adjustable for use on either 
side of door. 

The thumb latch (No. 850) with pad- 
lock attachment is built with the idea 
of security and has the same measure- 
ments as the door handle (No. 875), 
2% in. at top, 1% in. at bottom with 
a length of 9 in. 

The hinges (No. 526) are heavily 
embossed built with reversed pad and 
the correct size for mortising into the 
jamb of the door without cutting the 
door stop. 

Finished in japanned, dead _ black 
japanned or galvanized. 





Hopper Becomes Sales Man- 
ager for Signal Elec. Mfg. Co. 


W. E. Hopper has been appointed 
sales manager for the Signal Electric 
Mfg. Co., Menominee, Mich., manufac- 
turer of bells, buzzers, and kindred 
electric equipment. Mr. Hopper was 
formerly assistant sales manager of 
the A. E. Hill Mfg. Co., of Atlanta, Ga. 
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Vacationists Buy Rope 


One of the most useful articles to include in camping or touring 
equipment is a length of Manila Rope. Campers require it and 
when tourists need it, “it’s the friend indeed.” 







Dealers:—Columbian Tape-Marked Pure Manila Rope is just 










y the Rope for vacationists. It is made from the kind of fibre that is 
y necessary for use in a Rope which must withstand severe treatment. 
£ . ° . _ . 

T Extra strength is assured because of a rigid adherence to high 


standards of manufacture. 


,) : / bik 
fe Kmphasize Columbian during the summer months. The Colum- 
: J bian Window Display will be of invaluable assistance to you. If 
yo you haven't one of these displays, write for one now. 








Columbian Rope Company 


352-80 Genesee Street 


Auburn, “‘The Cordage City,”’ N. Y. 








Branches :— New York Chicago Boston New Orleans 
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Cincinnati Sales Ahead of Last Year’s— 
Retail Business Shows improvement 


(Cincinnati office of HARDWARE AGE) 


HE hardware jobbing business continues to be good 
in Cincinnati territory and the large jobbing houses 
report that their sales are forging ahead of the 
The increase in volume of sales 
averages between 5 and 10 per cent and shows that busi- 
ness is in a healthy condition despite the pessimistic talk 


i} 


level attained a year ago. 


that is heard in many circles. 


The retail trade has improved considerably in the past 
Sales during the early part of June have taken 
such an upward spurt that they will eaual and may go 
above the volume during the same month last year. 
transactions have increased as well as credit business 


ten days. 


AUTOMOBILE 
big gain in the volume of sales has 
been made by jobbers and dealers in 
the past two weeks. The warm weath- 


ACCESSORIES. — A | 


er has brought out a healthy consumer | 


demand that is expected to continue. 
At present the total business done by 


jobbers this year is about 10 per cent | 


ahead of the corresponding period in 
1924. The price of tires has advanced 


5 to 10 per cent and jobbers state that 


increase may be _ necessary 
within a short time. No other price 
changes have been made. 
items are moving at a highly satisfac- 
tory rate. 


another 


We quote from Cincinnati jobbers’ 
stocks: 

Luggage Carriers.—$1 each; 90c. in 
lots of 24. 

Seat Covers.—Ford coupe, $4.50 a 


set; Ford sedan, $8; Chevrolet coupe, 


$5.90; coach, $9.90 
Jacks.—Ajax, No. 9, 


$1.05 each, 95c. 


each in lots of 10; No. 10, 85c. each, 
75e. in lots of 10; No. 50, $3 each, 
$2.70 in lots of 10; No. 60, $2.50 each, 


$2.25 in lots of 10. 


BASEBALL GOODS.—Jobbers | state 
that they have been receiving a fairly 
good number of fill-in orders. The in- 
terest being taken in amateur activities 
has stimulated the sale of goods. 
Prices remain firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Basebalis.—Official League, $15 per 
dozen net; Special League, $12: Offi- 
cial Practice, $7.80; Junior Official 
League, $10; New York Club, $4; 
League Junior, $2; Boys’ Practice, 


SUc. 

Bats.—No. 40K, $21 per doz. 
40TS, $16.20: 40CW, $16.20: No. 
$12; No. 16, $10.80: No. 13, $7.20: 
$3.40; No. 8, $4: No. 2, $2 

Baseman’s Mitts. — No. 1 
each; No. 131, $3; No. 123, $ 
110, &5e. 

Catcher’s Mitts.—No. 234, 
No. 226, $4.90: No. 210, $4.60: 
$2.67: No. 186, $1.95: No. 185, 
No. 182, S84e 

Fielders’ 


net; 
20, 
PG, 
45 $3.95 
1.95; No. 
$6 each; 
No. 188, 
$1.33; 


$4.35 
No. 


Gloves. — No. DW, 
each: No. 72, 95c.: No. 44, $2.33: 
34, $2; No. 20, $1.50; No. 14, 67c. 

BOLTS AND NUTS.—Demand con- 

tinues at a fair rate, but there are no 

outstanding features in the present 
market for bolts and nuts. Certain 
jobbers are still inclined to shade quo- 


Seasonal | 




















tations slightly in order to obtain busi- | 


ness. 
We 


stocks: 


quote from Cincinnati jobbers’ 
Machine bolts, large, 50, 10 
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The first half of the year will close, however, 
running slightly behind the same period in 1924. 

Improvement in sales is attributed largely to the heat 
wave that held Gincinnati in its grasp for about ten days. 
Demand for electric fans, garden hose and other seasonal 
items increased heavily, and jobbers were kept busy sup- 
plying fill-in orders. 

Shipments of jobbers on contract are holding up well. 


with sales 


Inquiry among retailers reveals that they are carrying a 


business. 


Cash 


small, 50, 10, 10 and 5 off; 
bolts, large, 50 and 5 off; 
10 and 5 off; stove bolts, 
semi-finished nuts, ;- 
75 off; larger sizes, 


and 5 off; 
carriage 
small, 50, 
75 and 5 off; 
in. and smaller, 
65 0 


BUILDERS’ HARDWARE.—Sales 


have been fairly good, but have not. 


increased in the past two weeks. 


that indicates a healthy condition. 


Prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 19 
light, 60, 10 and 10 off; 
T,. 60. 10, 10 and 5 off. 

Hasps.—Common hinges 
safety hasps, 3-in., 95c. 
doz. : 4l4-in., $1.25; 6- in., 

Butts.—Steel, dull brass. 
tique copper, case lots, 3% x 3k, 
20c. per pair net; 4 x 4, 28. In less 
than case lots, 3% x 3, 22c.; 4 x 4, 
30c. 


and 10 off: 
extra heavy 


off ; 
per 


70 
single 
$1.75. 
and an- 


There | 
is, however, a steady flow of business 


EAVES TROUGH AND CONDUCTOR) 
PIPE.—June business has started out | 
about on a level with the record main- | 


tained last month. 
fair and jobbers are not complaining. 
although activities are not as brisk as 
some had hoped for. Quotations are 
steady with no changes reported. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$5.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.75 per 100 
ft.: 3-in. corrugated conductor el- 
bows, $2.16 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 


GALVANIZED WARE.—Jobbers feel | 


that sales are about normal for this 
time of the year. Shipments to dealers 
continue to be good and the first half 
of the year will compare favorably with 
the same period last year. Prices have 
been firm. 


We quote from Cincinnati jobbers’ 


stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt 
$3 per doz: 16-qt., $3.60 per doz 


galvanized tubs, No. 1, $6.80 per doz. 


GARDEN HOSE.—Dealers 


Sales have been | 





| 
i 
) 


sizable amount of merchandise in anticipation of good 
Price weaknesses have developed 
items, but in general quotations are strong. 

The outlook is encoureging for a normal business dur- 
ing the summer months. 


in several 


by this sudden upward sales turn, but 
quotations are strong. 

We quote from Cincinnati jobbers’ 
stocks: Double braided garden hose, 
full le ngth, ig-in., 8%c. ft.; 5g-in., 
9l4c. ft.; 10%4c. ft.; in 50-ft. 
lengths, %-in, 8iec. ft.; %-in., 9%c 
ft.: %-in., 10%c. ft. 

GARDEN TOOLS.—The big demand 
for this year is over, with the excep- 
tion of hay forks. Some orders are 
being booked by jobbers for immediate 
delivery. Retailers have had a success- 
ful sales season. Prices are unchanged. 

We quote from Cincinnati jobbers’ 
stocks: 

Hoes.—64-in. planter’s hoe, $7.40 
doz.; regular socket hoe, first ‘grade, 
SS.85 doz. 

Rakes.—Cronk’s 14-tooth, F a 50 doz.; 
cheaper, 14-tooth, $4.75 d6z.; best 
steel, 14- tooth, $8. 50 do 

S ading Forks.—C heaper, $9.60 doz.; 
medium, $15.25 doz.; best, $18 doz. 

Hay Forks. — Best grade, 6-ft., 
$13.50: second grade, 6-ft., $12.25 doz. 
ELECTRIC FANS.—A __ tremendous 
jump in the sales of electric fans ac- 
companied the hot spell of the last two 
weeks. Dealers, in many cases, found 
their stocks becoming depleted and had 
to call on jobbers for further mer- 
chandise. Prices are firm, but no 


changes are anticipated. 


GLASS.—The first ten days of June 
have brought out a fair demand for 
window glass, but the market is rather 
spotty. Prices are showing signs of 
weakness. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
three brackets, 89 per cent discount; 
double strength A, 88 per cent dis- 
count: double strength B, 89 per cent 
discount. 


HAMMERS AND HATCHETS.— 


+4 in. 


normal demand is reported by jobbers 


have ex- | 


perienced a tremendous increase in the | 
sale of garden hose in the past two. 
weeks due to the torrid weather ac-. 


companied by a dry spell. This de- 


mand, 
volume of fill-in orders received by 
jobbers. 


in turn, has been reflected in the | 


Prices have not been affected | 


in this territory. Dealers are well 
stocked to meet immediate needs. 
Prices remain the same as they were 
two weeks ago. 

We quote from Cincinnati jobbers’ 


stocks: Hatchets, No. 2961, $11.20 
doz.: hammers, No. 81, $10.50 doz.; 
Boy Scout, $11 doz. 


HAMMOCKS.—Increased_ sales have 
been made by dealers in the past week. 
Jobbers have been getting some nice 
fill-in orders. Quotations are firm. 


We quote from Cincinnati jobbers’ 
stocks: Cotton Hammocks, Standard 
makes, $15 to $54. 
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Quick sellers for the hardware dealer! 


Feltex Rugs give you a new opportunity for profit! This line 
fits right in with the goods you sell. 

These beautiful, sanitary, waterproof, spotproof Rugs almost 
sell themselves. They are rolled pattern side out, making them easy 
to display by standing the roll on end. Feltex Rugs give long wear 
at moderate cost. 

Put Feltex Rugs in stock. They won’t stay there long. Rapid 
turnover. Profit is good. 

The George W. Blabon Company’s seventy-four years’ experience 
in manufacturing high grade floor coverings is a guarantee of quality 
merchandise and quick selling patterns. 

Write us for further information about these profit-makers! 


The George W. Blabon Company, Philadelphia. 


Established 74 years 


Trade Promotion and Demonstration Department, Philadelphia 
Head Office of the Sales Department, 295 Fifth Ave., New York 


Feltex Rugs 


for Beauty Economy Service 
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ICE CREAM FREEZERS.—Here again | 
the hot weather brought out a heavy 
demand and jobbers were called upon 
liberally by retailers for fresh mer- | 


chandise. Prices have not changed. 


We quote from Cincinnati jobbers’ 
stocks: 

White Mountain, 1-qt., $4.85 list; 2- 
qt., $5.65 list; 3-qt., $6.75 list; 4-qt., 


$8.25 list; 6-qt., $10.45 list; S8-qt., 
$13.50 list; 10-qt., $18 list; 12-qt., 
$21.55 list; 15-qt., $25.60 list; 20-qt., 
$33.20 list; 25-qt., $42.60 list: Arctic, 
1-qt., $4 list; 2-qt., $4.60 list; 3-qt., 


5.55 list; 4-qt., $6.80 list: 6-qt., $8.60 

list; 8-qt., $11.10 list, All the above 

less 50 per cent discount. 
NAILS.—Jobbers state that there has 
been a fair demand. Common wire 
nails have been cut 5 cents a keg, the 
prevailing price being $3.10 per keg. 
Consumers are not showing much inter- 
est and are buying as little as possible. 


We quote from Cincinnati jobbers’ 


stocks: Common wire nails, $3.10 per 
keg; cement coated nails, $2.65 per 
keg. 

PAINT.—Local jobbers have had a 


good business in the past month. The 
price of turpentine is down again to 
$1.02 per gal. in 2-bbl. lots. A slight 
decrease has occurred in the price of 
white and red lead. 








We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.: linseed oil, single 
barrels, $1.10 per gal.; turpentine in 
2-barrel lots, $1.02 per gal.: white 
and red lead in 500-lb. kegs, 15%4c. 
per lb., less 10 per cent. 






OIL STOVES, OVENS AND WATER 
HEATERS.—Sales have fallen. off 













good. 
made. 


No price 












Kodel Radio Corp. 


J. F. Bichl, formerly sales manager 
of the Automatic Electrical Devices 
Company has been chosen vice-presi- 
dent and sales manager of the Kodel 
Radio Corporation, Cincinnati, Ohio, 
the new $2,000,000 organization form- 
ed through the amalgamation of the 

















J. F. Bichl 
and the old Kodel | 






former company 
Manufacturing Company. Clarence C. 
Ogden, formerly president of both com- 
— is president of the new corpora- | 
ion. 











somewhat, but the volume of business | 
done in the past two weeks has been | 
changes have been | 


J. F. Bichl Now Vice-Pres. of | 
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These are list prices. Dealers’ discounts Water Heaters 

are noted after each group. 
: ’ :. treceghknakdtianvanseuws $45.00 
| Oil Cook Stoves Perfection No. 412 ......22021: 40.00 
| NESCO— - Perfection No. 421 ............ 80.00 
No. 211 1 burner ............. $9.50 Nesco discount, 30 and 5 per cent; 
No. 212 2 burners ............ 17.39 Perfection discount, 30 and 5 per cent 
| a as : ee cree eee eees ype in lots of 10 or more; less than 10, 30 

- . — © S eee eeveeneee se . iy. 

No. 215 5 burners ............ 39.50 — 
| No. 1102 high shelf only....... 5.25 Wicks, Etc. 

No. 1103 high shelf only....... 6.50 : ; - 

| No. 1104 high shelf only....... 8.00 Rockweave wicks, 25c. each. 

No. 1105 high shelf only....... 9 75 Perfection and Puritan, $4 per doz. 

| Nesco dealer's discount, 30 and 5 and $48 per gross. ; 

per cent. Discounts same as on oil cook 

stoves, ovens and heaters. 

her +e pee $17.50 REFRIGERATORS.—Shipments have 

| 2 oe Mn. scsiwesseee< 22.50 been made in good quantities to deal- 

DONG: $$ paEnerS-ccccccrccccc: 32) | evs in this territory. The hot weather 

| Perfection dealer's discount, 30 and has increased the demand. Prices re- 

! 5 per cent on lots of 10 or more; on main the same. 

| less than 10, 30 per cent. . 

Ne. €2 3 BUFMOFS. .....sccsvecs $17.50 been rather quiet in this territory. 
* ” . > No Fr . 

Noo 44 fo burners./0/00//211/ 3880 | Prices are unchanged. 

Puritan discounts same as Perfec- We quote from Cincinnati jobbers’ 

tion. ‘ stocks: 
Ovens Roofing Paper.—Light, standard, 
NESCO— 95c.; medium standard, $1.20; heavy 
| Jo. 05 1 burner solid door $2.10 standard, $1.45; light _Holdfast, $1.30; 
| i. > 1 burner glass door.... 9 Or medium Holdfast, $1.55; heavy Hold- 
| No. 010 1 burner solid door.... 4.15 cnt gy red and green slate 

No. 101 burner glass door.... 4.40 . co” see . 

No. 020 2 burners solid door.... 5.15 __ Roof Coating.—Coal tar, refined, 

No. 20 2 burners glass door.... 5.40 in barrel lots, cic. per gal.; in half 

No. 030 8 burners solid door.... 5.40 barrel lots, cic. per gal.; coal tar, 
No. 30 2 burners glass door.... 5.70 Pigg gy Mh net ge gy ge a” on 
alor’e dier 2n « e ’ ries e Ss, Z8C. > , 
Dealer’s discount 30 and 5 per cent. Roofing Cement.—In 1-lb. cans, 32 

on we to the can, l5c. per Ib. net; in 3-lb. 
PERFECTION ; , cans, 12 to the case, 13c.; in 5-Ib. 

No. 211 1 burner plain door... .$2.50 cans, 12 to the case, llc.; in 10-lb. 

No. 211G 1 burner glass door... 2.76 cans, 10c.; in 25-lb. cans, 9c. 

No. 121G 1 burner glass door... 4.90 , 

No. 122G 2 burners glass door... 600 | ROPE.—Demand from the retail trade 
| “"- et nse vess eo Tigao a < _has been fair. Prices continue to be 
ealer’s discount, on or more, 5 ° . ° 
| and 5 per cent: less than 10, 30 per | uncertain with the best grade Manila 

cent, _rope bringing an average of 25% cents 

PURITAN— per lb. 
No. 42G 2 burners glass door... .$5.25 We quote from Cincinnati jobbers’ 
Dealer’s discount, 10 or more, 30 stocks: Best grade Manila _ rope, 
and 5 per cent; less than 10, 30 per 25lec. per Ib.; sisal rope, loc. per 
cent. Ib. 





The Kodel 


Radio Corporation will 


OBITUARY 








vices Company. 


_just completed the installation of mo- 


will hereafter apply its owrm enamel on 
the Allen’s Parlor Furnace. 


No. 25 which is the 1925 edition cover- 


'which the company sells to the trade. 


Reading matter continued on page 66 


continue to manufacture a complete 
line of radio equipment, including the 
entire battery charger line formerly 
built by the Automatic Electrical De- 
Bichl is one of the 
outstanding sales executives of radio 
and has been in it since its inception. | 


Geo. J. Babcock 


George J. Babcock, who with his fa- 
ther, Sumner Babcock, founded the 
Waterville Cutlery Co., died at Water- 
bury, Conn., Sunday, May 24, in his 
seventy-fourth year. The company was 
dissolved in 1913, after Mr. Babcock 
had been associated with it for thirty- 
five years. Mr. Babcock was a native 
of Chicopee, Mass. 


Modern Porcelain Enameling 


Plant for Allen Mfe. Co. 


Allen Manufacturing Company, 
Nashville, Tennessee, manufacturer of 
Allen’s Parlor Furnace, is now oper- 
ating it own enameling plant. 

The Porcelain Enameling & Manu- 
facturing Company, of Baltimore, have 


dern porcelain enameling plant for the | 
Allen Manufacturing Company of | 
Nashville, Tenessee, and this concern 


New Auto Strop Tannery 
Completed in Newark 


About two months ago, a new foun- 
dry unit was also opened, increasing 
production 100%. 


The Auto Strop Safety Razor Co., 
656 First Avenue, New York City, has 
recently completed the erection of a 
new tannery located in Newark, N. J. 
on Frelinghuysen Avenue, corner of 
Virginia Street. The building consists 
of three stories and basement, and is 
80 x 160. This addition will be devoted 
exclusively to the tanning and manu- 
facture of leather for Auto Strop 
“strops.”’ 


Trade Literature Received 


The Gem Shirt Co., Dayton, Ohio, 
has issued its 1925 catalog on The 
Gem line of sporting clothes. 


Joseph F. McCoy Co., 157 Chambers 
St., New York City has issued catalog 


ing hardware, tools and_ specialties 
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Renewable Nut 
In the Yost the back jaw threads do not wear out. All the oS 
wear comes on a malleable tron threaded nut which fits into 








r- 


Patent 
Pending 




























the back jaw. When worn, this nut is removed and replaced by 
another—at trifling cost. The user buys a new nut—not a 
new Vise. 





Crucible Steel Jaws 


The jaw facings are of crucible steel, welded, deeply corru- 
gated for gripping power, hardened and drawn ip oil. You 
can’t hammer them loose! 








Renewable Pipe Jaws BZ 


These are furnished with every Yost Utility Vise. They 
hold pipe from % inch up to 2 inches. When not needed 
they just /ift out. 


Swivel Base Plate aN 
This protects the work bench when the Yost is being used 


as a swivel base vise. The Yost can be operated continuously 
in one place without wearing ruts in the wood. 











Steel Beam, Screw and Handle 


The best of steel too, for strength and durability. The 
Yost is a heavy, sturdy vise with every ounce placed 
where it will do the most good. 


Packed in Attractive 
Individual Cartons 


These make a good display on counter or shelves or in show 
case. No wrapping to do—just hand over the strong and 
neat package and collect the price. 






































Size Carton Width Jaw Jaws Open Holds Pipe Weight 
No. Inches Inches Inches Inches Pounds 
343 4x6x12 3 3 to 1% 14 
343Y 4x6x12 3% + %4 to 1% 18 
344 Packed Loose 4 5% % to 2 29 
WHEREVER THERE’S A WORK BENCH 
Manufactured by 
ae 
Yost Manufacturing Company 
| Meadville, Penna., U. S. A. 
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Hundreds of Sales 
Suggestions 


are contained in the advertisements 
which appear in each issue of HARD- 
WARE AGE. 


Experienced merchandisers offer 
you their best sales ideas to help you 
increase your business. Store dis- 
plays, window displays, and selling 
ideas of many kinds and capable of 
use for many kinds of merchandise 
are offered you in the advertising 
pages. 


Are you taking advantage of these 
helps? Here are some of the sales 
producing ideas in this issue: 


Know the Quality of the 
Tools You Sell ...... Page 3 


Profits Without Capital In- 
a eee Page Il 


Selling Lasting Satisfac- 
tion With Bathroom Fix- 
ee ee Page 12 


Tempt Your Fishermen 
eee Page 13 


Profits in Heavy Service 


ere, Page 15 


A Compact Enamelware 
a, eee es Page 16 


Are You Losing Your 
Profits by Carrying too 
Much Stock ........ Page 138 


Summer Profits From 
Boating Supplies ....Page 85 


Let These Editors Serve YOU 
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Letters of Bill Clark — Window 
Scout 


Being some letters written by Bill Clark of Martin 
and Clark, Hardware Retailers, to his senior partner, 
while making several trips for display ideas. 


Mount Vernon, N. Y. 
Sunday. 
DEAR MART: 

Would you believe it, Mart, I came all the way down 
from Bridgeport, Conn., by trolley. Something like 45 
mile. Not one trolley, but a whole school of them. Got 
dizzy like doping out when to pay the fare and how 
much, because every darn trolley seems to have a dif- 
ferent system. I’ve paid getting on, sitting down, get- 
ting off, sometimes to the motorman and sometimes to 
the conductor. Talk about your high financing. Guess 
I wasn’t cut out for Wall Street. I’m glad we have 
only one payment system in the store—strictly cash. 
Any other way we would get bawled up in no time and 
there would never be enough surplus for one of my 
occasional trips. 

You make fun at me for reading the Homeless Women’s 
Journal and Women’s Companion in the Home. I like 
to flick the hundred or more pages of the ads and skip 
the literature. More than one of your windows has been 
swiped from the ads. 

One good hardware scout in this place, George Howard, 
Inc., took a fancy to that propaganda about the kitchen 
sink being 30 inches from the floor. ’Tis all very well, 
but what about six feet threers like Ned Curtis? He has 
to do enough stooping in cars as it is. 

Well, of course this advertising aims to catch folk of 
average height, and Howard’s had a brilliant perma- 
nent brain wave when they attached a small porcelain 
kitchen sink to the front sides of one of their trims. I 
whipped out my foot rule which I carry from force of 
habit (a cop regarded my actions with suspicious in- 
tent), and measured the sink from the floor. Yes, it 
was three feet, all rightee. To see the wire mesh dish 
pan, full of dishes waiting to evaporate (the water, not 
the dishes), in the sink made me think of the freedom of 
the Open Road and not a dish to wash after supper with 
Madge’s help. Set on the floor below the sink was the 
garbage can, so nice looking that no brutal garbage 
man had ever touched it. 

Sinkingly yours, 
BILL 


Indianapolis, Ind. 
Wednesday. 
DEAR MART: 

Discovered a city with an “original” name for a shop- 
ping street! Isn’t Washington Street in the class since 
that Lewis writing chap belittled Main Street? What we 
need is a League of Anti-Street Duplications. While 
we have lots of Washington Streets, we must at least 
credit the cities with patriotic motives. 

I like Indianapolis because of Washington Street— 
it has a homey ring to it. 

No good hardware man goes to this Hoosier city with- 
out seeing what the Lilly Hardware Company does to 
attract business. They have a crackerjack window 
dresser. 

Whenever I mention animated to you, Mart, you frown 
upon it and think I mean to remove some mice from the 
traps about the stockroom and release them in the win- 
dows. Animated windows have jumped up several stages 
since you were young, when anything that moved was 
considered animated. 

We’ve got to do, as Lilly’s do, and resort now and then 
to striking methods to present our quality merchandise. 

Here’s the dope, so follow closely. There were a 
couple of minature “horses,” with a strip of lumber: 
across each of them. Two carpenters were engaged on 
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this job and both of them were minature cut-outs that 
had come from somewhere. One man, apparently union, 
was sawing very slowly. Such an argument as the one 
presented would be lost on him, for a card stated that he 
saved 50 cents when he bought his saw and wasted $50 
in time and labor trying to use it. The other man, ap- 
parently not belonging to the union, was sawing very 
fast and the argument, that would appeal to him was 
that this man saves his time, temper and material be- 
cause he uses good steel saws. An electrical motor con- 
traption, hidden from sight, speeded up these two men 
to the right number of evolutions per minute. 

Perhaps I have done the union carpenter an injustice, 
and anyway it is neither here nor there, and I must get 
.my wise crack in somewhere. This window seemed to 
be addressed to the man who likes to potter about the 
home on odd jobs, so it went across. 

Snappily yours, 
BILL 


Paxton, Ill. 
Monday. 
DEAR MART: 

Acting on your advice to keep away from so many of 
the big cities, you knowing my weakness in this respect, 
I stopped over here. I found that the John Newman 
Hardware Store had absorbed its neighbor, a milliner, 
in order to provide room for Mr. Newman’s house fur- 
nishing department. Sometimes I think we ought to 
grow into this department habit, for we don’t want to 
get the reputation of being a stag store that women 
won’t come into. Let the men have a place in the store 
where he can tell bum jokes without offense, and let the 
woman have a place where she can pull reputations into 
shredded wheat. A house furnishing department will 
do it. 

I am wandering again, I see, but the opening display 
by Mr. Newman led folks to believe that another mil- 
liner had commenced business. It was hardware mil- 
linery, so well done that I had to look twice to see whether 
I was being fooled. I never did bother much about what 
the women wear, anyway. Some nice widder might take 
a fancy to the bonnet, which was a pudding basin trim- 
med with a black dusting cloth. If Alice is looking for 
a Spring creation she would fall in love with the one I 
saw, which was a dust mop turned upside down. There 
were other of these millinery creations made of house 
furnishings, but it is more than I can do to describe 
them. Cute idea, I’ll tell the world. 

’ere’s “oping, 
BILL 


Nashville, Tenn. 


Saturday. 
DEAR MART: 

The picture taking business must be in a bad way 
down here when a photographer takes to selling small 
hardware articles. A photographer here has taking 
ways in trying to annex somebody’s hardware trade. 
This photographer has a shop in the Arcade, and when 
he is not making over elderly matrons to look like flap- 
pers of seventeen, he hands out paper cutters, tea strain- 
ers, paring knives, potato mashers, can openers, cork 


screws and other small articles that we sell. He even 
makes a window showing of these goods. 
This photographer has poetic leanings, although I 


don’t suppose his efforts will land him in any of these 
magazines which are so highbrow that only a few people 
can read them. But as merchandising arguments, the 
verses struck me as being kinda cute. 


“If by chance you wake in the night, 
a flashlight will guide you right.” 


“Nothing more useful, bet your life, 
Than a keenly sharpened paring knife.” 


“When your tea of dregs you’d drain, 


After it’s made, then carefully strain.” 


Yours, 
BILL 
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No. 600 
E-Z-On 


$3.00 





No. 603 
De Luxe 





No. 6 
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No. 640 i 
Combination $7.00 * # : et 





There ought to be 
One on 
Every Car! 





Most men—about nine out 
of every ten—like to smoke 
while driving. Most of 
them have trouble “light- 


ing up,” and frequently have 
narrow escapes from serious 
accidents as a result of tak- 
ing their eyes from the road 
or their hands from the 
wheel while trying to light 
their pipes, cigars, or ciga- 
Most of 


they knew the safety, satis- 


rettes. these, if 
faction and convenience of 
having one, how low in cost, 
and how easy to. attach, 
would install a Cuno Elec- 
tric Match on their cars. If 
you'll only tell ’em vou'll 
sell ‘em, and the profit on 
makes it worth 


each sale 


your while. 


Write for details concerning our 
guarantee and service plan 


The Cuno Engineering Corp. 


80 South Vine Street 


Meriden 


3 Connecticut 
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No. 4 Crystal Coffee Mill 


URING hot weather or cold, for breakfast at the 
mountain cabin or the home, ARCADE Coffee 
Mills are a guarantee of coffee satisfaction. One turn 


of the handle—ground coffee; fresh and wholesome 
makes the cup of coffee a delight and the day a 
pleasure. 


ae COFFEE MILLS are strong sellers the 
year round. Ask us for free display stand—fill 
the glass canisters with coffee beans, and set the dis- 
play on a prominent counter. Let your customers 
actually grind the coffee and examine for themselves 
the distinctive features about Arcade Coffee Mills. 
Adjustable to any degree of fineness, and fully guar- 
anteed. Dealers take advantage of national advertis- 
ing on these mills: your jobber will supply you. 





No. 25 Arcade 





7 No. 3 Crystal 


Women pride themselves on being able to make good coffee— 
and they know the best coffee is made by grinding it fresh 
from the bean in an Arcade Crystal Coffee Mill, immediately 
before using. The handsome appearance of these mills appeal 
to the most discriminating housewife, and are a _ necessary 
addition to the best equipped kitchen. The No. 3 and No. 4 
Orystal Mills can be furnished in blue, white or black enamel, 
and the No. 25 in black enamel only. 


Ask for free catalog showing complete line of ARCADE 
Hardware and Toys 


ARCADE 


WRARE 
Toys 








and 


- 





ARCADE MANUFACTURING CO., Freeport, Ill. 
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Paris Nights 


(Continued from page 36) 





POCEEDa Teeeeaeer et ecece iL 


popular midnight dancing place in Paris. It was 
crowded. Only persons in full dress were admitted 
and tables had to be reserved in advance. They served 
nothing but champagne at francs 100 per bottle 
(about $5.50). 

The dancing floor was of glass. During the dancing 
all upper lights were turned off and the only light 
came up through the floor. As the color of this sub- 
terranean light was changed from time to time, the 
effect was decidedly weird. 

The place was jammed with beautifully gowned 
women and men and it became oppressivly warm. 
Suddenly I felt a breath of fresh, cool night air and, 
when I glanced upward, imagine my astonishment to 
see real stars twinkling above us. As I gazed almost 
spellbound, I saw the solid ceiling of the ballroom 
had parted down the center and was gradually being 
rolled back. This was certainly a novelty! 

The music, to me, was the most interesting thing 
of all. The players were Spanish or South American 
and the orchestra had a battery of accordion players. 
Then there were men and women singers. The tango 
was the favorite dance and the music was wild enough 
to remind one of Hoodoo dances in the old days when 
the negroes had their savage dancing orgies in the 
woods of Louisiana! 

There were no professional dancers and, strange to 
say, the dancing was very slow and reserved. In 
Europe it is not de rigeur to rush and whirl as we 
see it done in our country. 

One night I also saw Maurice dancing with his new 
partner, Barbara Bennett, at the Embassy Club, but 
the place was small, hot and crowded, so we did not 
linger. 

The ancient glory of Maxim’s has passed away. It 
is now a third-rate place where tourists go even in 
golf suits. Maxim’s is living a bedraggled existence 
on its memories of the nights when Kings and Princes 
frivoled there. 

The old cafés in Paris are passing out. Voison’s 
is one of the last to linger. One can still dine and 
drink here in the good, old-fashioned manner when 
dining was a fine art and haste, music and dress were 
secondary and unimportant things. 

We sat in one of these old places and watched an 
elderly Frenchman dine alone. With him, dining was 
a religious ceremony. His entire attention was cen- 
tered on his food and drink—dining, our last vice! 

What a joke is all this talk about suffering Europe! 
Even the poor people are living far better than they 
do in America. I have dined in little hotels in France 
and England. Everywhere the food is good, abundant 
and well prepared. We need cooks in America more 
than any other one thing. 

This article is written in England on a bank holiday. 
Everything is closed tight for three days. Not a shop 
—not even a small one, is open. I refused country 
week-end invitations to write these articles and attend 
to my correspondence. This led to my having a most 
charming and unexpected adventure which I must tell 
about in my next article. 
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Why Always Follow the Crowd? 


USINESS men are inclined to do the same 

B things at the same time. They are busy in the 

busy season and dead in the dead season. Yet 

in the busy season the other busy business men make 

it hard to compete. In the dead season the others 

lie down and that would seem a good season to get 
busy. Few do. 

Of course there are usually reasons for conform- 
ity, just as usually it is common sense to sell straw 
hats in summer, overshoes in winter, and to keep 
out of certain climates with certain goods and so on. 
But one can have too much of this policy. The bit- 
terest complaint in all lines of business is “too much 
competition,” yet whenever the trade, generally, 
leaves a certain season alone, or certain goods, or 
certain methods and customs, each individual trader 
leaves them alone too. It never seems to occur to 
him that fields where competition is absent are worth 
looking at twice. 

In Berkeley, Cal., a merchant named Sayers put 
on a direct-mail campaign to sell umbrellas in Octo- 
ber, although it had not rained in Berkeley in the 
daytime since the preceding April. Of course, no 
other merchant was doing this kind of thing. Say- 
ers had a free field. The only factor against him 
was common sense. The other stores, if they saw 
his circulars, may have considered him crazy. He 
was—like a fox. He sold 200 umbrellas. There was 
no apparent reason for his success except the dearth 
of competition during the “off season” for umbrel- 
las. He caught other merchants napping. 

Wall Street is not Main Street. Speculation is 
different from business. Nevertheless, the oldest 
and shrewdest stock exchange operators make most 
of their killings by selling when the crowd buys, 
buying when the crowd sells. The amateur or “lamb” 
follows the crowd and ultimately attends his own 
funeral, financially speaking. 

Arthur Brisbane recently wrote: “The time to 
get ahead of others is when others are standing 
still. If most of your competitors slow down or 
stop at a certain time, that is your chance to move 
forward.” 

In panicky times most houses shorten sail, stop 
advertising, and crawl! under the bed until the storm 
blows over, but always there are a wise few who 
“spit on their hands” at such times and go after 
bnsiness harder than ever just because competition 
for once gives them a chance. They are the ones 
who furnish astonishing instances of success 
“under adverse conditions.” 

Any merchant or manufacturer should keep his 
eves open for occasional chances to do just what 
other people don’t do. It pays to break away from 
the gang once in a while, to advertise when com- 
petitors don’t and in a way they do not, and to look 
for markets they ignore.—The Eaglet. 








A Thought for Today 
Success depends on which end of your body is 
the most active. 





























Increasingly Used 


Globe Oil Cooking Stoves 


are being increasingly used by house- 
wives. In the country, in the city— 
wherever oil stoves are used—you’ll find 
them efhicient and satisfactory. 


e*seeeseeeeee#e 
@e@eeseeseeeeesee#s7n#seee34#4#+eeneee 








The Globe Line comprises a complete 
one, either wick or wickless stoves. ‘The 
Triplex feature doubles the capacity of 
any type. The Giant Burner on the 
wickless stove gives double the heat. 


Become acquainted with this line of 
stoves which bring dealers steady sales, 
good profits and customer satisfaction. 
Write for literature describing the line. 


The Globe Machine & . 
Stamping Co. 


1207 W. 76th St., Cleveland, Ohio 
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We Give an Absolute Two-Year Guarantee 


Covering This Check 


Illustration shows with HOLDER ARM; can be supplied with 
REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 

Circular upon request 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 








Hitch your hack 
saw business to 
the Star and en- 
joy the constant 
demand for this 
old and well- 
known blade. 


Makers Since 1883 


CLEMSON BROS., Inc. 


MIDDLETOWN, N. Y. 


We have something to tell you about hack saws. Write 





for booklet. 
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Our Readers’ Forum 
(Continued from page 39) 





thoroughly and continuously they are ex- 
pressed in terms of actual utility, they lack 
that most important of selling requisites— 
the point of personal contact. Mr. Customer 
may see something he needs in your window, 
but being on his way to the ‘movies’ and in 
a hurry to secure a good seat, he puts off his 
business call until some more propitious 
time; he may read your ad in the local paper 
and make a mental resolve to stop in and 
see the goods advertised, but one darn thing 
after another crops up and he forgets all 
about it; he receives your mail matter, or 
not, often depending on who gets it first 
from the hands of the letter carrier, but even 
if he does, it is very apt to find its way to the 
willow morgue on general principles—not 
enough time to consider circulars when there 
is so much other reading matter at hand and 
the loud speaker on tap; but, when you cor- 
ner him on his own door-step by the per- 
sonal, face to face method, he’s simply got 
to pay attention, to say ‘yes’ or ‘no’ to 
your proposition right then and there, and, 
if he’s in the market for anything at all— 
he'll buy it! It’s the time and the place, the 
buyer and the seller and the goods all 
brought together, the real peak of every 
business transaction. This may be the ped- 
dler’s way, the ‘glorified’ way; but it’s the 
only sure way and the way of Christopher, 
by and through whose door-step selling 
methods—we are where we are today. 
“How did Christopher Columbus dis- 
cover America’ Not by window displays, 
by advertising or by mail—he went out after 
it and—here we are! 
Columbus sold America— 
By peddling, by peddling; 
He didn’t pay attention to 
The meddling, the meddling 
Of all the wise men who pronounced 
Him “nutty,” oh, so “nutty,” oh! 


But sailed until the lookout cried— 
“The land’s ho, the land’s ho!” 


“The real and vital secret of selling suc- 
cess is—see every American on his own 
door-step and—see him first! ‘Take a les- 
son from Christopher. Be an ‘able sales- 
man’ yourself, and—beat the peddler at his 
own game.” 

(Signed) “WiuLLiAM LupLUM 


“Mount Vernon, N. Y.” 
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F ifty Years of Hardware for 
Otis N. Watson 


TIS N. WATSON, Grand 
() Rapids, Mich., has been 
in the hardware busi- 
ness since 1875, a total of 
fifty years. His first store 
was in Petoskey, Mich., when 
he moved to Grand Rapids in 
1883. His store is located at 
618 Bridge Street, which hap- 
pens to be the site of his 
birth. Mr. Watson is 70 years 
old, and salesmen who call on 
him say he is as agile as many 
men of forty. 

It is interesting to know 
that Theodore Gerschwind, an 
employee, has been with Mr. 
Watson since 1883. Mr. Wat- 
son’s record should be an inspiration to younger men 
in the trade. 





Otis N. Watson 





Think, Act, Tell 


a4 H, business today is so different, so much more 
complicated, so much more difficult,” you will 
hear men, young and old, say frequently. But 
is it, fundamentally, essentially? 

Analyze it—there are but three essential steps to mer- 
chandising. They are: Think, act, tell. The difficulties 
creep in only when one or more of these steps is over- 
looked or slighted. 

First, of course, one must think. The opportunities for 
new ideas have assuredly not past. New conditions pre- 
sent ever-new possibilities. And, seemingly, the simplest 
and most successful ideas are consistently the simplest. 
The semi-soft collar, the autographic camera, the cash- 
and-carry-self-service store, the correspondence school, 
the Fuller-Brush method of door-to-door selling and a 
thousand other successful business ideas are, when boiled 
down, simplicity itself. 

Second, obviously, one must act. Says President Grant, 
of the United States Chamber of Commerce: “Successful 
management is responsible for success. Those who dream 
dreams and nothing else fail.” It is at this step that 
vision, far sightedness and executive ability begin to 
count heavily, indeed more heavily than capital and back- 
ing, as has been proved ten thousand times. Here the 
Thinker gives way to the Doer of Deeds. 

And, third, one must tell. How many forget it! 
As some one has said: “Next to doing the right thing, 
the most important thing is to let the people know 
you are doing the right thing.” That means advertise. 
The old Biblical advice about not keeping your light hid- 
den under a bushel still does splendidly for the business 
man who would be successful twenty centuries later. 
There are many different varieties but at last one must 
be adopted, even if it is merely word-of-mouth advertis- 
ing. One may be shy and retiring in private life but 
successful business demands a certain amount of horn- 


piping. 








Work, as a practical fact or as an abstract theory, 
has little dignity in itself. The worker by the charac- 
ter of his effort may invest it with a certain personal 
dignity. But the dignity and the utility so frequently 
attributed to work is actually respect for achieve- 
ment.—Llew S. Soule. 
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(Reg. U. S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


Service 


Quality 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 














~( CHICAGO) ~~ 
SPRING HINGES 
The “Premier” 
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Type 400! 
Ball-bearing—Adjustable Tension 


The Premier carries the weight of the door on 
hall-bearings located at the top of the hinge away 
from moisture and dirt. 

Other Important Features of this hinge are an 
eccentric equipped with hardened steel roller- 
bearings, a drop-forged piston and a simple but 
positive alignment device. 

The spring is compression type, made of flat 
wire to give greater durability, and has a tension 
adjustment. 


Chicago Spring Hin qe? Company, 
NEW YORK 
U. S. A. 


CHICAGO 
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How Hand-to-Mouth Buying Retards Retail Sales 


a 


much more profitably to selling. The retailer 


(Continued from page 29) 


retailers who seldom read what is 
ten for their benefit, 


writ- 
and who never at- 


must, after all, make his profits on his sales. 

Some merchants are foolish enough to believe 
that they can outwit any salesman by “work- 
ing” him for cut prices. The salesmen who 
seem the easiest to yield in making a cut price 
are usually the most clever in making up on 
other items what they sacrifice in cut prices. 
In nine cases out of ten the merchant who is 
constantly trying to break down the salesman’s 
price, usually pays more in the end than the 
merchant who goes along and is willing to pay 
prices which will average fair, and do business 
on a “‘live and let live” basis. 

When a retailer who confines his purchases 
to one or two houses gets into difficulties, it is 
easy to assist him, because two or three credi- 
tors can readily get together and agree to help 
the merchant through his difficulties; but, if 
there are many creditors to whom the merchant 
owes many small amounts, none of them feel 
under obligation to help that retailer through, 
because he has not given any one of these 
houses a volume of business that was worth 
while; and, since he never was a desirable cus- 
tomer, why try to help him pull through? My 
observation has been that retailers who con- 
fine their purchases are not only more success- 
ful, but rarely get into financial difficulties; 
while those who buy from many houses not only 
get into trouble, but cannot be helped, because 
they are in debt to too many. 

The hardware trade papers and the officers 
of the national and various State retail hard- 
ware dealers’ associations are constantly 
striving to educate the hardware merchants 
to adopt better business practices. Un- 
fortunately there are still some hardware 





tend a convention of hardware dealers. 
Some merchants may not be in a position to 
leave their business to attend these conven- 
tions, but how many merchants are there who, 
unable to attend conventions, do not even read 
one hardware trade journal? For this there 
is no excuse. No hardware merchant can 
truthfully say that he does not have time to 
read at least one hardware journal regularly. 
Every issue of the HARDWARE AGE, to say 
nothing of other trade papers, contains many 
instructive articles, from which a hardware 
merchant can get good selling and business- 
building ideas as well as inspirations on how 
he can otherwise improve his business. I have 
discussed this subject with editors of hardware 
trade papers, and I find that all of these men 
have an earnest desire to do all they can to 
help the hardware retailers do a better and 
more profitable business. 

The retail merchant, to be successful, must 
not only devote his time to his business, but 
must apply successful methods. Besides carry- 
ing in stock those items which properly belong 
in his line, he must carry out modern business 
methods; and nowhere can he learn more about 
this than from other successful merchants, and 
from the articles which appear in the trade 
papers. I find that the most successful mer- 
chants read more trade papers and other good 
business literature than do the retailers who 
manage to just keep ahead of the sheriff; but, 
what is the use of saying anything more to help 
such merchants, because those who need it most 
will not read this or any other article on better 
business methods. 





New Stake Body for Ford Truck 


The Ford Motor Company has added 
body 


stake 


to 


its 


one-ton 


truck 


equipment, and distribution has begun 
through the dealer organization, which 





meets many commercial requirements 
such as carrying farm produce, raw 
materials, manufactured articles and 
bulky material in general. 

The body may be used in combina- 
tion with the all-steel cab. Easily re- 
movable stakes permit a_ platform 
truck of good proportions; except for 
floor and rack boards, which are said 
to be constructed from especially sea- 
soned wood, the body is all steel. 

The floor space is 8 ft. 2 in. by 5 ft. 
with sides 26 in. above the floor. Racks 
are in five sections, two on each side 
with one at the rear. The sections are 
held together with sturdy steel stakes 
which fit snugly, it is claimed, into 
sockets cut into the outer steel frame 
of the platform. Special connections 
are said to hold the sections into a 
rigid body of exceptional strength and 
durability. 
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F. E. LINDSTROM 


GENUINE SWEDISH PLIERS 
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QUALITY UNSURPASSED 


Obtainable from Your Jobber 


HAMMEL, RIGLANDER & CO. NEW YORK, N. Y. 
209-211 WEST 14th STREET 


Sole Importers and Suppliers to the Wholesale Trade 




















The 
GUARANTEE 
THAT 
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CREATES 
CONFIDENCE 
and | 
So sure are we of the lasting quality of our “SNO-WITE” Bath Room Trim- 


MAKES SALES mings that we attach a tag to each article and Guarantee it for 10 years. This 


guarantee creates confidence and makes sales. Every dealer is protected. 
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Catalog on Application 
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Originators of Porcelain Enameled Bathroom Trimmings 





American Enameled Products Company 
CHICAGO <= 


San Francisco Atlanta Toronto Detroit 


— 


|; SNO-WITE 
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Why Some Hardware Salesmen are Clerks 
most of the time 


(Continued from page 41) 


tell him how many hours to remain in any one 
certain place and what train to take out. 

As for competent, well meaning salesmen being 
an unnecessary evil to the retailer, whether he is 
handling hardware or jewelry, the right light of 
merchandising has never shone upon the man who 
so designates that type of travelling salesman. 

I have stood behind the counter when I was a 
kid in knee breeches and have seen salesmen come 
to my father’s store as many as fifteen in a day. 
Each of these men, regardless of type or class, 
contributed from one to a dozen fertile ideas, 
which if my father didn’t get I sometimes would 
pick up. A man is very small indeed who cannot 
get ideas of benefit to himself from any and all 
with whom he comes in contact. 

The average retailer needs the real salesman on 
the road just as much as he needs the customer 
who comes into his store. I should surely hate to 
think I would be compelled to depend entirely 
upon the mail order houses for my merchandise. 


One avenue open to the retailer, whereby he 
can make a decided improvement and showing in 
his sales, is for him to be a trifle more courteous 
and considerate of the men who call upon him and 
encourage these meetings with the different repre- 
sentatives. He may find out he is almost as weak 
in selling some lines as is the clerk he so often be- 
rates. 

A high percentage of the people working in any 
business today are working for two things, quit- 
ting time and pay day. This can be obviated by 
persuading them to stop just working for you and 
to start working for themselves. Do this by call- 
ing their attention at your weekly meeting (I am 
taking it for granted that most prosperous mer- 
chants conduct weekly meetings), to the fact that 
on December 15 of this year you will divide among 
them a certain per cent of their gross sales for 
the year, and I feel confident you will witness a 
decided increase in each man’s initiative as well 


as in his sales. 





New Smith & Wesson .32 


Automatic 


A pistol designed for home and per- 
sonal protection and intended for use 
by women as well as men is being mar- 
keted by Smith & Wesson, Springfield, loading. 


mechanism. 


spring is never 


Another safety is said to prevent dis- | lights and reflections as well as lights 
charge when the magazine is with- | from the street or road. 
drawn, which action locks the firing 


It is built for mounting on the upper 
section of the windshield and said to 


The loading is said to be even easier | be easily adjustable to right or left, 


than with a revolver, as the recoil 
compressed during | of the way entirely according to the 


up or down, or it may be pushed out 


wish of the driver. It is designed with 


It is claimed that the frame and bar- | a view to being a permanent part of 


Mass. . 
rel are rigid and the dismounting and | the car and will not obstruct the use 


The construction has been with a 
view to giving safety, simplicity and 
ease of operation that does not require 
great strength in the hand, as there 
are no heavy springs to compress. It 
may be carried or kept cocked but un- 
loaded and then be loaded and dis- 
charged easily. There is no need to 
carry it loaded as a cartridge is trans- | W! 
ferred from the magazine to the cham- | 29 ounces. 
ber with ease and speed. 





assembling simple, while the workman- | of windshield wipers. It is sold at 
ship and materials are of the best. It | moderate price. 
is oo 7! — black. . 
apacity of the magazine is 7 shots; ; , : 
length of barrel, 3% inches; length over Major Distributors 
all, 6% inches; cartridge, .32 rimless 
smokeless; Circassian walnut stocks; 
wide flat top sights, and the weight is 





Announced by Ajax 
Electric Specialty Co. 


; The Ajax Electric Specialty Co., St. 
Louis, Mo., manufacturer of Ajax elec- 


The company claims the same quali- ; 
wag ~ Device Promotes Auto Com- | trical specialties, announces the fol- 


ties of utility, safety and simplicity for 
this new product as are embodied in 


— 
at Z 





their revolver for home protection that 
has been on the market for 35 years. 

Safety is claimed by the operation of 
the firing mechanism which locks in the 
uncocked position. This unlocks when 
the pistol is properly grasped, but the 
pulling of the trigger is necessary for 
rotating the cylinder, cocking and fir- 
ing. This is said to be simply and nat- 
urally accomplished, but there must be 


fort and Safety 


A product that gives promise of pop- | Charles Weiland, New York City; 
ularity by relieving the eye strain that Bigelow & Dowse, Boston, Mass.; Seat- 
is — by —_? og age — tle Hardware Co., Seattle, Wash.; Yak-: 
is being manufactured by the Bear | ; H: Co., Yakima, Wash.; 
Mfg. Co., Rock Island, IIl. a ee Sh Se 7 





lowing major distributors for this line: 
The Simmons Hardware Co., the Win- 
chester-Simmons Co. in all branches; 


Union Hardware & Metal Co., Los An- 
geles, Cal.; Imperial Valley Hardware 
Co., El Centro, Cal.; Hoffman Hard- 
ware Co., Los Angeles, Cal.; Wright & 
Wilhemy Co., Omaha, Neb.; Knapp & 
Spencer Co., Sioux City, Iowa.; Archer 
Stewart Hardware Co., Houston, Tex. 
~ the King Hardware Co., Atlanta, 
a. 





Milton Hdwe. Co., Incorpo- 


rates; W. E. Milton, President 


The Milton Hardware Co., Monroe, 
N. C., has been incorporated in that 


The Bear Kil-Glare, as this acces- | state as general hardware merchants. 


the intentional contraction of the sec- | sory is known, is a green transparent | Officers are: W. E. Milton, president; 
ond finger which is devised to guard | shield that is said to soften the blind- | C. C. Milton, vice-president; H. H. Mil- 





against accidental discharge. 





ing glare of sun, approaching head- |ton, secretary and _ treasurer. 
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WARREN HARDWARE STORE FIXTURES 
Make Merchandise Move! 


Put attractive window displays on your payroll. Use 
your windows more effectively to reduce selling costs. 
Let the public know you are aggressive and want their 
patronage. 

Merchandise well displayed, never fails to attract at- 
tention. Its effectiveness lies in the display itself, and 
its setting—the Window Trim Fixtures used. Without 
them, your show Windows do not attain 100% in sales- 








manship. 
— ae ~ —— With a well selected assortment of Warren “Economical” " mie . 
oldaers liliustrating an escripdD- ° . . ° ° ° ° 7 contemplating cnanges in 
inn eur eemaieie tee of “leo Window Display Fixtures the novice in window trim ae Gan ae cntalen of 


nomical” Window Display Fix- ming can develop some really effective and attractive Warren Fixtures will be sent 
tures—with prices—sent upon re- displays. upon request. 


quest. 
J. D. Warren Mfg. Company 
159 No. State Street 
Chicago, Illinois 





meee 


Put Effective Window Display on your Payroll 
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Rivets, Roofing Nails, 
Scratch Brush Wire, 
and Pipe Couplings. 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 








Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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CURDIN 
CORBIN 





SCREW 





PRODUCTS 





Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw _ Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 


We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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In Hollow Screws, the strength 
of socket is the main strength of 
a Dealer's sales-talk—not price. 
Taking stock of the cold-drawn 
ALLEN, you could say that its 
30% extra strength is a fair 


measure of its extra sales-value. 


Users know ““ALLENS”’ as the 
30% stronger screw—and Allen 


Dealers Anow they know it by 
the solid evidence of their sales 


records. 


Don’t feel that you have to sell 
hollow screws on price. 
“ALLENS” bring their price, 
and that price brings the profit 
in hollow screws. 


THE ALLEN MFG Co. 


139 Sheldon St., Hartford, Conn. 
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Clinch Rivets 
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Approved! 
by the keenest buying 


brains in the country 





Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and _ specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 












KETAT TIT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 






Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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You don’t have to wonder why Economy 
is the most popular weatherstrip for the 
Hardware Trade. These seven big rea- 
sons answer your question: 


Practical and Effective 

Economy Metal Weatherstrips do away with 
storm windows, save 25% to 40% of fuel, 
keep out dust, dirt, drafts, rain and snow, 
and eliminate rattles. 







Permanent 
They are made of spring bronze, do not 
rust, and retain their tension. Will last a 


lifetime: 


Easily and Quickly Installed 

The installation ‘of Economy on either win- 
dow or door can be completed in a few 
minutes by anyone. 


Packed in Cartons 

To simplify handling, eliminate waste, 
measuring and cutting. Economy is 
packed in cartons containing complete 
equipment for one door or one window, 
including nails and instructions for in- 
stalling. 


Increased Sales and Quick Turnover 
Outstanding sales features give Economy 
All Metal Weatherstrips quick turnover. 
Hundreds of repeat orders from jobbers 
and dealers is conclusive proof. 


Sizes and Prices 
Economy comes in two standard sizes. 
Packed 24 cartons to the case. 

Retail Price Retail Price 
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EATHER STR 
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METAL Ww 
METAL WEATHER 


ECONOMY 
% 
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Size Per Carton Per Case 
RS a4 wilco ews ggg ee $45.60 
Eo ean daa aa ES vcacwensed Medes eenewen 52.80 
la. GTR Ss gS ES. | alee eae wad a er 48.00 
ee ee lll Se 4} errr 51.60 


Above prices are based on 9 cents per lineal foot. Subject to 
liberal trade discount. ° 
Special Sales and Advertising Plan 
Our sales plan and advertising makes sales easy. A miniature 
window model, completely equipped with Economy, including 
attractive counter display, is furnished for demonstrating pur- 
poses. Fill out coupon below and mail it now. 
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: ECONOMY METAL WEATHERSTRIP CoO. : 
: 2531 Homer Street, Chicago ’ 
t Send, without obligation at your expense, miniature Window a 
s Model, including window display with descriptive literature and | 
3 sales plan. Also give your trade discount. a 
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Trade-Mark Reg. U. S. Pat. Office 


The All Metal 
WEATHERSTRIP 
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GRIFFIN MANUFACTURING CO. 


45 Warren StNewYork ERIE,PENNA. 74W.LakeSt.Chicaco.™ 
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the hinge that is unt- 
form in size, beauti- 
ful in appearance, 
lasting in finish, life- 
long in service—the 
product of one of the 
largest wrought steel 
hardware manufac- 
turers in the world. 
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Uppermost in the minds of your 
customers today is service. Better 
service is the cry from every quarter, 
and it is yours to give your pump 
stand customers through MYERS 
DEFIANCE PUMP STANDARDS. 


They are built to serve better and longer. To withstand 
hard use—to be free from wear and breakage—to last years 
after the ordinary pump stand has been cast on the scrap 
heap—are some of the elements which enter into their successful 
performance under widely diversified conditions, and place them at 
the head of the list from a sales as well as a service standpoint. 


It is not a difficult matter to convince a prospective pump stand 
purchaser of these facts. Design, construction, finish and numer- 
ous improvements al] bear testimony to the superior qualities of 
Myers Defiance Pump Standards and are a sales creating force 
which invariably lands the prospective purchaser. 


Myers Defiance Pump Stands are seasonable just as are Myers 
Pumps, Water Systems, Hay and Grain Unloading Tools and Door 
Hangers. It will be our pleasure to quote direct or have one of our 
representatives see you in person. Write. 


Myers Defiance Pump Standards 
THEF.E. MYERS & BR 


ASHLAND, OHIO. 


ASHLAND PUMP AND, HAY TOOL WORKS 
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BUSHING 
14 12OR 
2 IN. PIPE 
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The Stick to “One Brand” 


Customer 


yu 





You’ve met his kind. He won’t buy anything | 
unless it has been tried and proved worthy. 


4 
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The watch he carries, the car he drives, the radio 

he owns, the saw he uses—all are made by com- 

MINTED + panies who assume full responsibility for depend- 
itt} , 

| able service. 

Naturally he says: ‘Perfect Brand” when he 


wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 
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Your Jobber does—he knows. 


BN mn 


Ludlow-Saylor Wire Co. 


Painted St. Louis Missouri Galvanized 


PUUNTAUNULIAUALAL 











The Business Getter 


The advertising columns of newspapers and 
trade-papers are continually carrying advertise- 
ments along these lines: ““Wanted—Men who can 
get business.” 


There are certain tools that get business as well as 
men—the Coes Wrench is one of them. The “Coes” 
has been a real business getter for dealers since 1841. 


_ Like the successful salesman, the Coes Wrench 
is always selling. 


Your Jobber will supply you. Send for Catalog. 


COES WRENCH COMPANY .°=., 


“In Business Since 1841” 


WORCESTER, MASS. 


Selling Agents 





JOHN H. GRAHAM & CO., 113 Chambers St., New York J. C. McCARTY & CO., 29 Murray St., New York 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 
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EXCELSIOR 


Poultry and Rabbit Fence 
Graduated Mesh 


You can give your trade this product with 
the assurance that it is— 


correctly spaced from top to bottom, 
securely woven, 

true to wire sizes, 

heavily galvanized. 


It is a quality product that meets the 
demand for a fencing strong enough for all 
ordinary purposes and with bottom wires 
spaced to hold the smallest chickens in. 


AMERICAN WIRE FABRICS CORPORATION 
SUBSIDIARY OF 


WICKWIRE SPENCER STEEL CO., Inc. 
GENERAL OFFICES: 41 EAST FORTY-SECOND STREET, NEW YORK 


Western Sales Office: 208 South LaSalle Street, Chicago 


Worcester Buffalo 
Detruit San Francisco 


eens 


Cleveland 
Los Angeles Seattle 












seal 
Correct . 


Grades 7 







Thousands 


of Farmers, Builders and Landscape Gar- 
deners every year buy this practical 


Farm Tool 
(Not a Complicated Engineering Instrument) 
It’s just what they need for draining, terracing, 
marking out building sites, etc. At its moderate 
price, it sells without effort. 
Are you neglecting this profitable field? 
Send for literature and window display. 


KEUFFEL & ESSER CO. 


EW YORK, 127 Futon Street, General Office and Factories, HOBOKEN, N. 3.) 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
{46-20 S. Dearborn St. 817 Locust St. 30-34 Second St. 6 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 


FAVORITE FARM 


LEVEL 































Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 


All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the fourth issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 
issues. 


HARDWARE AGE 
239 West Thirty-ninth Street, New York 
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Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. The felt washer acts as a 
cushion. This line is only one of our big sellers. Write for 


catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 























Torches and Stoves 
OVER 400 TYPES 


The original | ead 
weden 


and genuine— 


bt. tee 


Tas; : BE 


SWEDISH PANSAR FILES 


Circular Cut—Flexible-Tanged 
Hal Round—BatardSmoot TAPES SELL 
Se Made of even tempered steel ribbon that lies 


ESKILSTUN A CHISELS perfectly straight unwound. 
Made in following styles: Foot marked Quick Reading at each inch. 
ee eee Sager See Sage Gochet Catents Steel lined, hand sewed leather case. 








Also ‘ 
Pliers, all styles Cutlery Razers And so reasonably priced. 
aalhe ony ““Sandvik’’ Saws “Banco” Scythes 
“‘Siter’’ Axes Write our nearest branch about this 


Shoemaker’s Tools Hoes 
Aavils Cabinet Serapers Barking Spuds remarkable profit building tape 


Order from your jobber today, or write 


SCANDINAVIAN EUGENE DIETZGEN CO. 
WESTERN IMPORTING COMPANY Caines Ne York UETGEEN Peiniie Wain 


116 Broad St., N. Y. New Orleans Pittsburgh == Milwaukee Los Angeles 
509 E. Hennepin Ave. Coristine Bldg. San Francisco quae seen Factory at Chicago 
Minneapolis, Minn. Montreal, Can. Drawing, Surveying, Mathematical Instruments & Materials, Measuring Tapes 





























A GUIDE TO BETTER BUSINESS 


Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 





Every one of the scores of beautiful pictures and every line Cc 
of the reading matter is designed to increase sales in oupon 
Hardware Stores. Ww. C. Heller & Co 


Many of the interesting problems solved in modernizing 
over 2000 Hardware Stores are made clear. Always the 
Dealer writes, ‘‘You have increased my sales.”’ 
The display difficulty that has baffled you has probably al- 
ready been solved in one of these many Hellerized stores. 
It need bother you no longer. Ask for your copy of part the reference book on 
Reference Book No. 27-A. ; ee 
Hardware Store Fixtures ad- 


W. a HELLER & CO. ee Hardware Age 
Main Office and Factory: Seis 
700 Wabash Ave., Montpelier, Ohio NQMC... cccccee Cocccccccces 


Eastern Display Room: 
20 Vesey St., New York City 


Montpelier, Ohio 


Please send without charge 
and without obligation on my 





Petctadwatevoae susone 
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Bronze and Copper 
FLY SCREEN CLOTH 
Spargo is real fly screen cloth that looks the 


part. 
And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 


Spargo Wire Co., Rome, N. Y. 
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Manufacturers of 


BOLTS NUTS 
RIVETS SPIKES 
PLAIN AND UPSET RODS 
HARROW TEETH, 
WAGON IRONS 
SINGLETREE TRIMMINGS 
FLOOR HOOKS 
CAR FORGINGS 
GENERAL FORGINGS 
ANCHOR SHACKLES, 
POLE LINE MATERIAL 
COTTON TIE BUCKLES 


BAR STEEL, CONCRETE BAR, ETC, 
“TYRONE BRAND” 
PICKS, MATTOCKS, GRUB HOES 
CROWBARS, WEDGES 


WASHERS 


HINGES 


CHAIN LINKS 


O 






























General Office and Works, Pittsburgh, Pa. 
Eastern Office: 50 Church St., New York City 


‘Pacific Coast Office: Monadnock Bldg., San Francisco, Cal. 


— 


y 















responsibility — 
your profit 





~ 
of This straight-from-the-shoulder guarantee is 





given to every buyer of Ney equipment: 
antee all Ney goods to give satisfaction tothé tiser. 
There is no quibbling—no two ways to take this 
uarantee. Itis a simple, straight forward pledge 
rom men who are Confident of the dollar for 
dollar value they put into the goods they make. 


@ gduar- 


This guarantee is one of the biggest business assets of the dealer who 


sells 


ey equipment. It is his word of honor to his eustomers—a force 


that adds to his reputation—a business builder and a definite aid in build- 


ing steady profits. 


THE NEY MANUFACTURING CoO., Canton, Ohio 


Minneapolis, Minn. 


ESTABLISHED 1879 


Council Bluffs, 1a. 


Manufacturers of Dairy Barn Equipment and Haying Tod 
= stalls, pens, litter carriers, water bowls, hay @#rriers, 
leys, hay pecialties. 


includin 
hay fo 
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knives, barn door hangers, and hardware s 
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New “YANKEE” Double Packing 





ZES 
and 14” 





SI 
8-10-12 


the NEW Y ANKEE” 


Ratchet Brace No. 2100 


With the famous 
watch. Unbreakable, — 


Works like a 


Yankee Ratchet. 
— Moistureproof 


Dust-proof, — 


New Chuck holds any bit (Round, Square or Taper 
k) accurately, and can’t loosen. Made and 


Shan 
finished like a precision tool. 


COUNTER DEMONSTRATOR 3 


This is furnished (free of + ggg — 2 
braces, if specified on the order 


himself. 


Never a brace like it. 





very three 
Helps ir on user sell 
Better phone or write your jobber at once. 


NORTH BROS. MFG. CO. 


PHILADELPHIA, PA. 
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INDISPENSABLE! 
) Needed in the 
AN — = WORKSHOP 
IDEAL BENCH LAUNDRY 
for use in and 
connection with an GARAGE 





ELECTRIC 


WASHING MACHINE Made of Hardwood 


Varnished 

LOVELL’S FOLDING HANDY WASHER BENCH 
18 inches wide—5l inches long. pM te ts he “2 macy one ee iia 
LOVELL MANUFACTURING CO. - - Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World 

















ARMSTRONG’S 





SUPERIOR 


Galvanized Hardware Cloth 





Our Standard Hard- 
ware Cloth, also known 
as Cellar Window Cloth, 
is heavily coated with 
pure zinc after weaving. 


This Cloth is woven 
with even mesh and will 
roll out flat without 
waves or bags. | 


Put up in 100 ft. rolls 
in widths 24” to 48” in- 
clusive. A popular 
seller by the Hardware 
trade. 





Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range %—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 





: The Armstrong Mfg. Co. 
G. F. Wright Steel & Wire Co. Bridgeport 
WORCESTER, MASS. Conn. 

















Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma 
terial and skill. 


Selling Agents 
Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back New York 
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FOR SALE 


AT EXCEPTIONALLY 
ATTRACTIVE PRICES 


Five—Portable or warehouse type TOLEDO 
Automatic Springless Scales. With dial capacity 
ranging from 125 pounds to 1,000 pounds. 
These scales are on wheels and _ especially 
adapted for warehouse and factory use. 


One—MORRIS Platform Hoist, 1300 Ib. ea- 
pacity—3’ x 4’ platform, 8’ lift—Never been 
used—in original packing case. 


For full particulars address 


PURCHASING AGENT 
THE GRASSELLI CHEMICAL COMPANY 
Guardian Bldg., Cleveland, O. 











CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 


Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insurin 
a perfect fastener that will not ben 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing strength. 

These fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 
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Wood Screws, Machine Screws, 
] Cap Screws, Set Screws, Stove 
L Bolts, Sink Bolts, Hanger Bolts, 
Nuts, Rivets, Burrs, Specialties 
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accuracy. 








consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 


REED & PRINCE MFG.CO. 


WORCESTER, MASS.U.S.A. 08 








Best Known—Most Used 
Hose Clamp in the Industry! 
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Patents Granted 


March 20, 1917, 
21~* 


March 1, 19 
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Universal Hose Clamps have 
achieved this _ distinction 
through their out-and-out 
good quality and the equit- 
able and square sales policy 
under which they are dis- 
tributed. 


Your guarantee is the name 
Universal” stamped on 
each clamp and printed on 
each carton. Look for this 
name when you buy and be 
ae you get what you ask 
or. 


Their size adaptability, ease 
of installation, leak preven- 
tive feature and rust-proof 
construction make them ll 
that a good clamp should be. 
Universal Clamps are manu- 
factured from cold _ rolled 
steel wire—not strap. Their 
edges are smooth. Every 
clamp is “Electro-Galva- 
nized.”’ 

One size—1 to 3 in. fits any 
hose of any size. For oc- 
casional needs of small hose 
we make a Junior Clam 
adapted to %4 to 1% in. ad- 
justability. 


Universal 
Industrial Corp. 
Hackensack, N. J. 


HOSE 


CLAMP 





Adjustable to fit arvy Lose of ary Sti 
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Better 
MachineScrews 
for the 
Hardware Irade 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT CONN. U.S.A. 
NEW YORK, N.Y. po LAND, ONO: 
3O GAST 422 ST. HOFIELO BUILDING 





C Sell the Best 
yp Dole oor HARDWARE 
a For Hard-wear 
o For more than 48 years 


Bommer Spring Hinges have 
maintained their leadership and 




















6 proven their superiority over all 
e) others. 
[a They have kept pace with the 








times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINCES - 


ARE THE BEST 


Replenish your stock with Bommer. 
hey are in universal demand—are 
quickest to sell—easiest to apply and 
oe, most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 47. It is a 
big help in ordering. 


Ci 








Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 

















We’re 
Helping 
the 
Hard- 


ware 


| “bs Trade 
Sell Brookins Measures 


Every month we are pointing out to thousands 
the time and trouble saving features of Brookins 
Measures. We are advertising to the man who 
sells and uses oil. This advertising is read by 
garage, filling station and 
service men in your terri- 
tory. It is creating a 
steadily growing demand. 
Cash in on it! Order a 
complete stock of Brook- 
ins Measures from your 
jobber today. 





Ed THE BROOKINS MFG. Co. 
342 Xenia Ave. 
Dayton, Ohio 


os < ae 
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Brookins SERVICE STATION EQUIPMERT 
Oil Measure ee 

















Boat Oars 


The season for boating 
is at hand. Crown 
Brand Products are 
made of the finest tim- 
ber obtainable. 














Write at once for 
sizes and prices 














1 Manufactured by 


DE GRAUW, AYMAR & Co. 


Established 1827 
34-35 SOUTH STREET NEW YORK 
FACTORY: PLAQUEMINE, LA. 
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aie You’re Bound to Gain 
Selling a Good Thing! 


Graffco GLASS PUSHPINS 


are exceptionally good—extra strong clear through, 
made to withstand unusual strain, and, particularly, to 
win business through straight merit. 

Sample pins and our offer to dealers both tell a con- 
vincing story. Drop us a line now and we'll send you 


both, at once. 


GRAFF-UNDERWOOD CO. 


Sole Mfrs. Graffco Vise Signals, Vise Clips, Vise Index 
Tabs, Bud Vases, Pencil Sharpeners, Maptacks, Thumbtacks 


20 Beacon St., Somerville Boston, 42, Mass. 


THERE’S MONEY FOR YOU 
~ IN THE HANDY SLICER 
Profit Makers Are Always Welcome 


Handy Fruit and 
Vegetable Slicer 
No. 6-S 


It slices all kinds of Fruits and Vegetables 
in an infinite variety of fancy and attractive 
designs, absolutely without waste. Apples, 
pears, bananas, pipeapples and other fruits 
sliced with a “Handy Slicer” prepare a 
dessert excellently and quickly. nce used 
for slicing apples for pies it will be consid- 
ered invaluable, 

Potatoes, beets, radishes cucumbers and 
other fibrous vegetables become tender when 
sliced ‘“‘Lattice” fashion. 


HANDY THINGS MFG. CO. 
LUDINGTON, MICH. 























IDEAL LINE 
ROLLING STEP LADDERS 





— Prompt 
rices ° 
are 25% Shipments 
lower than 
any other We make 
Rolli them to fit 
—— YOUR 
Ladders Shelving. 
on the 
Market. Senate 
Catalog on 
Satisfaction 
Guaranteed. Request. 


SUCCESS FURNITURE CORP. 


(Kirkwood), Mo 
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LLook for the full name 


Russell Jennings 


stamped on the round of our 


Auger Bits 


The original doubie twist auger bit, patented by 


Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 





A Better than leather S 
—for any work or 
weather! 
Recommend and sell 


TRADE MARK REG. 
Half Soles—Heels—Strips 


Outwears Best Leather 
2 to 1 


Black—tan—for men, women, 
children 


(See page advt. next week) 


Panco Co., Chelsea, Mass. 7 


aay 


) ICE TOOLS 
Ice Tools and other 








X 
x 


ue ial 


equipment for every ice 
} handling purpose. A large §f 

# stock always on hand to 
promptly meet your re- 

s quirements. | 
Write for complete price 
list and discount sheet. 

GIFFORD-WwOooD 

» Main =: no Works: 7 Hill ‘Bt., 


i. ie 
NewYork, Boston, Diteeen Pittsburgh ff eo 


I 











YOU OWE IT 
TO YOUR TRADE 


to supply the best Blotorch made—the Turner No. 45. 
Its many exclusive, superior features are patented, 
There’s no substitute for Turner. The superheating 
Burner Baffle and heater plug produces 400 degrees 
more heat from present day gasoline or kerosene. 
The Automatic Safety ‘Yalve prevents bursting pres- 
sure and explosion. The seamless, leakproof Brass 
Tank has but one opening and that above fuel line. 
The Twin Needle control obviates orifice trouble. 
The Pistol Grip handle makes it convenient for any 
size hand. FEARLESSLY GUARANTEED. 


Order from your jobber. Write for 
new catalog of Blotorches and Fire Pote 


Edgewood Ave. Sycamore, Il. 








The World’s Larg- 
est Exclusive Manu- 
facturers of Blo- 
—_ Fire Pots, 
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A Real Opportunity 
To Secure a Well Established Manufacturing Business 


All Equipment, Patterns, Tools, Jigs, Dies, Machinery, Stock and Ma- 
terial necessary to manufacture a fine line of Locks, Latches and Cyl- 


inder Key Blanks. 

This line enjoys a good reputation. Incorporated in 1910, Capital Stock 
$75,000 All Issued. 

This is an excellent chance to obtain a business free from debt. Thor- 
ough investigation invited. Send inquiries to Box No. G653, Care of 
Hardware Age, New York. 


























“QHIO” 


Shoe Lasts and Stands 


Your business at 
your finger tips— 






MADE se ABSOLUTELY 
aa ae 
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With Duplicate Records 
Of Every Transaction 








Zion Simplex Duplicating Books give the closest 
possible check on business. Every transaction be- 
comes a permanent record. These greatly advanced 
books systematize, simplify. Further, they embody 
many features for your convenience. They are 
widely used and have become first choice wherever 
known. There are over 40 standard Simplex forms 
—Receipt, Order, Sales and other books. Inspect 
Simplex Books at your dealer’s today. Or let us 
send you complete information on how they will 
simplify your business. 


7 | O N INSTITUTIONS 
& INDUSTRIES 

OFFICE SUPPLY DEPT. 
Wilbur Glenn Voliva; Zion, Ill. 






The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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STORE LADDERS 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with | } 
convenient full length handholds on both sides of i 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without } 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 

' small space. Make top shelves safely 
available for stock purposes. One 0 
style—neat of design—nicely “ii 
finished—any height ceil- 
ing. Thousands in 

use. Circular on 


Advertised 
25 years 


Used in Millions of Homes 


Moore Push-Pins 


Glass Heads - Steel Points 













Moore Push-less Hangers 
**The Hanger with the Twist ’’ 
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Constant Demand 

for These Dependable Articles in 

Attractive Counter Displays 
Ask Your Jobber 


- Moore Push-Pin Co Cae) Philadelphia, Pa. 
Originators of ‘‘Devices for Hanging up Things” 


as 
me 
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TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 





1925 


June 18, 





STRATTON Pin o enameled in 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 

















Robertson “Horse Shoe Magnet’ Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal wsctiiiae 
(the highest a ag at the Panama-Pacific Exposition. 
Good profit. Write for price list. 

Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 


























































pei... nea Socket Knocked Down 
pephoeamgoes ‘ Wrench Bench Legs 
Loo ool at moderate price 
—Literature ? Sets In Cartons 
lias J. H. WILLIAMS & Co. 
= _ “The Wrench People” New Britain Connecticut 
: New York BUFFALO Chicago 
POWERFUL CRECOITE 
EVEREADY DEP yr oe Sects Ben Gan Gall 
LIABLE With Confidence 


COLUMBIA 
Dry Batteries 


Order from your jobber 


Manufactured and guaranteed by 
NATIONAL CARBON CO., Inc. 
New York San Francisco 









Half Hatchet Write for Catalog H 


Marion Tool Works, Inc. 
Marion, Indiana 








Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 
Send for samples and prices 


MASSASOIT ~~~ etiam —. 
Fall River, Mas U. S. A. 


-they last longer 


MASCO 
PRODUCTS 





New York Office - - ~ ~ 


350 Broadway 


Chicago Office - - - 189 West Madison St. 








THE FOWLER & UNION 
- HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 














SUNBEAM 


CABINET/ HEATER 


This modern heating plant requires no basement, yet it heats the entire 
house. It takes up little space and is as attractive as a fine piece of 
furniture. Write today for our dealer proposition. 
THE FOX FURNACE COMPANY 
Largest Makers of Heating Equipment 
ELYRIA, OHIO 














Plug Counterbore 
Made in two sizes, 
34 and! inch. 
The Conn Valley 


Mfg. Co 
Centerbrook, Conn. 
U. S. A. 





A Labor Saving Tool 
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“etass “J ER, NOX” cutters : 


SPEED + B& 


QUALITY 


UNIFORMITY SERVICE 


Ne 


“The Toots in Lhe Paid Bor” $3 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. +: 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. oo is a big 
seller for home use. 


American Shearer Mfg.Company 
Nashua, N. H. 























SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 


SEYMOUR SMITH & SON, Inc. 
Oakville, Conn. 





Sales Agents: John H. Graham & Co., 113 Chambers St.. New York 
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Rock Island Radiovise 


While a big seller for radio work, this strong vise is also very 
popular for garage, workshop and home use. It has an attrac 
tive bright Red finish. Liberal profit. Write for discounts. 





ae 

Swivel Base | Jaws 3% 
Anvil Type Open 4” 
Write for Weight 
Prices 19 Ibs. 





ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 


0 
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Osborne High Grade Punches 





Belt Punches Arch Punches 


Spring Punches _ Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 


and Oval Punches. 


ember we have had 99 years of successful manufacturing experience, 
only skilled workmen and use the finest quality of materials in 


making our p. “ducts. 


stand back of every tool we make. Try us. Write for Catalog 


Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
EST ABLISHED 1826 











No. 208 
A Quality Torch 


factory prices. Get a catalog. 


CLAYTON ——— MFG. 





No. 208 Torch 6275 Beaubien St. 
Ask for latest price. DETROIT, MICH., U. S. A. 


No. 208 Torch produces more heat, 
saves time and fuel and the cost for 
upkeep is nominal. The improved 
Double Needle Burner burns either high 
or low test gasoline. The gas orifice 
is cleared by using the upper cleaner 
needle, which is fitted with a wire tip 
and keeps the Torch burning at its 
maximum. Both needles are blunt, 
making it impossible to injure the bur- 
ner orifice. There are many other im- 
proved patented features that give the 
user better service. Jobbers supply at 


4 


wt Lace) “a 
ment a 
= 


cyO 
Ker” 
< At 


A 





Known as both Adjustable “S” Wrench and Nut 
Wrench. Good seller for general use. Also rec- 
ommended for places where a Monkey Wrench is 
not practical. Keystone Quality throughout. 
Malleable handle. Forged-Steel Jaw. 6 sizes: 


to 14 in. 
Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Coe. 


New York Chicago 























| PAINE STOVE BOLTS 








As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 
Sold to jobbers only. 


Samples and discounts on request. 
No charge. 


THE PAINE COMPANY | — 


2949 Carroll Avenue, Chicago, IIl. 
33 Warren Street, New York, N. Y. 




















ZINC 


WIRE 


American Steel & Wire 


Chicago, New York, Boston 
Denver, Birmingham, Dallas 
U. S. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 


‘(INSULATED FENCES: American, Royal, Anthony, 


National, U. S., Banner. Steel Gates. 
ER (formerly Arrow) STEEL POSTS. 
CONCRETE REINFORCEMENT. 


IES: Old reliable brands. 


BALE T 
TELEPHONE WIRE. 


for every purpose. 
Quick Delivery. Write us for — plans. 
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PRIVATE BRAND Post Hole Diggers Are Not 


IWAN Tools 
We do not make private brands for any jobber, nor compete with you 
by selling to mail order houses, Specify GENUINE IWAN Auger, 


Invincible Digger, Eureka Digger, Perfection (Atlas) Digger, Hercules 
Digger and Vaughan Auger to your jobber. 
See complete IWAN line, page 229 Hardware Buyers catalog. 


IWAN BROS., Mfrs.. SOUTH BEND, IND. 








So ee 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 


TACKS 


ALL KINDS . 
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An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Boz Number Address. 
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ortunities 


Set Solid, Minimum 50 words....... TeTTTiTTTTrriTt TT tT. 
rn Sr Ci ccnccccoeceeecosoece see veeee soos 4 

All Capitals, Minimum 50 words...........cceeseeees cooee CS 
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Each additional inch.............csccece waedheeanes occ OO 


4 insertions, 10% off; 8 insertions 15% off 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Help Wanted 








} We have special facilities for bending 

and forming steel tubing in size up to 
» 1” OD. Our equipment is also especially 
adapted to machining small cored mal- 
leable or forged steei parts. 

Where the above material is required 
in polished and nickel plated finish, our 
facilities for doing this work vourselves 
on a low cost are very favorable. 

We have complete marketing connec- 
tions for products of this character if 
necessary. 


Your inquiries will receive prompt at- 
tention, and quality and workmanship 
are guaranteed. 


Chicago Handle Bar Company 
SHELBY, OHIO 
Established thirty years 


, 








WANTED—SALESMEN. Well acquainted 
with retail hardware trade for states of Texas, 
Wisconsin, Oklahoma, for well known tool line. 
Address Box G-648, care of Harpware AGE, 


New York. 





SALESMAN WANTED—Eastern Pennsyl- 
vania hardware jobber requires experienced 
salesman for New Jersey. Address Box G-647, 
care of Harpware AGE, New York. 











FOR SALE—A real retail hardware business 
in a real growing town where the possibilities 
for expanding business is unlimited. Approxi- 
mately fifteen thousand dollar stock and shelf- 
worn goods. Will make a good price for quick 
turnover for cash. Will rent store, which is 
located on most prominent corner in the town— 
if desired. Reason for selling must be on the 
outside. Address Drawer “ C,” Delray, Fla. 


STORE FOR SALE: Established house- 
furnishing and hardware store 30 milcs out, 
South Shore, prosperous, Long Island town. 
Boom going on because of electric trains now 
running. Cheap rent with lease. Store in 
heart of village. Asking $5,000. Exceptional 
bargain. Address Box G-650, care of HARDWARE 
Ace, New York, 


FOR SALE—To close an estate—a hardware 
store well situated in Northern Tennessee town. 
Steck in excellent condition—will inventory be- 
tween $5,000 and $7,000. Good opportunity for 
a live merchandiser. Address Box G-640, care 
of Harpware Ace, New York. 











FOR SALE—Hardware business in center of 
retail district, Orlando, Fla. Good growing 
business and six year lease on building. Good 
reason for selling. This is the best opportunity 
- a Address BOX 548, Winter Haven, 

orida. 


FOR SALE: One of the best exclusive build- 
ers’ hardware and paint businesses in Florida. 
$200,000 business last twelve months. All 
factory connections. $25,000 will handle. Ad- 
dress immediately, W. E. FROST HARDWARE 
& PAINT CO., West Palm Beach, Fila. 


FOR SALE: 20 Gro. 4 inch No. 20 flat-head 
wood screws, _hot-galvanized. Address Box 
G-651, care of Harpware Ace, New York. 


Help Wanted 


HELP WANTED—One or two experienced 
builders’ hardware salesmen, capable of estimat- 
ing contract work. 
large house in Middle West. Address 
G-623, care of Harpware Ace, New York. 

















WANTED: 12 YOUNG MEN between 25 
and 30, with high school education and at least 
one year’s experience in retail hardware store, 
to sell to retail dealers, high grade, nationally 
advertised specialties, for well known and long 
established manufacturer. e month’s pre- 
liminary training course all expenses paid. 
Salary while on the road $100 a month ana ex- 
penses to start. Promotion to regular sales 
stati jater, and no limit to opportunity or com- 
pensation thereafter, according to ability dis- 
played. Applications must give age, nationality, 
education, and suitable references both as to 
character and ability. Splendid opportunity for 
right men. Address Box G-641, care of Harp- 
ware AcE, New York. 


WANTED— A FIRST CLASS MAN who 
can take charge of Hardware department, ad- 
vertising, and window trimming in retail hard- 
ware store. Address Box G-639, care of Harp- 
ware AGE, New York. 


SALESMAN WANTED to handle a line of 
i Rare 








fibre tool boxes on commission basis. 
opportunity for live wire. Write territory 
covering. Address Box G-649, care of Harp- 
WARE AGE, New York. 





Positions Wanted 


HARDWARE EXECUTIVE (Wholesale) 
with twenty-five years’ experience as buyer and 
sales developer. With large jobbers in Southern 
and Western States (St. uis). Have the abil- 
ity to take charge of general line hardware, 
cutlery, sporting goods, builders’ hardware, etc. 
Would like to connect with manufacturer or 
live jobber. Highest business references. Ad- 
dress Box G-637, care of Harpware Ace, New 


York. r 








WANTED—POSITION in retail hardware 
or general line store by traveling salesman, mar- 
ried, age thirty-seven. Five years’ general 
store experience and fourteen years traveling 
salesman, selling farm equipment and ventilators 
for farm buildings, creameries, garages, etc. 
References exchanged. Address G-643, care of 
Harpware Ace, New York. 


POSITION WANTED BY SALESMAN with 
six years’ experience selling high grade line of 
cutlery and mechanics’ tools in the territory of 
Atlantic Coast States. Would consider any terri- 
tory. Thirty-one years of age. dress Box 
G-625. care of Harpware Ace, New York. 











Unlimited opportunity with | tising and merchandising. 


Box 
| Box G-631, care of Harpware Ace, New York. 


SALESMAN, WELL QUALIFIED for any 
line advertised in Hardware Age, desires to 
connect with manufacturer or jobber, calling on 
trade in Eastern Tenn, and Piedmont section 
of the Carolinas. Know i adver- 

Age 37. ntegrity, 
unquestioned. Address 


honesty and_ ability 


Positions Wanted 








, 

1 My Services 
experienced hardware man, 
manufacturers’ representative, and for ten 
years owner of large successful store, is 
ready to start again. Will undertake store 
management or department management or 
working partnership. Any promising prop- 
osition that will give my ability full scope. 
Reason-——unfortunate investments. References 

{§ excellent. Address Box G-652, care of Harp- 

() ware AGE, New York. { 


For Sale—rThoroughly }) 
former traveler, 














Sales Accounts Wanted 





HIGH PRESSURE REPRESENTATIVE 
intimately acquainted and well introduced with 
chaia store trade desires exclusive sales agency 
New York, New Jersey and Philadelphia for re- 
sponsible manufacturer of hardware or household 
specialties capable of large turnover. Address 
Box G-624, care of Harpware Acg, New York. 


MANUFACTURER’S REPRESENTATIVES 
—2, with an established organization having a 
ood following with hardware trade through 
hode Island, Massachusetts and Connecticut, 
desire to take on another hardware line to 
represent a manufacturer in above named terri- 
tory. Will work on commission basis. Best 
of references. Address “TRADE,” Box 1204, 
Providence, R. I. 


LIVE WIRE SALES ORGANIZATION 
wants new items in Hardware and Electrical 
Specialty field. Selling Jobber with Dealer Tie 
Up or Direct to Dealer thru more than 400 
established Dealer accounts gives immediate re- 
sults on lines we handle. e cover Cincinnati 
Trade Area and have ample warehouse and 
handling facilities for Manufacturers’ Stock. 
Commission Basis only. Monthly Settlements. 








Investigation will prove we are 1 ® respon- 
sible financially and as to Policy. hat have 
you to offer? Address Box 645, care of Harp- 


warE Ace, New York. 





Sales Representatives Wanted 


WANTED: FACTORY REPRESENTATIVE 
calling on large hardware dealers, house-furnish- 
ing trade, department stores, and restaurant sup- 
ply houses. We have excellent line of steam 
pressure cookers to be sold to above trade on 
commission basis. State territory covered and 
lines now handled. Jubilee Mfg. Co., Omaha, 
Nebraska. 








SIDE LINE “$1.00 LEADER”: Want sales- 
man to sell our “Six for One Household Brush 
Set”’ to retail trade on commission. It is a new 
special for dollar day sales. Jean Caro Prod- 
ucts Co., Freeport, Ill. 








IF YOU REPRESENT MANUFACTURERS 
and are calling on the dealer trade, electrical 
and hardware, and cover your trade frequently, 
we may have a number of income-producing 
items that you can sell your regular customers 
on a straight commission basis. Write us what 
you are now selling and where, and we will 
tell you what we have got and how much. Ad- 
coo Box G-638, care of Harpware Acs, New 

ork. 











SIDE LINES FOR SALESMEN 
- oe | ~<a salesmen are looking for profitable “Side Lines” 


What have you to offer? Give details—insert your ad in the “Classified 
ties Section” of this paper and you’l] be reasonably sure to find a 


reliable salesman to represent you. 
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FORSTNER BITS 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 





The Forstner Labor-Saving ro = unlike other bits, is gneee by its Circular Rim instead of its center, consequently it will bore 
arc of a circle and can be guided in any direction regardless of Iti selenite ond some 


grain or knots, leaving a true polished surface. It is 
expeditious than chisel, gouge, scroll-saw, or lathe 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, 


combined fer cere 











= TORRINGTON, CONN., Je S. A. 











GET TURNER’S SPECIAL OFFER! 


It will show you why Turner dealers are so enthusiastic. Get the 
details of the special offer on this fast selling product. It will 
obligate you 2, no way. 








Millions of Advertisements Yearly 


on Lorain Oil Burner Cook Stoves are increasing the demand every- 
where. Consider the reputation of the maker. Consider the number 
of actual sales made by tens of thousands of satisfied users. Go out 
and learn how supremely good the 1925 Lorain Burner really is. 
And make your own estimate of the profit you can earn by selling 
Oil Cook Stoves equipped with the Lorain High Speed Burner. 


AMERICAN STOVE COMPANY, St. Louis, Mo. 














A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 
handle. Keeps hands out of water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 












QUALITY 


NIGHT 
PADLOCKS ) FRAIM LATCHES 


for every purpose 


The E. T. FRAIM LOCK CO. 


LANCASTER, PA., U. S. A. 














Says this advertiser,— 


“We are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with the hard- 
ware business, HARDWARE AGE is, without a doubt, 
the best medium for advertising.” —J. H. Yewdale 
& Sons Co., Milwaukee. 

It pays to use the Classified Opportunities Sec- 
tion of HarpwareE AGE. 











the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit’? will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 

maker. Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 























“They Have a CEs 
Bull Dog-Grip” “— 





1015 Union Bank Bldg., Pittsburgh, Pa. 








American Can 


» . _ — = 
= 
SS. : —_—— BLACK IRON GALVAR 
Manufactured by 
U. S. Clothes Pin Co., Mortpelier, Vt. 


Sales Dept. American Can Company 


J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


=SiVears = 




















The “TORREY” 
A Real Man’s Razor 
Send for Catalogue of Full Line 
J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 


ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 


Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 

Co. ‘ 
Syracuse, New York 

















and Dumbwaliters 
fer Heuse, Store er Warehouse. Write 
fer particulars. State your require- 
ments as te size, capacity and lift. 
The SIDNEY ELEVATOR Mfg. Ce. 
Sidney, Ohie 





SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS Booklets 


Sliver Lake Co., Newtonville, Mass. 


= 








free. Established 1858. 
190 Dorchester Ave., Boston, Mass. 
































CARPENTER’S 
—_CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 


Send for our Catalogue of 


GRANITE 
CUTTING TOOLS 


Trow & Holden Co., 


MILK BOTTLE CAPS 


Sell your Dairyman his caps. 
Jobbers Prices. 


OHIO BOTTLE CAP CO. 


Barre, Vt. Box 613 C Piqua, Ohlo 























MANUFACTURERS 

What have you to offer in the way of quick 
selling merchandise? Let one of these ‘‘emall 
card’’ advertisements help you increase your 
ree The cost ie only $8.00 per inser- 


HARDWARE AGE 
New York, N. ¥. 


a 
| 


SCYTHES 


— laa 


Scythes since 1912. Axes since 1880. 


RIXFORD MiGsingcave 











230 W. 39th St. 
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INDEX TO ADVERTISERS 











THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. 
Ne allowance will be made for errors or failure to insert. 


Every care will be taken to index correctly. 
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Sterling tor every wheelbarrow service 























CONTRACTORS—GRAVEL 
CONTRACTORS—MORTAR 
CONTRACTORS—CONCRETE 
BRICK 

COAL 

HOME 

FOUNDRIES’ 

POWER PLANTS 

COKE 

FACTORIES 

MINES 


Warehouse Stocks—Milwaukee, Chicago, St. Louis, Cleveland, Detroit, Philadelphia, New York 


This is a partial list of 
purposes for which we 
make special barrows. 


From past experience we have 
learned that the wheelbarrow busi- 
ness in a retail store can be built 
up to be one of the leading lines. 
Any firm or individual wanting 
barrows for any of the purposes 
listed is a prospective customer. 
Stock the proper barrows and get 
this business. The possible-volume 
will surprise you. 


WRITE FOR CATALOG. 
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Tell Him About The “Ohio” Brush 





THE SATURDAY EVENING POST 









188 pounds on 
a paint brush! 
An actual teat. 
Bristles in a 
W ooster Brush 
are in to stay. 








BRUSH that’s a de- 

light to your hand and 

whose work is a joy to 
your eye! Balanced just 
right ... full-bodied, with 
long, springy bristles that 
give an easy, velvety stroke, 
spreading varnish, enamel or 
| paint evenly and smoothly. 
That’s a Wooster’ Brush! 
| The brush for professionals 
| and amateurs alike. 
The genuine hog bristles 
stay fast in the brush, they 
won't come out on the job. 
Seventy-four years of experi- 
ence are built into Wooster 
Brushes and each brush is 
guaranteed. 
For good work, you must 
have a good brush. Make 
sure, get a Wooster. 


The Wooster Brush Co. 


Since 1851—One Family—One Idea 
Better Brushes 


Wooster, Ohio 


WOOSTER 
BRUSHES 


FOR PAINTING ~ VARNISHING ~ KALSOMINING 





“The Better the Brush, 
the Better the Work!’ 

















WoosTER BRUSHES 


—He’ll Buy! 


| uate customers get the advan- 


tage of an extra half inch of 
bristle in a Wooster “Ohio” brush. 


The patented construction permits 
the bristles to be worn down closer to 
the ferrule without the brush becom- 
ing stiff or stubby. 


Bristles, ferrule and handle are forced 
together under tremendous pressure. 
The brush cannot come apart. The 
bristles are gripped in metal jaws. 


It is an easy brush to keep clean; its 
neat metal ferrule contains no nails or 
tacks to hurt the fingers. 


Wooster “Ohio” brushes are guaran- 
teed to “hold” and to work satisfac- 
torily in paint, varnish, shellac, hot 
glue or any material that will not de- 
stroy the genuine Chinese hog bristles 
themselves. 


Our nation-wide advertising is justi- 
fied by the excellence of “Ohio” 
Brushes. 


Merchants: Show this page to your sales force. 
It will help them to sell more Paint Brushes. 


BrusoCo 
THE WoosTER BRU 


One Idew-ater Bruen WWOOSTE, 





FOR PAINTING ~VARNISHING ~ KALSOMINING 























